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WIN Pieces Of “Costume Jewelry” 
To Make Any House A Model Home! 


Wisconsin Knight 
FLUSH DOOR 


IN BIRCH, GUM, LAUAN, BIRCHINA! 


Wisconsin Knight flush doors offer distributors and 
dealers a complete line of profit-makers! A choice 
of two hollow core styles, a full solid core, and 
four beautiful face veneers ... all at rock-bottom 
prices! If you handle, or plan to handle, doors of 
any kind, be sure you get the Wisconsin Knight 
story! You owe it to yourself as a businessman 
seeking more sales, easier sales ... sales that 
“stay sold!” 





The Wonderful 


ouster Fold 


FOLDING DOOR Trashon 


Covered with 
NEW...! 


. And sweeping the building materials oe ee ee 
market like wildfire! Wonder-Fold doors Colors: 
have taken ne folding door out of he luxury ° Red © Gray 
class, made it appeal to every buyer, in price 
and in beauty! The color range, the textured 
plastic coverings, the sturdier construction 








e Green 
e Mocha 











that stacks smaller ... all are sales assets Off-White 

for you! Full information is available to all 

letnaa’ d tail b Ask for free 
olesalers and retailers . .. be sure you samples of 

get the facts! Fashion! 


INVEST 3c POSTAGE — MAIL COUPON TODAY! 


WISCONSIN DOOR CO. Southern Bldg. 


10101 Lyndon, Detroit 21 Supplies 


s s 
wi “i Company Please rush full information and prices on 


10101 Lyndon, Detroit 21, Mich. ( ) Wisconsin Knight ( ) Wonder-Fold ( ) Both 
Telephone! TExas 4-8008 Firm 


The full slory 4 Your sinices 
fot Ue City, State__ 
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LUMBER, PLYWOOD, AND DOOR DISTRIBUTORS 


We Maintain Large Stocks of Both Lumber and Plywood in Many Species of Wood from the U.S.A. 
and Abroad. Among the Items Available for Immediate Shipment Are: 


MAHOGANY 


We are specialists in British Honduras, 
Philippine and African Mahoganies. 


LUMBER 


Tough Ash Hard Maple 


American Black Walnut Birch 
Prima Vera 
Red Gum 
Long Leaf Pine Poplar 

Red and White Oak 


Aromatic Cedar Lumber 
and Closet Lining 


PLYWOOD 


Birch Oak 
Gum Walnut 
Mahogany Fir 


Fir Plyweave Virola (Banak) 


DOORS 


Flush and Entrance Doors 


Fir — Birch — Gum — Mahogany 


PANELING 


Redwood 
Knotty Pine Fir Driftwood 
Cypress Fir Ridgewood 


Philippine Mahogany 


WESTERN LUMBER 


Ponderosa Pine Redwood Lumber & 
Kiln-Dried Fir Siding 
Western Red Cedar 


DECORATIVE PLASTICS 


Panelyte—For Commercial Installation and 
Shop Fabrication 1/16” thick- 
ness Wood Grains Now 
Available 


Arborite—For On-Job Application 
1/8” thickness 


TIDEWATER RED CYPRESS 


Boat Stock Dressed Finish 
4/4 to 12/4 No. 1 Shop and Better 


FLOORING 


Oak Block and Strip 
Maple and Beech Strip 
Industrial and Block-On-End Flooring 


Dixie Lumber Co., Inc. 8201 FIG STREET 


NEW ORLEANS 18, LA. 
Telegraphic Address WUX—DIXIE 
Telephone WAlinut 9500 
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Sales! 


REMODELING WITHOUT RE-PLASTERING 
= 

















UPSON 


















Kuwec- Krak 


p A N E l \ Point out to “do-it-yourself” customers 


that they can recover cracked ceilings—without replastering. Explain that 
Upson Kuver-Krak Panels are applied over cracked plaster and anchored from the 
back with ‘floating fasteners.” Show them how these invisible fasteners 
eliminate visible face nailing. Assure them that—with only simple 
carpentry they can apply this beautiful new crack-proof ceiling in 

a matter of hours. And in a matter of minutes you will have made a sale. 


Name 





Refresher Meetings 
for Salesmen Pay Off 


Periodic meetings of dealer and whole- 
saler sales organizations at which 
manufacturers representatives review 
product features and report latest prod- 
uct developments, have proved an im- 
portant sales help. The Upson Company 
reports participation in many meetings 
of this kind. Four are shown below. 










Nicholas Wire and Aluminum Co., Daven- 
ort, Iowa. Standing left to right, A. 
Snyder, R R. D. Eastridge, Upson repre- 
sentatives. Seated left to right, ont, E. 
Schultz, Nicholas Branch Manager; Herb 
Saunders, Donald Stevens, M. C. Smalley, 
George Donavan, ‘om Cosgrove, John 
Lindorfer, Nicholas salesmen. 


Peninsular pai py Company, Miami, Flor- 
ida. Seated to right, Tom Norton, 
J. M. po Ponty Peninsular salesmen; 
George Garmany, Charlie Osterag, Upson 
representatives. Standing left to right, A. R. 
Huffman, Byron G. Hornsby, K. W. Davies, 
William A. Brady, James C. Culpepper, 
Charles A. Johnson, Peninsular salesmen. 


Huttig Sash and Door Company, Dallas, 
Texas. Seated left to right, Floyd Salmon, 
Ash P. Huse, Byron Butler, Ron Bliven, 
Joe B. Montgomery, Max T. Witmer, 
Huttig salesmen. Standing left to right, 
R. E. Nugent, Huttig Manager; G. A. 
Engel, Upson representative; T. J. Smith, 
Jack Franzen, Curt Williamson, Fred 
Goudy, Huttig salesmen; Jack Dillion, 
Upson representative. 





















THE UPSON COMPANY 977 Upson Point, Lockport, N.Y. 


Please send me booklet and information on Upson Kuver-Krak Panels. 





Wholesale Service Supply Cor, 












oration, Al- 


bany, New York. Front row left to right, 
George Hellmuth, W. E. Nolan, C 


K. Hunt, 
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A. J. Matthews of Wholesale Service. Back 
row left to right, Arthur P. Fisher, Sidney 
Dixon, Richard Decker, Joseph Smith of 
eng Service, and James E. Dunbar, 
son representative. Standing, H. R. 
alton, Upson representative. 
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What makes a good 


CEDAR SHAKE? 


It takes good timber, good men and extra time to make 
a cedar shake of outstanding quality. DriHome Shakes 
are the equal of any on the market today because we 
take time to combine our vast resources of virgin cedar 
timber and the skills of our experienced personnel to 
make them so. 

Forty years of experience in the production of shingles, 
from forest to finished product, stand behind the quality 
of DriHome Shakes. 


QUALITY COLOR COATING—All ingredients used in coloring Dri- 
Home Shakes are of the highest quality. A linseed oil base is used 
and each shake is individually dipped, resulting in the same heavy 
coating on each side. 


CONTROL OF LOG SUPPLY—Located in the moist coastal region 
of British Columbia, the timber tracts of Canadian Forest Products 
Limited comprise some of the most magnificent stands of Western 
Red Cedar extant. A constant supply for DriHome Shakes. 


factors contributing to the quality of DriHome Shakes. The shakes are 
dried for over an hour and a half. 


4 UNHURRIED DRYING—Individual drying is one of the most important 


What makes cedar shakes 
PROFITABLE for dealers? 


To the lumber dealer, cedar shakes can be an outstand- 
ing profit item if the quality of cedar and the excellence 
of color coverage give complete customer satisfaction. 
We will be glad to refer you to dealers and builders in 
your community who can attest to the exceptional 
quality of DriHome Shakes. Samples and literature are 
yours for the asking. We believe you'll find it well 
worth your while to compare DriHome Shakes with 
any other in the market. 


ACCURATE SQUARING — The machine pictured 


above squares the edges and trims the butt of each 

DriHome Shake, thus ensuring that the sides are Pp of 
parallel to each other and vertical to the butt. This a 

Precision squaring is important in speeding appli- 

cation and ensuring a tight fit. 


CANADIAN FOREST PRODUCTS LIMITED 
HUNTTING-MERRITT SHINGLE DIVISION, VANCOUVER, B. C. 
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HERB BRAMMEIER, Jr. 


“Her act is really clicking now that | 


EVERYTHING HINGES ON HAGER /;' 


FREE! i you enjoyed laughing at Herb Brammeier’s mirth-making cartoon 

this month, send for Hager’s new book containing 28 full-size popular 

“Everything Hinges on Hager” cartoons! It’s FREE! Just address 

C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street * St. Lovis 4, Mo. 
Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 
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3. Color Schemes for White Houses. 
Pocket-size book illustrates new color 
schemes for outside trim. Shows how 
revolutionary new White ONE- 
KOATT House Paint saves home 
owners hundreds of dollars. Valu- 
able for promoting sales of exterior 
paints. The Peaslee-Gaulbert Paint 
and Varnish Company, Louisville, 


Ky. 


13. Sash Balance. New Pullman Pig- 
my sash balance, the “world’s small- 
est and lightest weight true counter 
balance,” is described in a new cata- 
log sheet. Installation of balance, 
which fits into sash itself, is ex- 
plained. The Pullman Manufacturing 
Corporation, 325 Hollenbeck Street, 
Rochester 5, N. Y. 


15. Plastic Tileboard. New folder 
shows patterns of Afco plastic tile- 
board and contains samples of the 10 
shades in which it is made. Another 
booklet pictures various metal trims 
and moldings used with this tile- 
board. A full-color consumer folder 
is also available. The A and F Tile- 
board Company, Box 4085, Alex- 
andria, La. 


19. Metal Moldings. A 20-page il- 
lustrated catalog shows the many 
types of Premier aluminum and 
stainless steel moldings and trims. It 
gives their uses, application, and di- 
mensions. A price list is included. 
Metal Trims, Inc., P. O. Box 1072, 
Youngstown, Ohio. 


21. Hunter Zephair Fans. A new 
eight-page illustrated catalog on fans 
for homes and industry. It includes 
function and installation data about 
unit containing fan, motor, shutter, 
and switch. Hunter Fan and Venti- 


lating Company, 400 S. Front St., 
Memphis, Tenn. 


23. Heatilator Fireplaces. Booklet 
tells how Heatilator unit efficiently 
circulates heat and adds profits on 
fireplace sales. Heatilator, Inc., Syra- 
cuse 5, N. Y 


29. Awning Windows. Illustrated Cat- 
alog No. 89 gives sizes and types, 
specifications for the complete unit 
and hardware specifications, and 
construction data on Gate City Awn- 
ing Windows. Prices, discounts and 
complete architectural file are avail- 
able. Write The Gate City Sash and 
Door Co., P. O. Box 901, Fort Lauder- 
dale, Florida. 


31. Asbestos-Cement Products. Color- 
ful new booklet contains many photo- 
graphs of residential and commercial 
installations of Asbestone asbestos- 
cement building products. It also 
contains information on the com- 
pany, its engineering and estimating 
service, and its testing of materials. 
The Asbestone Corporation, 5300 
pron Street, New Orleans, 
a. 


33. Laminated Wall Panels. Two full- 
color booklets show photographs of 
rooms with ceiling and walls covered 
with Upson laminated panels. “New 
Interiors for Old” suggests remodel- 
ing ideas, tells how Upson panels 
are put over old walls. “Upson Lam- 
inated Panels—For Crackproof Dry- 
Bilt Construction” gives information 
desired by builders and architects. 
The Upson Company, Lockport, N. Y. 


37. Folding Stairways. New folder 
describes uses, installation, and sizes 
of Wel-Bilt Fold-A-Way attic stair- 


way. A gs are well illustrated. 
Wel-Bilt Products Company, Box 95, 
Memphis, Tenn. 


47. Flexboard. A new handbook con- 
tains complete information about cut- 
ting and working asbestos Flexboard 
for all indoor and outdoor applica- 
tions. Johns-Manville a casi 
Box 290, New York 16, N. Y. 


55. Fiber Wallboards. Folders are 
offered with information on colors, 
appearance, and uses of Duo-Tone 
and Pebbled Perfect-O-Cell fiber 
wallboards. The Plastergon Wall 
Board Company, Philadelphia Ave- 
nue, Buffalo 7, N. Y. 


57. Window and Attic Fans. Two 
bulletins have been published by 
Reed Unit-Fans, Inc. 1001 St. 
Charles Ave., New Orleans, La. A 
new line of 20”, 24” and 30” 2-speed 
window fans along with the estab- 
lished line of reversible window and 
attic fans are described in these 
bulletins. 


61. Aluminum Awning Windows. 
Catalog shows standard types and 
sizes of Miami aluminum awning 
windows. Installation data and de- 
tails of air infiltration tests are in 
cluded. The Miami Window Corpo- 
yg 5200 N. W. 37th Ave., Miami 
, Fla. 


63. Home Insulation. A new 16-page 
catalog tells the story of Insulite in- 
sulating wool batts, blankets, and 
pouring wool, made of Fiberglas. Ap- 
plication instructions and specifica- 
tions are included. Insulite, 500 Ba- 
rd Arcade Building, Minneapolis 2, 
inn. 


(Continued on page 7) 
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65. Rock Wool Insulation. Folder 
lists types and sizes of rockwool in- 
sulation products with application 
instructions. “K” factors and “U” 
values are given with diagrams of 
typical construction, with and with- 
out insulation. The National Gypsum 
Fat Delaware Ave., Buffalo 2, 


85. Farm Book. New 16-page book 
showing uses of Celotex products in 
service buildings and the home. 
Fully illustrated. Includes detail 
drawings of application. For selec- 
tive distribution to farm building or 
remodeling prospects. The Celotex 
ae 120 S. LaSalle St., Chicago 3, 
Ill. 


87. Outdoor Fireplaces. A wide va- 
riety of outdoor fireplaces and grilles 
with descriptions and directions for 
building them are contained in the 
attractive booklet, “Donley Outdoor 
Fireplaces.” It gives selling points of 
Donley fireplace forms. Copy free if 
requested on company letterhead. 
The Donley Brothers Company, 13900 
Miles Avenue, Cleveland, Ohio. 


91. Rustproof Screening. Dealer 
helps for Lumite saran screen cloth 
include newspaper ad mat service, 
window decals, consumer folders, 
streamers, and a price calculator that 
shows dealer’s selling price on all 
sizes of Lumite screening. The Lu- 
mite Division, Chicopee Manufactur- 
ing Corporation, 40 Worth Street, 
New York 13, N. Y. 


93. Disappearing Stairways. A de- 
tailed drawing that shows the work- 
ings of the Myer-Lee disappearing 
stairway, as well as specifications, is 
contained in a new pamphlet. A de- 
scription of this FHA-approved unit 
is given on the back. The Foldaway 
Stairway Company, Inc., 813 Sea- 
board Street, Portsmouth, Va. 


95. Paint Thinner. Tandrotine — a 
pleasant-smelling, non-toxic paint 
thinner—is described in a new two- 
color folder. It is said to be excellent 
for cleaning brushes, removing paint 
and grease, dissolving wax, and other 
household uses. Turpentine and 
Rosin Factors, Inc., Savannah, Ga. 


97. Wood Window Promotion. Litera- 
ture describes newspaper mats, di- 
rect mail pieces, movie trailers, radio 
spot announcements, billboards, and 
television advertising of wood win- 
dows. All are offered dealers at nom- 
inal cost. Wood Window Information 
Service, 38 S. Dearborn Street, Chi- 
cago 3, Ill 


107. Red Cedar Shingles. A 100-page 
handbook describes proper methods 
of applying Certigrade shingles on 
roofs and exterior walls. This illus- 
trated “shingle encyclopedia” is de- 
signed for dealers, architects, and 
builders. The Red Cedar Shingle Bu- 
_— 5510 White Building, Seattle 1, 
ash. 


117. Southern Pine Lumber and Oak 
Flooring. Write for complete infor- 
mation on prices, quantity and qual- 
ity. Also, yellow poplar, red cedar 
closet lining and K.D. Pine Flooring. 
W. J. Word Lumber Co., Scottsboro, 
Alabama. 


139. Superlite Prefinished Wallpanels 
are now individually sampled in a 
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pocket-size color- -range folder. The 
sample container is 4” square, and 
holds an actual 4”x4” sample of Su- 
per-lite Wallpanel. In addition, the 
folder carries color chips, of the 
twelve available colors. Sheet sizes 
and other pertinent information are 
shown on the back. Superior Wall 
Products Co., 4401 N. American 
Street, Philadelphia 40, Pa. 


141. Steel Casement Windows. Folder 
102s with illustrations, details, dia- 
grams and sizes describes Hope’s 
Residence (Holford) Casements and 
Picture Windows, Hope’s Basement 
and Utility Windows and Hope’s type 
“H” Standard Doors. Hope’s Win- 
dows, Inc., Jamestown, N. Y. 


143. “How-ell-dor” Garage Doors. 
Attractive new 10-page catalog il- 
lustrates and describes styles and 
sizes of “How-ell-dor” sectional Up- 
sweep residential and commercial 
garage doors. Technical data are al- 
so supplied for Howell’s garage door 
accessories. The Howell Mfg. Co., 
Cottman St. and Hasbrook Ave., 
Philadelphia, Pa. 


145. Gas and Electric Water Heaters. 
Two bulletins, in color, devoted to 
Jackson automatic gas and electric 
water heaters, have been announced 
by W. L. Jackson Mfg. Co., Inc., 
P. O. Box 26, Chattanooga 1, Tenn. 
Table-top and round electric heaters, 
as well as floor furnaces, are de- 
scribed in one; Jackson’s 20- and 30- 
gallon gas heaters in the other. War- 
ranties on both gas and electric 
models are explained. 


161. Ready-Trimmed Window Units. 
Outside-inside trimmed Fenestra res- 
idence steel casement units are 
covered in 4-page folder, RE-23. 
Includes table of casement types and 
sizes, installation details and infor- 
mation on hardware, inside screens 
and inside storm sash. Detroit Steel 
——— Co., 3227 Griffin, Detroit 11, 
ich. 


163. House sewer pipe. 2-color folder 
explains the relative merits of vari- 
ous materials available for construct- 
ing house sewers. Gives typical case 
histories, with photos, including clay 
pipe house sewers that have endured 
many decades. BULLETIN 250, W. S. 
Dickey Clay Mfg. Co., 922 Walnut 
St., Kansas City 6, Mo. 


165. Window Sash Balance. Catalog 
pages describe spiral balance in 
detail and list correct balance for 
various size and weight windows. 
Caldwell Manufacturing Co.; Dept. 
CLP, world’s only manufacturer of 
both tape and spiral balances, 63 
Commercial St., Rochester 14, N. Y. 


169. Jalousie Window Units. Pro- 
Tect-U jalousie window units are 
pictured and explained in a new cat- 
alog sheet. It tells how assembly is 
possible at building site with only 
screwdriver, how glazing is a matter 
of slipping panes in place and bend- 
ing down tabs. The Pro-Tect-U Jal- 
ousie Corp., Coral Gables, Fla. 


177. Resolite translucent structural 
panels. In a 12-page multicolor cata- 
log. Resolite panels of Fiberglas- 
reinforced resin plastic are complete- 
ly described, including technical data 
on structural strength and light 











transmission for the eight standard 
colors. A table gives standard sizes, 
corrugations, and weights. Methods 
of application for structural and dec- 
orative uses are shown. Resolite Cor- 
poration, Zelienople, Pennsylvania. 


183. Hollow-Core Doors. New archi- 
tect’s file folder shows detailed con- 
struction, available sizes and other 
interesting specification data for 
General Gibraltar and Kentucky 
Colonel hollow-core flush doors. 
General Plywood Corporation, Louis- 
ville 12, Kentucky. 


187. Flush Doors, Awning Windows. 
A new folder contains a cut-away 
sketch that shows the inside con- 
struction of Davis flush doors, plus 
specifications. Super-Vent wood 
awning-type windows are described 
in a two-color brochure. Sketches 
show how air circulation is improved 
and how easily these windows are 
cleaned. Fixed and operating units 
are combined for variety. The Davis 
Manufacturing Company, Inc., 1075 
South Clark Street, New Orleans, La. 


189. Paint Products. Complete line 
finest quality trade sale paint prod- 
ucts and excellent selection Master 
Painter products designed to satisfy 
exacting needs of master craftsmen. 
Representative stock of quality 
brushes and paint rollers. Sold Only 
Through Dealers — No Company 
Owned Stores. Mound City Paint & 
— Co., 202 S. 9th St., St. Louis, 
0. 


193. California Redwood—at its best 
and under California Redwood As- 
sociation grading and drying super- 
vision. For descriptive or technical 
literature write to: Union Lumber 
Company, 228 North LaSalle St., 
Chicago 1, Illinois. 


195. Baked Finish Wallboard Panels. 
Five new color folders showing use 
of Wallace Wallboard Products. Two 
folders show Wal-lite, two folders 
cover Satin-lite line and one folder 
describes Grani-lite. Each describes 
uses in kitchens, bathrooms, utility, 
recreation, etc. Also excellent for 
commercial installations. Complete 
information on request. Wallace 
Manufacturing Co., 10th and Fayette, 
North Kansas City, Mo 


197. Fabric Necessities and Special- 
ties—A complete line of Nail and 
Work Aprons, Traffic Flags, Painters’ 
Drop Cloths, etc., in fabric, plastic 
and fiber are economically priced in 
folder being mailed on request by 
Bone-Crow Company, Fabric Di- 
vision, 214-216 North 6th St., Waco, 
Texas. 


199. Building Papers. Handy sample 
swatch book shows complete line of 
Leatherback Building Papers. Also 
will enclose bulletin on Federal 
Specification for Building Papers 
and the Type and Class each Leather- 
back Product meets. Protective 
Papers, Inc., Union, Illinois. 


201. Laminated Paneling. Two new 
booklets describe Novoply low-cost 
wall paneling made of laminated 
wood chips and Micarta high-pres- 
sure plastic laminate panels. The 
Micarta booklet is in full color to 
show photographs of many uses of 
this versatile material. United States 
Plywood Corp., 55 West 44th Street, 
New York, N. Y. 
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THIS BRAND NAME ON LUMBER ALSO BRINGS DEALERS... 
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Mabini 





Design No. 4130 Design No. 4133 


Design No. 4144 Design No. 6103 
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OFFERING 
PROFESSIONAL HELP 
TO THE 
HOME PLANNER 


EACH MONTH AN 
ARCHITECT- DESIGNED 
HOME IS 
ADDED 


Effecteve Selleng Help in 
the Small Home Freld 


THE WEYERHAEUSER 4-SQUARE HOME BUILDING SERVICE 


As lumber dealers enter a period of increasing 
competition, successful selling and merchan- 
dising methods are always welcome. 

The Weyerhaeuser 4-Square Home Building 
Service has been thoroughly time-tested and 
sales-proved. It has demonstrated its singular 
effectiveness in helping dealers to locate pros- 
pects and close sales. 

Dealers who are using this Service, and the 
promotion material supporting it, will tell you 
that it is successful because it offers great value 
to home owners . . . the proved appeal of mod- 
ern homes that are architect-designed and 
Weyerhaeuser-engineered. 

Some of the “‘best sellers” from this Service 
are illustrated. They reflect the freshness of 
modern styling, open planning, simplicity of 
design . . . and sound economical construction 


that is achieved through competent engineer- 
ing and the use of standard in-stock building 
materials. 

In promoting these extra-value homes, there 
is a strong program of national advertising in 
leading home magazines . . . and material for 
local promotion which dealers are effectively 
using in establishing their yards as centers for 
top values in professionally planned homes. 

Each month Weyerhaeuser continues to bring 
to dealers employing this Service a smart, mod- 
ern design complete with blueprints and material 
lists...a full-color reproduction of each month’s 
home for insertion in their master book of de- 
signs. Weyerhaeuser continues to maintain the 
4-Square Home Building Service as a practical 
selling tool for the exclusive use of retail lumber 
dealers and their customers. 


Design No. 51 42 


Weyerhaeuser Sales Company 


ST. PAUL 1, MINNESOTA 
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THESE WIZARDS 
Get a well deserved Trophy 
For boosting the Business 


Of Browning & 
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Dealers say it’s almost magica! the way all three 
of these United States Plywood Products are gaining 
in popularity. The first is Weldwood Glue... America’s largest selling 
wood glue. The second is Firzite...a MUST for finishing fir plywood. 
The third is Satinlac, which helps you cash in on the big demand 
for natural wood finishes. Each brings people into your store... 










and each pays you handsome profits. 


UNITED STATES PLYWOOD CORPORATION, New York 36, N. Y. 


and U. S.-MENGEL PLYWOODS, INC., Louisville 1, Ky. 





Branches in Principal Cities—Distributing Units in Chief Trading Areas 











Largest Selling Wood Glue — 


WELDWOOD 


For making things 
or fixing things, 
recommend Weld- 
wood Glue—for all 
wood - to- wood 
bonds and many 
other uses. Makes joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c; 5 Ibs.. 10 Ibs.. 25 Ibs. 


- WELOWaO9 


-PLasTic nesin GLUE 














Blond or pickled effects call for 


were FIRZITE. 


Recommend WHITE 
Firzite for magical 
woodsy effects on 
hardwood or soft, 
; plywood or solid 

lumber. For light 
d pastel tones, recom- 
mend WHITE Firzite 
tinted with Colors. 
in-Oil. For soft wood and fir plywood 
paint jobs, recommend WHITE 
Firzite as an undercoat, to help pre- 
vent grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
ment CLEAR Firzite, to tame wild, 
unsightly grain. Over 40 million feet 
of fir plywood sold every week — what 
a market for Firzite! ) 








Big demand for natural wood finishes, sells 


SATINLAC’ 


The big modern style 
trend is for light 
> natural wood fin- 
ishes — on furniture, 
wood panelling and 
woodwork. When 
customers ask you 
what to use, you'll 
make friends by re- 
commending SATINLAC. It brings 
out and preserves the natural grain 
and color-beauty of any plywood or 
solid wood. Water-clear Satinlac 
avoids that “built-up” look. Easy to 
brush or spray; dries “dust-free” in 
20 minutes, ready for next coat in 3 
or 4 hours. 
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When buyers want the best The wise merchandiser knows that home- 
you can recommend, with con- owners today demand quality and good 
fidence, R-O-W Spring Cush- a appearance when selecting windows. 
ion Wood Window Units for on Oe hf Windows meet these dual needs 
modérn or traditions aaa to the complete satisfaction of the builder 

ie yP or the remodeler. That’s why R°O°W 
homes. Why? R-O-W wv merchandisers enjoy yolume sales and 
Window Units are designed ‘ 


eas ; make more money, faster. We'll be glad 
for flexibility, free action, a 


to tell you more. 
good ventilation, more light y 

and beauty and — they're 

removable for easy clean- 
ing inside the home. 
Always specify R° O° W’s a 
—the original com- 

pletely weather strip- 

ped removable 

windows! 


se 


Sve FSS SS Sa Sh 
me ee Sot 


R+eO+*+W Removable Wood Units Are Nationally Advertised 


G CU 
| 


Wood ee <<? MANUFACTURERS OF MILLWORK » DISTRIBUTORS OF BUILDERS SUPPLIES 
= Kocky Dloceecl Kitegereca 
MILLWORK PLANT: RENO, NEVADA 


THE WORLD’S LARGEST WOOD WINDOW UNIT MANUFACTURERS 
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MANUFACTURED 


VY DISTRIBUTORS 
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Get fast dabei from 
our convenient wholesale distribution 


“Ss. = WAREHOUSE 


ae WedgeWood Decorative Paneling 


Now the luxury of genuine wood wall paneling is 
within the reach of all your customers. Low-cost 
WedgeWood offers a new kind of textured beauty 
that fits into any decorative scheme . . . lends itself 
to dramatic color treatment. For remodeling or new 
construction, WedgeWood is the hottest item in the 
building trade today. Call your G-P warehouse and 
ask them to show you a panel. Call them today! 























... and don’t forget these other G-P specialties: 
GPX®, the plastic-faced plywood with more than 
60 proven uses; G-P Crownply®, the decorative 
hardwood plywood and G-P GIANT scarfed panels 
in 12', 14', 16' lengths and up. 


G-P PRODUCTS 








GEORGIA — PACIFIC 
PLYWOOD COMPANY i raaisarsop ee 86 a 


G-P WedgeWood decorative paneling 
G-P Plysheet Southern plywood 
Douglas Fir Plywood 
Giant-sized Scarfed panels 
Fir pattern Doors 
Hardwood Flush Doors 
Cypress and Redwood Lumber 
Southern pine 
Augusta, Ga.—Call 2-8383 Western lumber 
Treated lumber and timbers 
Residential and factory flooring 
Mouldings 


Southern Finance Bidg., 
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“Cumberland Masonry Cement added 
materially to the appearance of the 
masonry work.” Says-Mr. Carroll Sorrell 


SORRELL BROTHERS, Sparta, Tennessee 


TULLAHOMA JUNIOR HIGH SCHOOL, TULLAHOMA, TENNESSEE; Architects: Woolwine, Harwood & Clark, Nashville, Tennessee; 
Contractors: Sorrell Brothers, Sparta, Tennessee; Masonry Cement Dealer: Builders Supply Company, Tullahoma, Tennessee. 


Cumberland Masonry Cement 
gives you a better looking job. The uni- 
formly light color of the mortar sets off 
the masonry units, adds to their natural 
beauty. And, mortar made with Cumber- 
land keeps its pleasing light color through 
years of wear. 

This is only one of the many reasons 


why Cumberland Masonry Cement is pre- 
ferred by builders throughout the South. 
Easy workability, extra plasticity, non- 
efflorescing—these are just a few of the 
extra benefits you get from Cumberland 
Masonry Cement. Try it on your next job 
and see the difference better masonry 
cement can make. 


PORTLAND CEMENT COMPANY 


Chattanooge Bank Building 


A fon Soe — tin Entratning Bae? 


RO REP BIN a 





Chattanooga 2, Tennessee 


Premera SR 








Any quantity of Cumberland Masonry Cement willbe shipped in mixed carloads with other types of Cumberland Cement. 
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AVE Ze Zoo TIME and MONEY 


— 
SHAKERTOWN 
- SIDEWALLS | 


to complete more homes faster 
under the most severe conditions 








Double- coursed 

owns are easy 
to apply, provide wide 
range of distinctive 
styling. 


Seema ne ec 


Weather won’t hold up construction—when you 
use Shakertown Sidewalls. These No. 1 cedar shingles 
are truly factory finished, require no further staining 
or painting on the job. 


eh memeasasceste ie 


Weather often means delay on project homes— 
and costs mount quickly. Shakertowns are available alae JOB-PROVED! 4 


in quantity. No skilled labor needed—a strip of ship- 
lap for nailing guide is the only ‘“‘extra”’ in the way of Make full use of these 


apa. Shakertown Advantages 


W eatherdemonstrates Shakertowns’ inherent ad- ], No staining or finishing on the job. Shaker- 
vantages. Cedar shingle exteriors have millions of tiny * towns come ready to apply. 

air cells—nature’s perfect insulation—to provide homes 
that are warmer in winter, cooler in summer. Cost less 
for maintenance and upkeep, too. 


2. Quick, easy application at low labor cost. 


3. No scarce or critical materials required. 


Get the SHAKERTOWN Facts! If you have an bord icon 
important job coming up, why not find out how 4. ee eee and styling gives dis 
Shakertown Sidewalls can save you time and money 
—increase your profits, too! Write, wire or phone the . « « Build with Shakertowns! 
address below—today. ee 











THE PERMA PRODUCTS COMPANY 
7001 Morgan Avenue Cleveland 27, Ohio 


SOUTHERN STATES 








that can’t be serviced by fast, overnight de- 
livery . .. or convenient “drive-in-pick-up” . . . 
from one of 16 well-stocked SSirco Ware- 
houses. This means money to you—in smaller 
inventories, lower investment, faster turnover. 


And you can be sure of customer satisfaction 
and repeat business, because SSirco carries 
only the best grade of nationally advertised 
building materials and metal products. Check 
the list at right for some of the famous names 
that will help maintain your reputation for 
top quality products. 


Fine products at prices that leave you a good 
margin of profit plus a new high in prompt 
delivery is the SSirco combination that adds 
up to sales and profits for you. 





ie 


There's hardly a spot in 11 Southern States 





4 


Reynolds Aluminum 
Building Products 


Follansbee Terne 


Carey Asphalt and 
Asbestos Products 


Certain-teed 
Asphalt Products 


EZ-Way Stairways 
Miami-Carey Cabinets 


Celotex Insulation 
Board Products 


Insulite Insulation 
Board Products 


Flintkote Products 


Nu-Wood Insulation 
Board Products 


Masonite Hardboards 
Upson Panels 


Asbestone Asbestos 
Products 


FOR A NEW HIGH IN ALL 


PRODUCTS MAKE UP 
O STOCK 


Durall Screens 
Georgia-Pacific Plywood 
Lo-"K”" Cotton 
insulation 
Columbia-Matic Screens 
Shakertown Cedar Shingles 
General Flush Doors 
Atlas Flush Doors 
Milcor Steel Products 
Vari-Pitch Louvers 
Hamlin Ventilators 
Anaconda Copper 


S$Sirco Steel Roofing 
and Building Products 


Barclay Plastic-Coated 
Paneling 


Superior Metal Trim 
Leslie Louvers 
Alsynite Translucent Panels 


PROFITS, AND DELIVERY 


—WRITE OR CALL YOU SSIRCO WAREHOUSE 


IRON ROOFI 








CERTIGRADE 
SHINGLES 











It’s nae so much the pr-r-r-ice... 


It’s wha the roof COSTS! 


THRIFTY BUILDERS know that there has never been 
anything made that couldn’t be made for less. They 
know that some products meet competition with 
price—others with superior quality. 

The builder who chooses his materials for 
price alone is more interested in initial cost than 
in getting—and giving his customers—real value 
for the money. 

The thrifty builder of homes buys roofing material 
for longer wear. He buys for freedom from trouble. 
He buys for fewer repairs . . . for more dependable 
service and over-all greater performance. He knows 
that thrifty buying isn’t merely price-tag buying. 


The Best Buy in Roofs is the Material That 
Costs Less Per Year of Service 


CERTIGRADE Red Cedar Shingles, applied on inex- 
pensive spaced sheathing offer the thrifty builder 
low initial price, and the home owner the lowest 
cost-per-year of carefree service. 

Figure your roofing costs both ways: First with 
ordinary roofing material including the solid 
sheathing lumber required. Then figure it again the 
economical way—using only about half as much 
spaced sheathing and far less labor and nail cost 
»plying it for use with cedar shingles. 





Once you have found how cedar shingles can save 
sheathing costs, you’ll be convinced, as so many 
successful builders are, that cedar shingles belong on 
the homes you build. Write for a free roof cost 
estimating form. Address: RED CEDAR SHINGLE 
BUREAU, 5510 White Building, Seattle 1, Washington 
or 425 Howe Street, Vancouver 1, B. C. 








“Gio 


ani” al” 
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WOO MeEFChAanaiSing builds a nice volume 
i PRESSURE-cREOsoTED fefice posts for 





W. R. McKEE (right) AND HIS SON, W. R. McKEE, Jr., 
have found pressure-creoso fence posts a 
good item for their firm in Lee’s Summit, Mo., 
just 12 miles from Kansas City. 


eu¥e 


PRESSURE-CREOSOTED POSTS AND POLES are 
stored in the yard at McKee Lumber Co. Ap- 
proximately 3000 posts, or a carload, are kept 
on hand in 14 sizes. Other sizes can be obtained 
quickly from their nearby pressure-treater. 








ee eae high- 
way signs, frequent newspaper 
advertising and a concentrated 
direct mail program— backed 
by a quality product that is sure 
to satisfy the customer — have 
built a profitable volume on 
pressure-creosoted wood fence 
posts for W. R. McKee Lumber 
Co., Lee’s Summit, Mo. 

Located near Route 50, themain 
artery between rural Central 
Missouri and the livestock mar- 
keting center of Kansas City, W. 
R. McKee took advantage of his 
location in 1949 with highway 
signs advertising pressure-creo- 
soted fence posts. 

*‘A farmer drives 50 to 75 miles 
to market with a load of stock,” 
says W. R. McKee, Jr. ‘‘He 
doesn’t like to drive back empty. 
He’ll haul something back.”’ 

Sales figures tell the story: busi- 
ness on pressure-creosoted fence 
posts increased the first year. And 
in 1952, volume on pressure-creo- 
soted wood doubled over 1951. 
Fourteen sizes of posts and poles 


FENCE POS 
Ta W.R.MSKEE LBR.C 


EES SUMMIT, MO. 


HIGHWAY SIGNS like this remind farmers 
on their way to livestock market that 
McKee Lumber Co. is their headquarters 
for pressure-creosoted fence posts. 


are stocked in the yard and the 
average sale is 100-200 posts. 

The McKees find that handling 
pressure-creosoted fence posts not 
only boosts the sale of fence and 
wire, but also brings customers 
back to their place of business be- 
cause of the good results they get 
from these posts. 


HERE'S HELP FOR YOU IN SELLING 
PRESSURE-CREOSOTED FENCE POSTS 


Turn the page to read how the makers of U-S-S Creosote are help- 
ing to promote the use of pressure-creosoted fence posts in your area. 
Then mail this card (no stamp necessary) for full information on 
how to become a pressure-creosoted fence post dealer. 


MAIL THIS CARD TODAY — NO STAMP NEEDED! 


United States Steel Corporation 








Room 2813-W, 525 William Penn Place 


Pittsburgh 30, Pennsylvania 


I’m interested in handling pressure-creosoted fence posts. Please 
send me more information and put me in touch with pressure- 
treaters who produce this product. And include a copy of your new 


guide, “Fences That Pay.” 


Name 
Address 
City 


State 





—s 


FARM PAPER 
ADVERTISING 


LOCAL 
ADVERTISING 


PRESSURE-CREOSOTED FENCE 


Before the fall fence-building season gets 
under way, advertising in leading state and 
regional farm papers again will be telling 
your farmer customers all about long-last- 
ing pressure-creosoted wood posts. 

They’ll stress the savings in labor, sav- 
ings in replacements and savings in fence 
that result from using pressure-creosoted 
fence posts. They’ll go a long way toward 
convincing farmers that pressure-creosoted 
posts are the best wood posts. 


The makers of U-S‘S Creosote have pre- 
pared a guide to the best approved methods 
of fence construction. It deals with prob- 
lems farmers encounter in building fence, 
and it shows how pressure-creosoted posts 
save time and money. 

When you mail the card below, we’ll send 
you a sample of this guide, ‘‘Fences That 
Pay.” Look it over. If you’d like copies 
later for your farmer customers, your pres- 
sure-treater who uses U'S’S Creosote can 


supply you. 


If you wish to advertise pressure-creosoted 
fence posts in your local newspapers, your 
pressure-treater can obtain mats like this 
for you. There’s ample space for your firm 
name and address. 


POSTS 


FENCE CONSTRUCTION 


United States Steel is a major producer of Creosote used by many producers of 
pressure-creosoted fence posts. When your supplier tells you he uses U’S'S 
Creosote, you can be sure a quality preservative has been used. 


ete 





FIRST CLASS 
Permit No. 3117 
(SEC. 34.9 P.L.&R,) 

Pittsburgh, Pa. 

















BUSINESS REPLY CARD 


No Postage Stamp Necessary If Mailed in the United Stotes 








— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 
Room 2813-W, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 


SCSSSESEHH SESE ES SE FOF BEBE Ase 


Seteeeceesteeaerses 


George , 
in ent’, Ballmer’s 164-ncre ¢, 
He saya’ "8 Janceville, Wisconan’ 


“I got 
sisint pe nes 
slectric Co-op, of . 
director. After meing 
a* good as new after 15 
sce on electric lines, 
don't doubt , 


1 
one miny 
re-crecsoted 
sry teh seer -Bircuy Dos 
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-Creosoted Saas 


Money For You 


Posts 
Three Ways 


8 costly 
7 Bow pippaition to repair 


od destruction, addi r ther agents of 
Ml pres. Uss 
much digging bs by 
a, CREOSOTE 
* 


Farmer, 
tree 


you 
. 

Creosote cil is the 

Preservative. When ther 

of 


treaty 
. rae posts with Ugo 
tas SeatMlity product of 


| would tike prices on 


® report that 
ted posts by as 
‘ver @ period 


Why surprise 
longer 


e 
~ 


”, 
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Stat 
Poste from the supptier 


You've heard about them! 
You've read about them! 


We sell them / 
PRESSURE-CREOSOTED fence posts 


@ You've heard about pressure- 
creosoted posts from your neigh- 
bors «++ you've read about them 
in leading farm Magazines. Pres. 
sure-creosoted posts mean fewer 
posts to buy over the years. . 
less labor in setting and reset- 
ting . - + longer life from the 
fencing itself. 
Why are Pressure-creoso 

posts your best buy? tt 
they are the engineered pro- 


ducts of modern wood treating 
plants. Just the right amount 
of Creosote Oil is forced deep 
into the wood to give it the 
longest possible life. There’s no 
guesswork involved. 

Over the years, you'll find 
Pressure-creosoted Posts cost you 

than any other wood 

Post you can use. Come in and 
get prices and other information 
today. 


Your headquarters for PRESSURE-CREOSOTED posts 


DEALER SIGNATURE 


srespeeessetecsiemnintaeneesesy 








Davis Door Units will save you time, money, labor. 
Pre-hung flush doors are easily 
installed in 20 minutes. 


No more hours of fitting, mortising, etc. These new doors 
save you time and money. Door and frame are 
packaged in a unit complete with the door hung and lock 
installed, ready to place in rough opening. Simply lift door 
and grooved half into opening. Slide tongue of 
opposite half of frame into grooved half. Nail trim 
to wall. Squeeze sections at top corners and nail through 
stop into jambs. Check operation of door lock. 


Looks identical to conventional door frames when 
installed. Adjeble to wall thickness from 


4\ inches to 5% inches. 


MANUFACTURING 
COMPANY, INC. 


1075 S$. CLARK STREET 
NEW ORLEANS, LA. 
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CASEMENT 











DOUBLE HUNG 


TWINSUL 


BASEMENT 


PROJECTED 


UTILITY 





dealers .. . nationwide eal 
outselling the field with Ualc Ualco at 


Consider all of the advantages Ualco offers and, if you . . . have every improvement . . . advance feature . . . 
are not already a Ualco Dealer, join with the others who beauty . . - sales appeal. That’s why, everywhere 

are enjoying Ualco leadership. ° ARCHITECTS AND ENGINEERS SPECIFY 
Ualco Aluminum Windows are precision perfect . . . e BUILDERS INSTALL « OWNERS INSIST ON 





guaranteed to be as specified. Designed to install fast, 


UALCO ALUMINUM WINDOWS 


SEE OUR CATALOG IN SWEET'S OR WRITE US FOR COMPLETE INFORMATION 


easily, economically. They operate with a finger’s touch 


UNION ALUMINUM COMPANY, INC. e SOUTHERN SASH SALES & SUPPLY CO. e SHEFFIELD, ALABAMA 
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KITCHENS the 


Ji 


Sell Superlite hardboard panels for a kitchen and 


you've probably sold a bathroom . . . or a laundry 
... OF a powder-room job too. That’s the way Super- 
lite sales grow. When customers do a room using 
this simple to install, all-wood hardboard with its 
permanent, baked-on plastic finish, they want more. 
And... they tell their friends. 


Superlite big panels —- 4 feet wide, 4 to 12 feet 
long — cover cracked plaster, old painted or wall- 
papered walls without special tools, hold tight to the 
wall with Superlite adhesive. Installed in a day for 
a lifetime of easy-to-care-for beauty. 





.] 
® 


BUILD REPEAT SALES... 


Four sales-building patterns — solid color — 4-inch 
square tile —8 inch horizontal lined — and a special 
leather wood finish. Twelve exciting colors from 
pastel to bright. Black and white, too. 


Stock and sell genuine Superlite and use these helps: 


...a colorful wall display 
.. idea stimulating literature 
...Sales-building newspaper mats 
...complete householder do-it-yourself directions 


Write or telephone for Superlite details today. 


SUPERIOR WALL PRODUCTS COMPANY, 4401 N. American Street, Phila. 40, Pa. 


North: A. P. Brunet, Box 811, Springfield, Mass. 
South: E. W. Proctor, Box 266, Columbia, S. C. 
West: Otto Nachlas, 702 Melrose Bidg., Houston 2, Tex. 


Wallboard Cement — Wallboard Polish — 
Waterproof Bead aren — Touch-Up 
Colors — Metal and Hardboard Mouldings. 
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Drive Nail Profits JP with the new 


REYNOLDS ALUMINUM 
NAIL ses MERCHANDISER 


The smart new carton 
reaches you like this. 








REYNOLDS Litt oi ag 


Move nails up to the high-traffic, profit-mak- Pins aluminum nails 
ing spot they ought to have...with aluminum , 
nails, in this colorful Reynolds merchandiser. 
Each eye-catching carton is marked for the 
job its nails do...reminds the customer of 
what he needs. Each carries the short sales 
story you know...that rust-proof, non-stain- 





MREE Times 


ing aluminum nails do a better job...that you 
get nearly three times as many nails per 
pound. Order now, from your jobber, display 

- Easy to cut and 
package that includes all the most popular fold back like this. 
types and sizes of Reynolds Lifetime Alumi- 
num Nails. Write for literature, 
Reynolds Metals Company, Building tig capa By 
Products Division, 2036 South Ninth St., Weight dppres. 36 the. 


Louisville 1, Kentucky. 





N EW! l Reynolds Lifetime Aluminum 
Wa Farm Roofing and Siding in 48” Width 
\\ . \\ ...for Lower Installed Cost, Improved Appearance! 
\ 


Biggest news in roofing since Reynolds pioneered embossed 
aluminum sheet ! 87% greater width! 50% fewer shec.s ‘o handle! 
50% less loss of metal in side laps! It all adds up to 


faster, easier, more economical installation. And it's 
exclusive with Reynolds. Order now . . . put a big promotion 
behind this sensational new sales-builder! 


.024” Corrugated Embossed (2%” pitch) .019” Cor- 
rugated Plain and Embossed (14” and 2” pitch) 











“MR. PEEPERS” returns September 13th on NBC-TV 
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MASONITE PRESDWOOD 





TRY IT YOURSELF CHECK-LIST TO MEASURE GOOD LEADER ITEM. 
No other product has as many qualifica- 
tions for a ‘‘leader’”’ item as Masonite 
Presdwood. 

Test this statement yourself. The chart at 
right lists those qualities that a ‘‘leader” commas 
should have, according to recognized a 
authorities in the field of building material mesic 
retailing. Just fill in the headings with any 
“leader” items you choose. Then check customer 


those squares which you feel should be icine’ 
checked. se, 


4 
YD 
“Sp Pe 
4% 
° 
(4) 


WIDE APPEAL 























You can put this powerful “leader” to ee | 
work for you. You can use Masonite ee 
Presdwood® to build traffic and sell more 


to the “do-it-yourself” market. 

How? Ask your Masonite representative. MEADS 10 | 
He has the complete program. It’s the - 
strongest merchandising you can use. It’s Last FoR cusromes 10 

. . SELECT EASY TO Suu 
already building sales for many dealers. 





TRADES AND UNIONS 
| 








| 
| 


OSE ORRERSE SATE 



































BETTER HARDBOARDS FOR BETTER PROFITS 


ay, MASONITE °“orroraticn 


“Masonite” signifies that Masonite Corporation is the source of the product 
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SPECIFY PALCO CERTIFIED DRY REDWOOD 


Compared to other commercially produced lumber, Redwood offers the highest rating in 
a combination of these six basic characteristics. But PALCO Certified Dry Redwood goes 
even further. It offers greatest uniformity of quality, texture and grade obtainable. Yet you 
pay no more for this extra quality in PALCO Certified Dry Redwood. For comparison 
of redwood’s many high qualities, request Redwood Data Book “JG”. For the story 

on PALCO Redwood, ask for the free booklet, “From Out Of The Redwoods.” 


THE PACIFIC LUMBER COMPANY 


pase BeeweeS The best in Redwood — Since 1869 
Mills at Scotia, California 


100 Bush St., San Francisco 4 « 35 East Wacker Drive, Chicago 1 +» 2185 Huntington Drive, San Marino 9, Calif. 








MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 
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uilder saves $15,000 
on 300 units 


with Celotex Insulating Sheathing 
that eliminates need for corner bracing 


ee eee 
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Only Celotex Insulating Sheathing gives you all these big selling features 


1. Insulates and Weatherproofs as it 
builds. All at one cost. No building paper 
needed. 

2. No Corner Bracing Needed to meet 
F.H.A. requirements, with 4 ft. wide, 2549” 
thick Celotex Insulating Sheathing. Has 
approximately 30% greater bracing strength 
than ordinary sheathing. 

3. Permits Economical Shingle Applica- 
tion. New developments allow application 
of wood shingles or asbestos-cement siding 
direct to Celotex Insulating Sheathing. It 
can also be used in combination with Celo- 
tex Impregnated Backer Board. 


Feature the brand builders and architects prefer... 


CELOTEX 


REG. U. $. PAT, OFF. 


4. Laminated for Extra Strength and ri- 
gidity. All Celotex 2542” Insulating Sheath- 
ing is made of 2 plies, permanently bonded. 
5. Goes Up 30% Faster. Easier to cut and 
fit. Up to 15% less waste. 


6. Double-Waterproofed. Inside, by inte- 
gral treatment that coats every fibre; outside, 
by asphalt coating. Lets work resume quicker 
after rain. High vapor permeability, too! 
7. 1t is the Only Sheathing made of 
tough, strong, long Louisiana cane fibres 
—and protected by the patented Ferox® 
process from dry rot and termites. 


» INSULATING SHEATHING 


The Celotex Corporation, 120 S. La Salle Street, Chicago 3, Illinois 


“We save the cost of corner bracing on our homes 
by using 4 ft. wide, 5%,’ thick Celotex Double- 
Waterproofed Insulating Sheathing. Its great 
structural strength enables us to meet F.H.A. 
requirements without corner bracing. Our cost 
figures show this saves us an average of $50.00 
per unit, for a total saving of $15,000 on 300 
homes so far built.” 
Charles Costanzo, President 
Garden City Developers 
Teaneck, New Jersey 


Top choice of more and more builders today is 
Celotex Insulating Sheathing. Reasons? Practi- 
cal job advantages —\ike the one reported in 
Mr. Costanzo’s letter,and those described below! 

An independent survey shows architects, too, 
prefer Celotex Insulating Sheathing —2 to 1 
over the next leading brand. 

So, to move more sheathing and pocket more 
profits — start now to stock, display and pro- 
mote Celotex Double-Waterproofed Insulating 
Sheathing—more and more the choice of build- 
ers and architects in every part of the country! 


Celotex National Advertising 
Sells for YOU—Here’s Proof! 


H. W. Field, Sales Manager, Dierks & Sons Lumber 
Company, Kansas City, Mo., writes—“Recently we 
ran an ad in our local newspaper tying in with the 
Celotex national ad featuring House No. 25 in 
THE SATURDAY EVENING POST. Results were grat- 
ifying . . . three jobs definitely sold the first day, 
plus over twenty other promising leads!” 

Now, how about you? Are you getting your 
share of the business that goes to alert building 
materials merchants who feature famous Celotex 
Building Products—and tie in with Celotex’s 
powerful national advertising program? If not, 
now’s the time to begin! Ask your Celotex repre- 
sentative for the full story. 


Its double 
waterproofed / 
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DAYTON, KY. 


ee 


"BLINDFOLD TEST" SOLD ME- 


LO-F IS EASIEST TO CUT! 


Bill Springmeyer of 
Klingenberg Hardware Co. 
says: “Brand ‘B’ felt easiest—no skips, 
no jumps. The cutter slid right down 
and the glass snapped off clean!” 


Brand “‘B” was L:O-F. It was one of four unidentified, 
but well-known, brands of single-strength window glass 
that Mr. Springmeyer test-cut. 

L-O-F Window Glass is easier to cut into big pieces or 
little pieces. It’s easier to cut into angled or curved 
pieces. You can even cut off narrow strips with a light, 
easy stroke. 

L-O‘F cuts easier because it is annealed more slowly, 
more patiently. That makes it less brittle——-so it’s a safer 


buy for your customers, too. 


SN ee eee 


TRY THE “BLINDFOLD TEST” 
YOURSELF! 


r 
I 
I 


I 

I 

| Cut L:OFF first, last, or in between the other 

J brands. Run any kind of a cut you want. You’ll 

| _see why you have fewer bad cuts, less waste and 

J more profit with L:O-F. 

! Call your nearest L:O-F Distributor. These 

| local businessmen are listed under ‘‘Glass”’ in 
the yellow pages of phone books in many princi- 

| pal cities throughout the country. And send for 

| 

‘ 

l 

L 


your free booklet—‘‘For Greater Profits in Win- 


dow Glass’. 
Write Libbey’Owens’Ford Glass Company, 


7073 Nicholas Building, Toledo 3, Ohio. 


LIBBEY-OWENS-FORD the easy-to-cut WINDOW GLASS 
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HERE’S THE 

FORK TRUCK 
YOU'VE BEEN 
NEEDING... 


OPEN TOWER 
provides unobstructed 
vision for the driver, an 
important safety feature 
when operating in 
crowded quarters. 


SINGLE-LEVER CONTROL 
of hoisting and tilting makes 
operation easy, speeds pil- 
ing, loading and unloading. 


TIRE-SIZE FRONT AND REAR 
permits switching tires for lengthier 
service, simplifies stocking of spares. 
7.50-15 standard, 8.25-15 optional 





ROSS 
SERIES 4 


the only 6,000 Ib. gas- 
powered truck with all 
these features . . . 


FOUR-SPEED 
TRANSMISSION 
permits selection 
of four speeds for- 
ward, four reverse 
for any operating 
condition. 


PLANETARY 

GEAR DRIVE IN WHEELS 

reduces wear and tear on differ- 

ential and drive axles, assures long- 

lived performance under adverse 
conditions. 


For materials handling savings up to 75%, you can count on the Ross 
Series 6. It’s engineered throughout for a//-zround top performance. 
Weight is balanced to achieve the best in stability and traction. It has 
more /ive counterweighting than any other truck of comparable size 
and ruggedness. It affords the best in driver-visibility. It’s easy to 


handle, economical to operate. 


When you need a fork truck in the 6,000-pound range, in- 
vest your money in a truck that’s engineered for your needs. You'll 
be way ahead. For complete information on the Ross Series 6, call your 


nearest Ross dealer. 


THE ROSS CARRIER COMPANY 


Direct Factory Branches and Dealers Throughout the World 
170 MILLER ST., BENTON HARBOR, MICH., U.S.A. 
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See your nearest 


ROSS 
distributor 


ARIZONA 
E. D. Flournoy Company, Willard 8. Bullock, 
P. O. Box 3945, Phoenix, Arizona 
ARKANSAS 
Soltz Machinery & Supply Co., 310 Tennes- 
see Street, Pine Bluff, Arkansas 
CALIFORNIA 
The Ross Carrier Company, 2700 Santa Fe 
Avenue, Los Angeles 11, California 
The Ross Corr Company, 2440 Third 
Street, San Francisco 7, Cali ornia 
COLORADO 
Hahn Equipment Company, 1745 Biake 
Street, Denver 2, Colorado 
GEORGIA 
The Ross Carrier Company, 906 Flint Ave- 
nue, Albany, Georgia 
ILLINOIS 
The Ross Carrier Company, John J. Miynski, 
636 N. Albany Avenue, Chicago 12, Illinois 
INDIANA 
The Ross Carrier Company, M. B. Dickey, 
325 Bankers Trust Bidg., Indianapolis 4, 
Indiana 
MASSACHUSETTS 
The Ross Carrier Company, Perry Marston, 
900 Statler Bidg., Boston, Massachusetts 
MICHIGAN 
Contractors Machi Compeny, 333 Mid- 
land Avenue, Detroit 3, Michigan 
MINNESOTA 
Wm. H. Ziegler Co., Inc., 2929 University 
Avenue, Minneapolis 14, Minnesota, also 
330 Garfield Avenue, Duluth 6, Minnesota 
MISSISSIPPI 
The Ross Carrier cA a: rg 80 
West, West Jackson, P. O. Box 2542, Jack- 
son, Mississippi 
MISSOURI 
Buchanan Equipment Company, 939 West 
8th Street, Kansas City, Missouri 
Fred R. R ond A iates, 4903 Delmar 
Bivd., St. Louis 8, Missouri 


NEW MEXICO 
E. D. Flournoy Company, 217 S. 6th Street, 
Albuquerque, New Mexico 


NEW JERSEY 
The Ross Carrier Company, iInc., 256 Observ- 
er Highway, Hoboken, New Jersey 


NEW YORK 
Rupp Equipment Company, 10! Great Arrow 
Avenue, Buffalo 16, New York, also 
1011 Buffalo Road, Rochester 11, New York 


OHIO 
Carroll & Edwards Company, Richmond and 
McLean Streets, Cincinnati 3 Ohio, also 
P. O. Box 35, No. Dayton Station, Dayton 


4, Ohio 

Columbus Equipment Company, 50 E. Kings- 
ton Avenue, Columbus, Ohio 

R. A. Elwell & Company, 2239 Hamilton 
Avenue, Cleveland 14, Ohio 

Howard T. Moriarty Company, 437-39 Broad- 
way, Toledo 4, Ohio 


OREGON 
General Machinery Company, !|22 S. W. First 
Avenue, Portiand 4, Oregon 


SOUTH DAKOTA 
South Dakota Equipment Company, 324 East 
Bivd., Rapid City, South Dakota 


TENNESSEE 
Nixon Machinery & Supply Co., Carter at 
13th Street, Chattanooga, Tennessee 


TEXAS 
Browning-Ferris Machinery Co., P. O. Box 
2552, 2619 Texas Avenue, Houston I, 
Texas, also 
305 Exposition Avenue, Dallas 1, Texas 
E. D. Flournoy Company, 3 E. Missouri 
Street, El Paso, Texas, also 
Dale Rice, ¢/o E. D. Flournoy Co., Box 122 
Lubbock, Texas 
J. E. Ingram Equipment Company, | 146 West 
Laurel, P. O. Box 2340, San Antonio 6, Texas 


UTAH 
Modern Equipment Company, 52 West Second 
South Street, Salt Lake City, Utah 


VIRGINIA 
The Ross Carrier Corporation, 1604 Mac- 
Tavish Avenue, Richmond, Virginia 


WASHINGTON 
Bader Machinery Company, East 1511 Spra- 
ue Avenue, Spokane, Washington 
he Ross Carrier Company, 1401 West Gar- 
field Street, Seattle 99, Washington 
Star Machinery Company, 1741 First Avenue 
South, Seattle 4, Washington 
WISCONSIN 
Milwaukee Power Equipment Ce., 1111-25 
West Bruce Street, Milwaukee 4, Wisconsin 








Helptul advertising wins fence customers for you 





@ This full page American Fence advertisement appeared in 
THE PROGRESSIVE FARMER and reached more than 1,215,000 
farm homes. What’s more, agricultural authorities picked 
it as the most attractive and effective single-color adver- 
tisement in the issue because of the practical, helpful in- 
formation it contained for farmers. 

The advertisement illustrates and describes, step by 
step, just how to erect a woven wire fence so as to get 
the longest possible service from the fence. And, of course, 
the advertisement draws attention to the outstanding 


qualities of the fence sold by U-S:S Dealers, American 
Fence. 

Helpful advertisements like these will certainly be read 
by your customers, and will remind them of the value of 
U-S-S American Fence. Capitalize on the good will won 
by these advertisements by displaying prominently the 
U-S-S Dealer Emblem, and by keeping American Fence 
in view as a reminder to customers who are ready to buy. 
In that way, American Fence Advertising will produce 
sales in your store. 


TENNESSEE COAL & IRON DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: FAIRFIELD, ALABAMA 
DISTRICT OFFICES: CHARLOTTE + FAIRFIELD * HOUSTON + JACKSONVILLE + MEMPHIS » NEW ORLEANS + TULSA 


U-S°S AMERICAN FENCE 


UN ITE D 
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BUILDING SUPPLIES 


SEQVING THE LUMBER AND BUILDING MATERIAL DEALERS IN 18 SOUTHERN AND SOUTHWESTERN STATES 


Published Monthly by 
W. R. C. SMITH PUBLISHING COMPANY 


Atlanta, Ga. and Charlotte, N.C. 
Publishers Also of 


SoUTHERN HarDWARE TEXTILE INDUSTRIES ELEcTRIcAL SourH 
SouTHERN AUTOMOTIVE JOURNAL SovuTHERN Power & INDuUsTRY 
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Special Features for July 
Ten Outside Salesmen Pay Off for Ky. Dealer 


Tree-Farming in Georgia Is “Family Style!” 
How a Texas Dealer Earned National PR Award 
Ways to Sell ‘Em Insulating Siding 

Pegboard Sales Are Profitable Two Ways 
Movable Displays Speed Merchandising 

Marine Plywood Sales Call for Others 


Departmental News Sites 


Washington News of Interest to Dealers 
Supply and Demand—NLMaA Research Plans 
News of the Industry for the Month 





Copyright, 1953, W. R. C. Smith Publishing Co., Atlanta, Ga. 
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Here's the answer to your double-hung window 
problems! The new BURNS tension SCREEN’S quick, 
easy installation adds up to more profit for builders. 
No heavy, bulky wooden frames to cut, fit or paint 

. and home-buyers prefer them . . . homes with 
Burn'’s tension screens sell on sight! BURNS 
SCREENS stay new looking, they do not rust, stain 
or rot, never need repainting, never sag or warp. 


“TH EY’ RE 


% THRIFTY 
ap TOO! 


Call, write or wire today 
for information on how you 
can add this profitable seller 
to your stocks. 
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In the socialistic attacks on the 
electric power industry we find that 


It CAN Happen Here — 


No. 8 of a series on problems 


of business and government 


SOON AFTER the turn of the century, a small group 
of English pseudo-intellectuals, infected with the 
doctrines of Karl Marx, formed what was known as 
the Fabian Society. Their purpose was to destroy 
England’s long-time free enterprise system, and to 
replace it with socialism and its running mate, com- 
munism. 

The society was named after a famous Roman 
general, Quintus Fabius, who was able to defeat the 
invading hordes of the Carthaginians under their 
great general, Hannibal, without actually meeting 
them in open battle, but with a policy of attacking 
behind their lines, cutting off their supplies, and 
weakening them at their base. 

Following a similar undercover policy of boring- 
from-within, the Fabian Society in the last 50 years 
has been undermining the great British empire, which 
once boasted that the sun never set on its possessions. 

Soon after the forming of the Fabian Society, sim- 
ilar organizations were started in this country. They 
adopted the same kind of tactics, designed for the 
overthrow of our American way of life. 

You may say, “It can’t happen here!” But the 
answer is that it is happening here, and already the 
Fabian tactics have succeeded in undermining a con- 
siderable portion of our free enterprise system. 

To realize what goes on here, one must first under- 
stand that communism and socialism are alike in their 
basic concept that government ownership should sup- 
plant our profit system. Actually, government in any 
business is socialism; and unless the American people 
wake up to this simple fact, the things that made 
America great over the last 200 years will be lost in 
the lifetime of those now of age in this country. 

The initial target for the boring-from-within tactics 





Reprints up to five will be furnished without charge. 
Larger quantities will be supplied at cost, 3c each. 
W. R. C. SMITH PUBLISHING COMPANY 
806 Peachtree St., N.E., Atlanta 5, Ga. 





of the socialists and the “pinks” of this country has 
been the electric utility industry. Despite its out- 
standing performance—despite the fact that it is the 
only major industry furnishing a better product than 
was available 10, 15, and 20 years ago and selling 
it for less money—the electric utility industry has 
become the primary object of our Fabians in a long- 
range campaign to do away with the private owner- 
ship of all business and industry in this country. 

We might say it started as an aftermath of World 
War I, in the disposal of one of the Federal govern- 
ment’s belated war-time developments, its Muscle 
Shoals nitrate plant on the Tennessee River in Ala- 
bama, together with a dam and a steam electric 
generating plant. 

Many fair offers for purchase of the property were 
rejected, and several bills providing for government 
ownership and operation were killed by Congress. 
But soon after the coming of the New Deal, in 1933, 
a new bill was introduced in Washington authorizing 
the completion of Muscle Shoals and providing for 
“flood control, navigation and for other purposes” on 
the Tennessee River. 

From this bill, which did not claim “public power” 
as its principal purpose, has grown the Tennessee 
Valley Authority, which now dominates the economic 
life of the area several times as large as that contem- 
plated in the original bill. It is now purely a power 
project, providing little or no flood control, or naviga- 
tion. By the middle of 1956, it will be producing more 
than two-thirds of its total output of energy by steam 
power. It has completely destroyed every private 
electric utility company in the area served by it, and 
is now spreading into the Cumberland Valley over 
the protest of the citizens of that valley, and is en- 
deavoring to take over more and more of the property 
belonging to private companies in neighboring areas. 

Immediately following the passage of the Tennessee 
Valley Authority Act, in May, 1933, Congressman 
John Rankin of Mississippi introduced a bill provid- 
ing for nine TVAs, which would cover the entire 
United States, and which if it had been passed would 
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And it HAS! 


By FRANK M. WILKES 


President, Southwestern Gas & Electric Co. 


have quickly and efficiently completed the socializa- 
tion of the electric industry in this country. Congress, 
however, was beginning to wake up to the fact that 
the TVA had little or no intention of fulfilling its 
constitutional purposes, but was aimed directly at 
socialization of this counfry. The Rankin bill died in 
the committee. 

In the years that followed, the Missouri Valley 
Authority, the Columbia Valley Authority, the Arkan- 
sas Valley Authority, and other authority bills have 
all met the same fate. However, efforts of socialization 
to destroy the industry did not stop with this rebuff. 
Through various relief agencies, such as the Public 
Works Agency, Works Progress Administration, 
Federal Works Agency, and other alphabetical agen- 
cies, the government proposed and in many instances 
made loans and grants to the states for the develop- 
ment of several rivers as ‘“make-work” plans to help 
alleviate the depression. Several of the states took 
advantage of this offer, among them Nebraska, where 
the Nebraska Power Authority has now taken over 
all of the private electric industry in that state; and 
the Lower Colorado River Authority, with head- 
quarters in Austin, Texas, where all electric utilities 
in 19 counties have been taken over by the state 
authority. Also, this is true in the Pacific Northwest, 
with the development of Bonneville Power Adminis- 
tration, and various multiple purpose projects of the 
Bureau of Reclamation. 

In 1936 Congress passed what I consider one of the 
most constructive pieces of legislation ever placed 
on our statute books. This was the Rural Electrifica- 
tion Act of 1936. It represented a real desire on the 
part of Congress to assist rural areas in obtaining 
electric service. Its passage was not opposed by any 
of the electric utilities. It was very carefully drawn 
in the effort to eliminate any chance of perversion 
by the borers-from-within. And during the first three 
years of the REA, great strides were made not only 
in rural electrification but, also, in cooperation be- 
tween the electric utility industry and the rural 
electric cooperatives. 
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FRANK WILKES has been connected with the electrical 
industry continuously since his graduation from the 
University of Kentucky in 1908, with the exception of a 
period of military service during World War |. In 1919 
he became commercial manager of the Arkansas Power 
and Light Co., and ten years later he was vice-president 
and general manager. As president of the Southwestern 
Gas and Electric Co. for the last ten years, he has been 
one of the recognized leading spokesmen for the electric 
power industry in its efforts to ward off the socialization 
of this great industry. 


For some reason it took the American Fabians three 
years to realize what a potentially effective tool was 
at hand in the rural electrification movement. But 
when they did wake up, they were not long in acting. 
Suddenly on June 30, 1939, by presidential edict, the 
Rural Electrification Administration as such ceased 
to be a separate agency of the government. It was 
transferred to the Department of Agriculture and 
was placed in charge of men taken from other 
bureaus. From that time on REA was just another 
satellite operation for the socialization of this country, 
covering up its activities in this respect by legitimate 
and worth-while loans to rural electric cooperatives 
formed under the various state laws. 

It was about the time REA commenced to invade 
the territories and activities of private electric utili- 
ties that we of the industry began to realize that there 
was a master plan somewhere for all these opera- 
tions. After diligent search we found the blueprint, 
and we have it in our possession today in the form 
of the original and photostatic copies of an article 
in the March 5, 1927, issue of The New Leader en- 
titled ‘“‘How Shall the Socialists Attack the Problem 
of Winning the Ultimate Abolition of the Profit 
System?” 

The author of that article recommends to his fel- 


(See Ir CAN HAPPEN HERE page 80) 





MENGEL 


GIVE YOU A SALES “PLUS” 


yet cost less than many domestic woods! 


Grauine African Mahogany has long 
been acknowledged the 
Woods . . . has long been synonymous 
with “Quality” to architect, contractor 
and home-owner alike. 


Aristocrat of 


Now Mengel offers you the unsurpassed 
beauty and sophistication of genuine 
African Mahogany, in all your doors, for 
less money than you'd pay for comparable 
doors, faced with many domestic woods! 


FLUSH DOORS 


Why? Because The Mengel Company 
operates its own logging concession in 
Africa’s best Mahogany section, imports 
top-quality logs in tremendous volume, 
and passes the savings on to you. 


Mengel Mahogany Flush Doors and 
Standardor Mahogany Flush Doors are 
designed, engineered and built to be better 
doors in their respective classes. Compare 
specifications and be convinced, 


Door Department, THE MENGEL COMPANY, Louisville 1, Kentucky 
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TEN OUTSIDE SALESMEN 


build profitable volume for this line-yard dealer 


By L. H. HOUCK 


BY ADOPTING many of the meth- 
ods and systems he helped devel- 
op as a salesman for wholesale 
and retail lumber and building ma- 
terial firms over a period of 14 
years, R. L. Robertson in nine years 
has profited in the Owensboro, 
Kentucky, area since becoming a 
retailer in 1944. 

Involved in and responsible for 
his business success as a retailer 
are: 

1. Ten outside salesmen, assign- 
ed territorial routes. 

2. A main yard in Owensboro 
with three outlying branches. 

3. Twelve scheduled delivery 
routes. 

4. A perpetual inventory sys- 
tem. 

5. Monthly credit terms for 
creditable customers. 

6: Free planning and estimating 
service. 

7. Justification of the slogan, 
“Your Department Store of Build- 
ing Materials,’ which appears in 





THE WALL behind the sales 
counter at the main, Owens- 
boro store of the Robertson 
Lumber Company is used to 
full advantage to show patrons 
the area in which this progres- 
sive firm delivers materials on 
a set schedule. A literature rack 
invites customers to select the 
pieces they want. Owner R. L. 
Robertson is seen on our S*B*S 
cover checking a salesman’s 
price and stock book. Typical 
Robertson ad seen below. 


SAVE MORE 


—at o— 


ROBERTSON STORE 


“Your Department Store of 
Building Materials” 


. —_—_— 
FREE Neo Down 
FREE Planning Payment 








DELIVERY And Estimating 36 Months To 
Service Pay 





Robertson Lumber Company 


Cannelton - Owensboro - Cloverport 
Fordsville 


(Fennhaven—Phone—Tell City 448) 


SOUTHERN BUILDING SUPPLIES for JULY, 1953 


all four stores, in all Robertson ads, 
on all trucks, by the stocking and 
sale of all the materials used in 
light construction on the farm and 
in the city. 

Back of the desk of Owner Rob- 
ertson in the main store at Owens- 
boro is a large map of north central 
Kentucky and southern Indiana. It 
is studded with red and black pins, 
but they do not designate his sales- 
men or stores. 

The red pins show where the 
contractors, job carpenters, and 
other building mechanics are lo- 
cated in the Robertson retailing 
area, which is roughly 90 miles 
wide in Kentucky, along the Ohio 
river, and 45 miles long into cen- 
tral Kentucky and southern Indi- 
ana. in 

The black pins show the location 
of the 110 benches alongside roads 
and in parks that advertise the 
Robertson Lumber Company as 
“Your Department Store of Build- 
ing Materials.” 

The reason for this unusual ap- 
proach to mapping is that Robert- 
son doesn’t worry about what his 
salesmen are doing or where they 


33 





are; their practical, streamlined 
sales records tell him that. But 
he does want to know where his 
big, steady customers are and that 
they are being informed constantly 
about Robertson merchandise, mill- 
work facilities, and free and speedy 
long-distance delivery service. 

“If our potential customers know 
our firm and what we are trying 
to give them in service, quality, 
and price,” Robertson explained, 
“they’ll buy from us!” And he has 
developed an unusual system for 
selling profitably in the large re- 
tail territory cut out for the Rob- 
ertson Lumber Company. 

With headquarters, millwork 
shop, and main stocks at the store 
in Owensboro, this dealership has 
branch yards in Fordsville and 
Cloverport in Kentucky and Can- 
nelton, across the Ohio, in Indiana. 
The 10 territorial salesmen, three 
branch yards, and 12 delivery 
routes are all controlled by Rob- 
ertson personally from Owensboro. 

The basis for this profitable Rob- 
ertson organization is for the sell- 
ing to be done in the field—at the 
job site—instead of waiting for the 
customer always to come to a Rob- 
ertson store! 

Outside selling and delivery have 
been coordinated to such a point 
that a farmer living in the Owens- 
boro trade area can get delivery 


of even a gallon of paint and Rob- 
ertson will still make a regular 


profit. In some cases, the customer 
can save half the cost of a small 
item by not having to go a long 
distance after it. 

By scheduling deliveries in all 
areas for exact days each week, 
Robertson maintains full-scale, 
free delivery service with a mini- 
mum of trucks. Each truck is more 
economical to operate because it 
carries a fuller load, stopping at 
more places along the route. 

Some of the outside salesmen 
cover the same territory each 
week, but few work outside ex- 
clusively. Robertson employs four 
store managers, 10 other sales- 
people, 6 truck drivers, and 8 other 
employees, including a controller, 
bookkeeper, draftsman, 3 mill men, 
and 2 furnace installers. 

Back of the sales counter in the 
Owensboro store is a large map 
with each delivery zone and de- 
livery day in a different color. De- 
liveries are scheduled two days 
after the salesman calls. This per- 
mits the salesman—and all other 
employees — to assure delivery 
“day after tomorrow” in rural 
areas and twice daily in town. 

An unusual feature of the Rob- 
ertson sales system is that no re- 
ports of any kind are required from 
the salesmen. No count is made of 
the number of calls or where they 
are made. The only set require- 
ment of the salesman is that he 
must be on the proper route two 


DEALER Robertson is 
seen here at the center 
of his sales planning 
and control system in 
his Owensboro, Ky., 
office. The map behind 
him shows where the 
big, steady customers 
— the contractors and 
applicators—and com- 
pany advertising 
benches are in his trad- 
ing area. At his side is 
the perpetual inven- 
tory file for all four of 
his retail lumber yards. 
He refers to a product 
inventory card to de- 
termine how much to 
requisition through a 
purchase order — to 
keep his stock in good 
balance. 


days ahead of his delivery truck. 

If sales require more than one 
load, more trucks are sent out— 
and, like the mail, deliveries go out 
on time. Customers can hire extra 
help on construction jobs and 
make other expensive arrange- 
ments in advance, knowing that 
Robertson will deliver the goods 
as promised. 

The Weekly Sales Report is the 
key to the profitable sales efforts of 
the Robertson organization. It is 
made up simply from the daily 
sales tickets. Each sale is credited 
to the person who made it. 

“We require no individual re- 
ports from salesmen,” Robertson 
said, “because I consider it a waste 
of time to count the calls and make 
out daily reports. Their time needs 
to be spent on making sales and 
finding new customers. 

“One salesman, for example, may 
make one call in a day and sell a 
whole house bill while another 
may make 10 calls that day and 
sell only a gallon of paint. So so- 
called daily Progress Reports don’t 
mean a thing; sales volume is what 
pays off the salesman and the com- 
pany.” 

The Weekly Sales Report lists 
sales personnel in the order of 
their sales volume and the rivalry 
is keen for the top positions. This 
rivalry extends to the branch 
yards. A high salesman brings 
honor to his yard or department. 

The Weekly Sales Report also 
shows the amount of deliveries for 
the year to date, deliveries for the 
week, sales per man each week, 
and the current standing of total 
sales compared with the previous 
year. Thus, this report shows each 
week whether the entire company 
is forging ahead or falling behind 
in business—and where the gains 
or losses are centered. 

Robertson salesmen are given a 
drawing account and paid astraight 
commission of 6 per cent on all 
sales. The average earnings of 
salespeople in 1952 was $4,300 for 
the year. 

Deale: Robertson offers extra 
bonuses and honorariums to the 
high sellers along the way. The 
$1,000 Club is composed of Rob- 
ertson salesmen who have sold 
$1,000 worth of materials every 
week since the start of the fiscal 
year in January. 

The highest honor is for a sales- 
man to become a member of the 
Boss’s Club. To do so he must sell 
at least $1,500 worth of merchan- 
dise every week during the fiscal 
year. 


(See OUTSIDE SALESMEN page 91) 
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TREE FARMING — 


Family Style! 


Georgia lumber manufacturer 
serves owners of 24 woodlots 


THANKS to the teamwork of a 
private firm, the lumber industry, 
and state agencies, 24 land-owners 
in northern Georgia are now band- 
ed together in the first ‘“‘Tree Farm 
Family” in that state—and also the 
first to be comprised of owners of 
wooded tracts as small as 25 acres 
and of less than 900 acres. 

This happy step toward scientific 
wood production was celebrated 
with a formal dedication of the 
“West Tree Farm Family” at the 
Doraville, Georgia, lumber manu- 
facturing plant of the West Lumber 
Company on May 26. 

Georgia’s governor, the Honor- 
able Herman E. Talmadge, pre- 
sented the official “Tree Farm” 
signs and certificates to the land- 
owners and their representatives. 
Among them are a chiropractor, 
Negro school teacher, lawyers, the 
state commissioner of labor, retired 
businessmen, and farmers. 

Members of this novel “Tree 
Farm Family” have been brought 
together through mutual agree- 
ment for the West firm to provide 
free management services by pro- 


A PHOTO on this month’s S*B*S cover shows Forester Eddie T. 

Hawes explaining forest management to the some 375 land-owners 

and civic leaders who attended the dedication of the West Tree Farm 

Family at Doraville, Ga. Above is a view of the crowd from Hawes’ 

platform. Above is a picture of one of the official, meaningful signs. 

This marked the first “Tree Farm Family” to be set up in Georgia— 
and the first composed of small-tract owners. 


fessional foresters in return for 
first chance at future timber har- 
vests at prevailing market prices. 

“We are glad,” asserted George 
W. West, president of the lumber 
firm, ‘‘to invest in the management 
of non-company timberlands. Long- 
range management for continuous 
crops of bigger and better timber 
will greatly increase the average 
annual income of the owners and 
will assure our mills a future tim- 
ber supply.” 

The dedication ceremonies and 
barbecue were preceded by a tim- 
ber demonstration illustrating the 
type of forest management provid- 
ed by the West foresters on a con- 
tinuous basis to private land-own- 
ers at no cost. West’s chief forest- 
er and vice-president, Eddie T. 
Hawes, with three one-acre mark- 
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ed woodlots, explained how clear- 
cutting results in an annual earn- 
ing capacity of $1.00 per acre per 
year. This was contrasted with a 
well-managed tract with timber 
growing at a rate of $12.50 per acre 
per year. 

Before presenting signs and cer- 
tificates to the owners of the 4,300 
acres in the “West Tree Farm 
Family,” Governor Talmadge cit- 
ed facts and figures that justified 
the slogan of the Georgia Forestry 
Commission: “Forest industries— 
cornerstone of Georgia economy.” 
With Georgia’s forest industries 
worth $600 million, Talmadge said, 
“the best investment in our state 
today can come from taking sub- 
marginal lands and putting them 
into green, growing pines.” 

Since 65 per cent of Georgia’s 
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timberland is on privately-owned 
farms, forestry management of this 
type is most urgent, the governor 
said. 

As previously reported in SOUTH- 
ERN BUILDING SUPPLIES, the A. De- 
Weese Lumber Company at Phila- 
delphia, Mississippi, originated and 
established the first “Tree Farm 
Family” last year. This Mississippi 
lumber manufacturer is now man- 
aging and drawing timber on a 
sustained basis from a total of 71,- 
500 acres owned by 68 assorted 
professional, business, domestic, 
and farm families. 

The ceremonies at the West Lum- 
ber Company plant, near Atlanta, 
were presided over by Guyton De- 
Loach, director of the Georgia 
Forestry Commission. For the some 
375 private woodlot owners, civic 
leaders, and West employees on 
hand from 11 surrounding counties, 
State Forester DeLoach assessed 
the first Georgia “Tree Farm Fami- 
ly.” Said he: 

“The ‘West Tree Farm Family’ 
embodies an expression of mutual 
and voluntary faith which will 
benefit the land-owners, the com- 
pany, and even the over-all forest 
economy of the state alike. It is a 
step that deserves the highest com- 
mendation.” 

DeLoach explained the function- 
ing of the “Tree Farm Family” 
program in these words: 


WHEN GEORGE WES’. SR., president of the West Lumber Company, 
was presented the official “Tree Farm” certificate for its timber hold- 
ings, he gave credit to Charles West, left, and Forester L. C. (Chunk) 
Hart Jr., center. Charles West is vice-president and manager of West 
lumber manufacturing. Photos courtesy Georgia Forestry Commission. 


“The company provides all for- 
estry supervision without cost to 
the owner. This includes’ such 
things as clearly marking and es- 
tablishing existing land lines, map- 
ping, making volume = surveys, 
planting bare areas, controlling 
unsalable trees, marketing and 
harvesting the timber in need of 
cutting. And the owner is paid the 

prevailing mar- 
ket price for all 
timber that is 
harvested at pe- 
riodic intervals. 

“The compa- 
ny is glad to 
provide the for- 
estry service 
free because it 
costs no more 
than the time, 


THE THREE principals in the dedication of the 
“West Tree Farm Family” are, left to right: Geor- 
gia Governor Herman E. Talmadge, Guyton De- 
Loach, Georgia Forestry Commission director, and 
George W. West, president of the West Lumber 
Company. Visitors studied and helped themselves 


to literature, right. 


travel, cruising, bidding, etc., re- 
quired to buy the same amount of 
timber on the open market. The 
company can regard the timber as 
a long-range source of supply and 
therefore base its management on 
achieving maximum growth rate 
for bigger and better harvests in 
the future. Because the intensive 
management is aimed at achieving 
maximum timber growth, the com- 
pany knows that the land-owner 
has nothing to gain and everything 
to lose by letting an outside buyer 
cut his timber. 

“The land-owner, on the other 
hand, verbally agrees only that, 
when the timber is ready for har- 
vesting every five to 10 years, he 
will give the company the first 


(See TREE FAMILY page 66) 
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Stein L re ~ Proud Of Its - 
Loyal, acini Efficient Employees 


“90% what we DO and 10% what we SAY” 


FOR EXERCISING fresh concern 
for and interest in the welfare and 
needs of its community and per- 
sonnel, an old lumber dealership 
in south, central Texas has been 
presented one of the top 10 na- 
tional awards in the 1953 public 
relations contest. The winner of 
this high citation from the Nation- 
al Retail Lumber Dealers Associ- 
ation is the Stein Lumber Com- 
pany in Fredericksburg, about 80 
miles due west of Austin. 

The Stein entry in the national 
public-relations competition spot- 
lighted this firm’s leadership in the 
1952 “Get Out the Vote” campaign 
in Gillespie county as No. 1 of 10 
documented exhibits. It reflects 
the civic consciousness, and com- 


Texas Lumberman Stein wins 
Public Relations Award for actions 


munity leadership of Joe Stein 
Besides the exhibit on active 
voting, the Stein entry covered the 
firm’s observance of its 61st anni- 
versary; Stein’s part in democratic 
legislation; better employee rela- 
tionships; fight against socialized 
housing; contributions of money, 
materials, and transportation to 
local civic organizations; expose of 
a termite scare; participation in 
state and national trade associ- 
ations; leadership in the Volunteer 


Every House in America ts 


CAMPAIGN 
HEADQUARTERS 



































NE FROM LITTLE SIS TO GRANDMA IS PITCHING IN TO GET 


T OTE C Wf EVERY MEMBER C OF AME 
THEY ARC THE ; BIGGEST “BLOC ¥ AME) 


If your family is already 
work at the j b 
working at the job . 3 
Congratulations! 


STEIN LUMBER COMPANY 


Good Government Beains at } 


TYPICAL of 14 
newspaper ads— 
totaling 413 col- 
umn inches — 
published in the 
two Fredericks- 
burg, Tex., week- 
ly papers last 
July and October 
by the Stein 
Lumber Com- 
pany was that 
reproduced here. 
This dealer de- 
voted all adver- 
tising during 
these two elec- 
tion months to a 
“Get Out to 
Vote” campaign 
that resulted in 
new records of 
voting by the cit- 
izens of Gillespie 
county. 
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Fire Department, and preserva- 
tion of the Fredericksburg custom 
of burning fires on hilltops at Eas- 
ter. 

The county clerk of Gillespie 
wrote to Joe Stein as follows: 

“In the July primaries there 
were a total of 1,601 votes cast. 
The previous high in the primary 
in Gillespie county was 1,264 votes 
cast. In the general election in No- 
vember there were cast 4,317 
votes. This vote turnout amounted 
to 116.52% of the poll taxes paid. 
The population of Gillespie county, 
according to the 1950 Federal cen- 
sus, is 10,520. 

“This shows that your firm’s 
work toward getting out the vote 
for both the primary and the gen- 
eral election was a success for 
which you are to be commended.” 

Stein explained the purpose of 
his company’s extensive campaign 
for voting in these words: “The 
trend to socialism, wastefulness in 
Federal government, complacency 
of our people, and the dangers of 
losing our many freedoms prompt- 
ed us to spend two entire months— 
July and October—advertising in 
the two local weekly newspapers. 

“We paid for a total of 413 col- 
umn inches—2.6 pages—in which 
we appealed to the citizens to ex- 
ercise their right to vote. Selling 
of merchandise or services was 
never mentioned.” 

In addition to the newspaper in- 
vestment, Stein mailed two bill 
stuffers to customers; wrote ap- 
peals to ministers; solicited the co- 
operation of civic clubs and the 
Girl Scouts and Boy Scouts; ran 
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spot radio announcements on the 
citizen’s duty to vote; encouraged 
other firms to join in the drive in 
their ads and promotions, and 
urged Stein employees to vote in a 
letter which announced 30-minute 
delay in starting to work on elec- 
tion dates. 

As legislative chairman of the 
Fredericksburg Chamber of Com- 
merce, Joe Stein took a straw bal- 
lot on whether local citizens want- 
ed one or two mail deliveries a day 
in residential sections. He reported 
to Texas members of Congress the 
results: his fellow citizens voted 
more than 4 to 1 to retain one mail 
delivery a day! He attends the an- 
nual conventions of the National 
Small Business Men’s Association 
and circulates its legislative bulle- 
tins and other timely printed mat- 
ter to Chamber and Lions Club 
members and to other civic organ- 
izations. 

On January 28, Joe Stein had 
Vincent Ogletree, secretary of the 
Lumbermen’s Association of Texas, 
to present his case against public 
housing at the Lions Club dinner. 
Later he reported to the association 
that “we had invited all of our 
competitors and their assistants 
that were non-members at this 
time. We also had invited the may- 
or, the city officials, and were ap- 
proached by quite a few after the 
meeting who praised what we had 
done to enlighten the people of the 
housing proposition. The mayor as- 
sured us that Fredericksburg would 
not fall into the public-housing 
trap as long as he was mayor.” 

The exhibit of the Stein Lumber 
Company’s contribution of money, 
materials, and transportation to 
civic causes, explained that “in a 
small community (3,544) such as 
Fredericksburg, we are called on 


TO IMPROVE the morale and efficiency of their 31 employees the 
partners in the 61-year-old Stein Lumber Company in January pre- 
pared and published a six-page pamphlet entitled “You and Your 
Company Policies”—and instituted monthly personnel meetings. Look- 
ing over a marked copy above is Senior Partner Joe Stein, center. 
Flanking him are his junior partners and sons, Harvey, left, and J. D. 
Stein, right. Behind is his son-in-law and partner, Tyrus Cox. 


constantly for the use of our trucks 
and drivers without remuneration. 
The Girl Scouts used our truck to 
and from their day camp on June 
5. They again used our truck in the 
Gillespie County Fair parade and 
won second prize on their float. 
. . . We rank in top three firm 
contributions to the Community 
Chest.” 

The two weekly papers filled a 
column each last December with a 
timely letter from Joe Stein ex- 
plaining what termites do and how 
to outwit or eliminate them. The 
exhibit of these clippings pointed 
out that “we believe that, when 
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possible, our business should pro- 
tect and educate the public. On a 
number of occasions it has been 
found that unscrupulous operators 
have fleeced the people here be- 
cause they have found termites 
under their houses.” 

Another exhibit in the Stein 
Lumber ‘Company entry in the 
NRLDA public relations contest 
consisted of clippings that showed 
the good fire record credit Frede- 
ricksburg has enjoyed because of 
its outstanding volunteer fire de- 
partment. One Stein employee, 
Edgar Klett, served as vice-presi- 
dent of the business officers last 
year. He and Harvey Stein are ac- 
tive members. 

A quaint custom of 107-year-old 


(See STEIN WINS! page 67) 


THE STEIN Lumber Company 
makes lots of friends and gains 
good-will by providing free 
transportation to youth groups 
in parades and on other oc- 
casions. Photo at left shows 
prize-winning Stein float in the 
County Fair parade. Banners 
on Stein truck read: “Here’s 
the best of everything for your 
home—Stein Lumber Co.” 





. 


DURING 1952, some 2,043,614 
squares of insulating siding were 
sold, at an average cost of about 
$20 a square, not including applica- 
tion. Yet retail building supply 
dealers sold only a small portion of 
this multi-million-dollar business, 
for individual applicators sold 
about 90 per cent! 

This product is especially suited 
to remodeling old homes to pro- 
vide a maintenance-free exterior. 
And since the remodeling market is 
steadily rising, there will be even 
greater opportunities to sell insu- 
lating siding in the future. 

A major reason that some retail 
building material dealers have 
been slow to stock insulating siding 
is that it is sold in carload lots, 
making it a sizable investment. 
Also, it is not a product that many 
customers just walk in and buy— 
they usually deal directly with an 
applicator. 

It takes an outside salesman to 
sell it in quantities. 

But the carload “handicap” is 
actually the dealer’s trump card in 
competing with applicators who 
by-pass the retailer. Few applica- 
tors are financed well enough to 
buy large quantities, nor do they 
have the facilities for storing it. 

So, if you are not getting your 
share of the millions of dollars be- 
ing spent by home-owners this year 
for insulating siding, try one of 
these two sales plans: 

1. Hire your own applicator. 
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To modernize home exteriors, sell ‘em 


INSULATING SIDING 






By HELEN GLENN MATTHEWS 


2. Make an agreement with local 
applicators to supply all their ma- 
terials and to advertise and pro- 
mote the product, in return for 
their buying materials from you 
exclusively. 

But with either plan, get at least 
one salesman to ring doorbells for 
you! 

A competing applicator frequent- 
ly has at least two outside men 
selling jobs for him. The “bird 
dog” makes house-to-house calls in 


older, run-down neighborhoods 
during the day, to determine 
whether the home-owner can be 


turned from a suspect into a pros- 
pect. Then at night—or some other 
time when both man and wife are 





























at home together—the “closer” 
calls to complete the sale. 

Your outside salesman should, 
first of all, avoid any hint of “high 
pressure” tactics when a home- 
owner answers the doorbell. A 
friendly smile, a courteous intro- 
duction of himself and his com- 
pany, and a sales talk that gives 
the impression that his foremost 
thought is to help the prospect to 
have a more comfortable and en- 
joyable home—all these tend to 
break down a customer’s initial re- 
sistance to a doorbell ringer. 

Since owners of such homes are 
usually budget-conscious, a sales 
point to bring out early in the con- 
(See INSULATING SIDING page 68) 





MOST U. S. cities contain 
hundreds of homes similar 
to the one at left — well-built 
homes that have many more 
years of good service, but with 
dingy, out-of-date exteriors. 
Such homes create a tremend- 
ous potential market for in- 
sulating siding, inexpensively 
applied, such as the Inselsyde 
applied to the same home in 
the photo above. Photos cour- 
tesy of Jones and Brown, Inc. 
















Pegboard 
PAYS OFF 
2 WAYS 


WHAT STARTED OUT to be mere- 
ly an “accommodation sale” to a 
department store turned out to be 
the profitable addition of a special- 
ty item to the lines handled by the 
Clanton Lumber and Supply Com- 
pany in Shreveport, Louisiana! 

This department store display 
manager had seen some advertis- 
ing about ‘“Peg-Board,” a perfo- 
rated version of tempered hard- 
board. He called Manager John E. 
Vandergriff about it, who agreed 
to order some. When Vandergriff 
and Salesman Y. W. Lee saw it and 
studied its possibilities, they im- 
mediately put it to work in the 
Clanton store. 

During the first year after order- 
ing some as an accommodation, the 
Clanton firm had bought $2,625 
worth of this material from the 
manufacturer—and had sold it at 
a normal mark-up! 

“By being the local source of 
supply for it, we get the related 
orders for plywood, stains, trim, 
and the different hanging fixtures 
that make it so versatile for com- 
mercial display or modern home 
use,” Lee explained. 


ABOVE, this pegboarded dis- 
play of carpentry and masonry 
tools catches the attention of 
visiiors to the Clanton Lumber 
and Supply Co. in Shreveport, 
from yard door or front door. 

Below, behind the sales 
counter, this giant pegboarded 
display of molding makes it 
easy for customer and sales- 
man to pick out the patterns 
needed. Design number and 
price are on strips at the back. 


BELOW. pegboard displays 
serve dual purposes in the 
Clanton windows — as back- 
grounds and for mounting sea- 
sonal merchandise. Note price 
of gate is clearly marked. Win- 
dows are frequently changed 
with versatile pegboard. 
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WHEN MOST of the floor and ceil- 
ing was burned in the Frank Austin 
Company late in 1951, this build- 
ing supply firm carried on “busi- 
ness as usual” with real trouper 
spirit. 

But since the firm caters pri- 


marily to home-owners in the 
West Asheville, North Carolina, 
area, the constant floor traffic 
somewhat hampered repairs. Once 
the fire-proof concrete floor was 
finished and the ceiling repaired, 
Manager Nelson Austin faced the 
problem of remodeling his display 
floor more effectively—yet inex- 
pensively and quickly. 

He found his answer through a 
salesman friend who suggested a 
new steel framework on which 
boards or other materials are laid 
to make shelves or island displays. 
With only five different shapes, 
Austin and his helpers created dis- 
plays for nearly every piece of 
merchandise in their building sup- 
ply, sporting goods, and gardening 
accessory lines. These shapes in- 
clude wall pieces, canopy brackets 
on top, shelf brackets, table brac- 





MOVABLE DISPLAYS 


cost less and are quickly installed 


















kets, and cross pieces that fit be- 
tween wall pieces. 

By combining these steel pieces, 
Austin has made displays for saws, 
hatchets, hammers, chisels, planes, 
levels, drills; paints and other can- 
ned and bottled merchandise, gar- 
dening tools of all sorts; such 
household items as ironing boards 
and floor polishers, and other items 
usually placed on shelves. 

But even more amazing is the 
fact that three men put up all new 
displays in one day! And the total 
cost was less than Austin had 
figured for non-adjustable, all- 
wood display stands and shelves 
to be made in his own millwork 
shop. 

Former storage space was made 
into more display room so that the 
store now has a display area of 72 
by 96 feet, including a raised plat- 
form and counter that holds Au- 
stin’s desk. From that vantage 
point, he can see what is going on 
throughout the store. 

Along the side walls, 44 wall 
framing pieces are placed to form 
shelves. They are spaced about 
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SEVERAL TYPES of the metal 
pieces used to form these displays 
are seen in the photograph at left. 
Tools are held on two spikes that 
fit into holes on the wall pieces. 
Above, Manager Nelson Austin 
(right) serves a customer from a 
shelf made by placing boards on 
the shelf brackets. Fluorescent 
lights soon will be added under 
the canopy to light shelves below. 


four feet apart. In holes spaced at 
about 1%-inch intervals in the 
wall pieces, shelf brackets are in- 
serted to hold wooden shelves. 
Canopy brackets are placed on 
some, where a wood canopy, with 
neon lights to be added, covers 
merchandise below. Both canopy 
and shelf brackets adjust to take 
boards of various widths. Shelf 
brackets can be changed quickly 
from one hole to another to accom- 
modate merchandise of different 
heights. 

Table brackets are bolted to 
eight island display platforms, 
with storage space underneath, to 
which shelf brackets are attached 
to make adjustable tiers of shelves. 

“This adjustable feature is espe- 
cially helpful in paint displays,”’ 
Austin pointed out. “I had noticed 
in other stores what a neat appear- 
ance it makes to have shelves fit 
the various sizes of paint cans— 
quarts, gallons, etc. But we have a 
limited space to show paints, and 
shelves especially made for small 
cans could not be used for anything 
else. Our new shelves can be ad- 
justed quickly to hold either small 
or larger cans of paint—or changed 
entirely to display some other mer- 
chandise.” 

In catering to home-owners and 
drop-in trade, Austin has found 


(See MOVABLE DISPLAYS page 92) 
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“MARINE PLYWOOD brings us in 
customers for every variety of 
building material,” asserts Dana J. 
Pyle, president of the Victor R. 
Pyle Company of Wilmington, Del- 
aware. 

“Ten years ago we started stock- 
ing a few pieces to accommodate 
some of our customers who were 
interested in building boats,” Pyle 
continued, “but with a little ad- 
vertising and special promotion on 
our part, it has turned into one of 
our best-selling items.” 

The Pyle firm now stocks all 
widths in lengths from eight 
through 20 feet, and in thicknesses 
of %, %, %, 5%, and % inch. 

“Boat-building around here is a 
year-’round activity,” said Pyle. 
“There is a constant interest in 
building fishing skiffs, rowboats, 
racers, yachts — pleasure craft of 
all kinds — from people who are 
vacationing at summer cottages 
and from fishing hobbyists.” 


MARINE PLYWOOD— 


yields profits all year long 


This interest is kept alive by the 
younger generation coming along. 

The Victor R. Pyle Company 
keeps on hand printed literature 
with instructions in boat-building. 
Plans offered by manufacturers are 
also available. And the sales per- 
sonnel are prepared to answer 
questions that are raised by cus- 
tomers. 

A customer who buys a 12-foot 
sheet to build a boat of 11 feet 
usually asks whether the plywood 
still will be weatherproof after the 
material is cut. This is always 
answered affirmatively, since ma- 
rine plywood has been processed 
with this end in mind. Since the 
firm stocks only genuine marine 
plywood, treated and processed, it 
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PRESIDENT Dana J. Pyle first stocked a few pieces of marine 

plywood as a sideline for the Victor R. Pyle Co. in Wilmington, 

Del. With a little special promotion, the “sideline” turned into 

one of his best profit-makers. Above, he suggests to a customer 

that he build his boat during the cold months, enjoy it in 
spring and summer. 


can guarantee all such material 
sold. This appeals to customers. 

Customers new at boat-building 
also inquire about the plywood’s 
coming apart under water, and 
about its buckling or warping. The 
salesman answers by pointing to 
the submerged sample of marine 
plywood that has been standing in 
a jar of water on the sales counter 
for five years. 

“IT believe the quality of marine 
plywood carried by a dealer is most 
important,” said Pyle, who recom- 
mends carrying only the highest 
grade obtainable. “The satisfaction 
of building sound, seaworthy craft 
brings customers back, not only for 
marine materials but other ma- 
terials as well.” 

Tie-in sales cover such items as 
glue; oak, cedar, and mahogany for 
seats and storage compartments; 
fishing equipment; ribs; brass 
screws, and such tools as saws, 
hammers, planes, bits, and screw- 
drivers. 

Weekly advertisements in the 
Suburban News promote marine 
plywood from time to time, along 
with other building materials. 

Seasonally, the local newspaper 


(See PANELS For BOATS page 94) 
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NEW HOUSING LEGISLATION was 
hurriedly cleared through Congress 
on June 30 to increase mortgage 
funds and interest rates, and to al- 
low the President authority to ease 
mortgage terms when deemed neces- 
sary for the national economic in- 
terest. 

This act will allow the President 
to decrease required down-payments 
to as little as 5 per cent on new 
houses covered by FHA-insured 
mortgages for less than $12,000. It 
also permits the extension of the 
amortization period for such loans 
from 25 to 30 years. 

Rural lumber dealers will be aided 
by an increase in the loan ceiling on 
Title I FHA housing loans of from 
$4,750 to $5,700, as requested by the 
National Retail Lumber Dealers Assn. 

The housing measure increased 
FHA insuring funds by $1.5 billion. 
It appropriated another $17.5 million 
for the Federal National Mortgage 
Administration to use on Section 
213 cooperative housing mortgages, 
which will implement the “one for 
one” FNMA sales plan. 


ANOTHER ACT extended the di- 
rect-loan VA program another year, 
with a $100 million fund authoriza- 
tion and an interest rate hike to 4.5 
per cent. (Such socialized mortgage 
financing has always been opposed 
by NRLDA and other industry 
groups.) Interest rates were similarly 
raised on all military, defense, co- 
operative housing. 


HOW MANY of 40 aid programs 
in which the Federal government (at 
a cost of $2.4 billion a year) now 
participates with state and local 
governments could be better handled 
by the state and communities alone? 

If states and cities were to take 
over any of these programs, where 
would they find the tax sources to 
support them? What tax sources 
should the Federal government sur- 
render to states and communities? 
How far are states and towns able 
and willing to go in assuming re- 
sponsibility for these aid programs? 

These are some of the problems 
to be studied by a new Commission 
on Intergovernmental Relations. 
Created by an act of Congress to 
study the whole broad field of fed- 
eral-state operations, this commis- 
sion will report back to Congress 
next March. 

To stimulate public thinking and 
support along these lines, nearly 400 
businessmen and representatives of 
all levels of government across the 
land attended a National Conference 
on Federal-State Relations in Wash- 
ington, D. C., one day last month 
under the auspices of the Chamber 


of Commerce of the United States. 

Thirty-eight states were represent- 
ed at the conference. From North 
Carolina went E. M. Garner, secre- 
tary-manager of the Carolina Lum- 
ber and Building Supply Assn. From 
Georgia went George W. West Sr., 
president of the West Lumber Co. 
in Atlanta. 


WITHOUT A DISSENTING voice, 
all of these citizens from 38 states 
adopted a spontaneous resolution 
from the floor calling for immediate 
study and action on the proposition 
of getting Uncle Sam to surrender 
many Federal aid programs—and the 
taxes to support them—to the states 
and communities. This resolution 
was offered by the executive vice- 
president of the Jacksonville, Fla., 
Chamber of Commerce—W. S. John- 
son. 


ALBERT M. COLE, the new ad- 
ministrator of the Housing and Home 
Finance Agency, is approaching his 
tremendous task with unusual real- 
ism and democracy. At the June 25 
meeting of the New York State As- 
sociation of Real Estate Boards, Cole 
announced that the government’s 
housing activities will undergo a 
full-scale re-examination by three 
study groups during July and 
August. 

He explained that the study plan 
will cover what our housing objec- 
tives are, how they can best be 
achieved, and how Federal functions 
can best be administered within the 
Federal government — _ whether 
through a _ coordinated housing 
agency or through other groupings. 
He listed the three types of study 
groups as: 

1. Program Development Groups— 
representative of business, labor, wel- 
fare, government, minority groups, 
veterans, and other principal in- 
terests in housing. 

2. Detailed studies by professional 
and specialized groups in the hous- 
ing industry. 

3. An Advisory Review Committee 
of representatives qualified to relate 
housing proposals to the social, wel- 
fare, and economic needs of the na- 
tion, to review the proposals of the 
above groups. 


ON JUNE 27, the Federal Housing 
Administration began its 20th year 
of service to the American people. 
New FHA Commissioner T. O. Hol- 
lyday attributed the acceptance of 
the agency’s services by the building 
industry and general public to these 
factors: (1) its insurance programs 
are carried on through voluntary 
cooperation by private enterprise; 
(2) FHA has greatly reduced the 
hazards of investment in residential 
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mortgages; (3) it has demonstrated 
the application of modern lending 
principles on a nation-wide basis; 
(4) it has helped effect improvement 
in housing standards and community- 
planning; (5) it is self-supporting 
and soundly administered. 

Commissioner Hollyday last month 
appointed an industry committee to 
advise him on home repair and im- 
provement financing under the pro- 
visions of Title I of the National 
Housing Act. With Arthur J. Frentz, 
FHA assistant commissioner as chair- 
man, the eight-man committee in- 
cludes Richard H. Stout, of Louis- 
ville, Ky., and E. F. Longinotti, of 
Memphis, Tenn. 


FOR HOME MODERNIZATION 
and rehabilitation, the National As- 
sociation of Home Builders has re- 
quested Congress to insure Title I 
loans up to $3,500, payable in 10 
years, instead of for $2,500 to be paid 
in three years. 


Trussed-Rafter Rule 
Modified by FHA 


As a result of the Federal Housing 
Administration’s recent revision of 
its requirements for installing parti- 
tions in one-unit or two-unit dwell- 
ings, homebuilders now can benefit 
from all the advantages of clear- 
span roof construction, according to 
Alden K. Smith, sales manager of 
Timber Engineering Co., research 
affiliate of National Lumber Manu- 
facturers Assn. 

In its new revision No. 40 to MPR 
408-G-3, FHA cancelled the tradi- 
tional requirement that the top 
plate of non-bearing partitions must 
lap over the under plate of the ex- 
terior wall. 

“FHA’s cancellation of this re- 
quirement enables builders for the 
first time to have the full benefits 
for which clear-span construction 
was designed,” Smith said. 

“Wood-frame trussed rafters rest 
on exterior walls only, and eliminate 
all load-bearing partitions. This en- 
ables the builder to close in a house 
when exterior walls are up, then 
apply interior finish without cutting 
and fitting around partitions. 

“He can finish the ceiling and 
outer walls, and lay the entire floor, 
all within the open, unobstructed 
area of the house. This means con- 
siderable advantages and economies 
to builders and home owners.” 

A comprehensive booklet on the 
construction and use of Teco trussed 
rafters is available free to architects, 
engineers and builders, on request 
to Timber Engineering Co., 1319 18th 
Street, N. W., Washington 6, D. C. 
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SUPPLY & DEMAND 





MOST DEALERS should be able to 
sustain, if not boost, their sales 
volume this summer by tieing in 
with the “do-it-yourself” theme that 
is being’ pounded home to home- 
owners and other consumers through 
the shelter and popular magazines, 
radio and television programs, and 
newspaper advertising of material 
manufacturers and associations. 

Latest impetus to this moderniza- 
tion and repair market comes from 
the Douglas Fir Plywood Assn. The 
plywood makers have scheduled a 
$250,000 mid-summer smash adver- 
tising campaign—over and above the 
regular DFPA plywood promotion— 
in a move to double across-the- 
counter sales of fir plywood by re- 
tail dealers. The campaign is sched- 
uled over a seven-week period in 
1,626 daily papers—the biggest news- 
paper advertising program ever run 
for any building material. 

A typical headline for these ads 
will be: “Take it from your lumber 


dealer, the weather’s right, the price 
is right.” All will play up this per- 
suasion: “See your lumber dealer 
today. He has new plans for you.” 


SPEAKING BEFORE the fourth 
annual National Store Moderniza- 
tion, Building, and Maintenance 
Show last month in New York City, 
J. J. Marsh, prefinished wallpanel 
sales manager, stressed the moderni- 
zation trend toward dry-wall con- 
struction in self-service and self- 
selection stores. Said he: 

“The emphasis today is on judi- 
ciously planned, attractive merchan- 
dising units with a practical consid- 
eration of circulation of traffic 
throughout the store. Faced with 
lower profits and higher costs, a re- 
tailer must modernize with an eye 
to trouble-free, maintenance-free in- 
teriors if he wants to stay in busi- 
ness. Such efficient interiors allow 
the retailer to channel his efforts on 
merchandising and promotion. The 
practical way to achieve this is 


$1,100,000 Lumber Research Planned! 


A MILLION-DOLLAR research pro- 
gram designed to cut home-building 
costs and give consumers new and 
better lumber products has just been 
launched by the National Lumber 
Manufacturers Assn. 

Leo. V. Bodine, NLMA’S execu- 
tive vice-president, said the program 
will guarantee the public “greater 
value for its lumber dollar through 
the development of new and im- 
proved uses for wood.” Major em- 
phasis will be put on lamination — 
the gluing of two or more pieces of 
Jumber in layers to give them great- 
er strength than a solid piece of the 
same size. 

The research project, largest or- 
ganized program of its kind in the 
history of the lumber industry, will 
be set up by NLMA’s Products and 
Research Committee, headed by 
D. B. Frampton, Columbus, Ohio, 
lumber manufacturer. It will involve 
a total outlay of $1,100,000 over a 10- 
year period, to be financed by in- 
dividual lumbermen and companies. 

In the first year, $100,000 will be 
spent for a detailed survey of past, 
present, and potential lumber mar- 
kets to give the industry a clearer 
picture of what markets offer the 
best sales opportunities. Another 
$100,000 will be spent the first year 
for actual research work on lamina- 
tion. 

This will be followed by the ex- 
penditure of $100,000 a year for nine 
years to finance additional lamina- 
tion research. The Timber Engineer- 
ing Co., an affiliate of the National 
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Lumber Manufacturers Association, 
will conduct the lamination research. 

End-products which the program 
is expected to develop include glued- 
up lumber panels faced with veneer, 
heavy-duty paper, or thin fiberboard. 
Some of the panels may require no 
special facing. 

Some specific objectives of the 
NLMA research program are to: 

1. Find new uses in homebuilding 
and other types of construction for 
small pieces of lumber and wood 
species which heretofore have had 
little or no commercial value. 

2. Perfect economical methods for 
patching end-splits and other imper- 
fections in wood to improve its per- 
formance and achieve a better utili- 
zation of waste material. 

3. Develop a low-cost waterproof 
glue that is economical to apply and 
sets quickly at room temperature. 

4. Develop a low-cost preservative 
treatment that can be applied to 
wood before lamination. 

5. Cut the cost of laminating large 
structural members. 

6. Perfect a technique for laminat- 
ing combinations of different lumber 
species in the manner that metal 
manufacturers have developed the 
alloying of metals. For instance, the 
use of light-weight woods would pro- 
duce members with great strength in 
relation to their weight. 

Members of the National Lumber 
Manufacturers Assn. voted to finance 
and push the research program at 
their spring meeting in Asheville, 
North Carolina. 


through dry-wall construction with 
factory prefinished panels.” 


NEW CONSTRUCTION expendi- 
tures in May were 6% greater than 
a year before—and for the five- 
month period in each year, accord- 
ing to joint estimates of Federal 
agencies. Adverse weather caused a 
downturn in road-building and new 
residential construction in May. 

May non-farm housing starts were 
estimated at 107,000—3,000 less than 
for April. This represented the first 
April-May downward movement 
since World War II despite the stim- 
ulation anticipated from the increase 
in FHA and VA mortgage loan in- 
terest rates. Housing starts were esti- 
mated at an annual rate of 1,067,000 
in May, compared with estimates of 
1,258,000 for February, and 1,174,000 
for April. 


INCREASED SHIPMENTS of most 
common building materials by the 
factories were reflected in the month- 
ly report on wholesale trade for 
April. Sales of lumber and building 
materials nationally were 5% great- 
er for the month—-and four-month 
period—over 1952. The East South 
Central states joined the East North 
Central group in setting the national 
sales pace—up 14% over the first 
third of ’52. 


RETAIL LUMBER sales. were 
3.1% greater in April than a year 
before, the NRLDA survey showed. 
Stocks were 4.8% ahead of the 
previous April, but 8.5% under Jan- 
uary ’40. 


THE WHOLESALE price index 
for lumber and wood products drop- 
ped 0.4% in May from April as 
wholesale prices for all commodities 
increased that amount. But the lum- 
ber figure was 0.8% above a year 
before—and 8.3% more than in pre- 
Korea’s June ’50. 

Increases in the prices of steel- 
made materials during June were 
bound to shoot the price factor up 
for construction, barring unlikely 
drops in the costs of other common 
building materials. 


AN OPTIMISTIC report on lum- 
ber production in Dixie was made 
by W. C. Hammerle, forester of the 
Southern Pine Assn., to members of 
the American Institute of Architects 
in Seattle, Wash., June 16. He esti- 
mated that “increases in timber 
volume per acre and in new growth 
indicate the South will very shortly 
double, and can ultimately triple, 
its present average annual growth 
per acre.” He described the progress 
made during the past 20 years to as- 
sure continuous crops of wood by 
means of “tree farming” and forest 
conservation. 
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NEWS of the INDUSTRY 








Plywood Promotion 
To Be Tripled Soon 


West Coast plywood manufactur- 
ers laid plans at their annual meet- 
ing recently for a series of summer 
and fall smash campaigns that will 
triple the scope of fir plywood pro- 
motion in the second half of 1953. 
Some 250 plywood leaders from 
Washington, Oregon, and California 
outlined a series of promotion moves 
intended to absorb the expanding 
production facilities of the 87-fac- 
tory industry. It is now selling ply- 
wood at the rate of over 3 billion 
square feet annually. 

At the same time, they elected S. 
Eberly Thompson, vice-president and 
director of M and M Wood Working 
Co., president of Douglas Fir Ply- 
wood Assn. 

B. V. Hancock, outgoing president 
of DFPA, announced that despite an 
average weekly production of 70 
million square feet, the industry’s 
total backlog of unfilled orders is 
still close to six weeks. However, he 
pointed to the industry’s expanded 
capacity and said that since the be- 
ginning of 1952, the number of plants 
has increased from 76 to 87. 

“Markets for more plywood can be 
found,” Hancock declared “but they 
must be sold. We need more inten- 
sive industry-sponsored sales promo- 
tion and more effective sales tech- 
niques by individual manufacturers.” 
He outlined a series of contemplated 
promotions including a big mid-sum- 
mer advertising campaign behind 
exterior fir plywood for outdoor 
storage units, carports, small boats, 
and structural applications in homes 
and commercial buildings. 

The campaign will be followed in 
the fall, he said, with two more big 
national promotions — one a cam- 
paign built around eight practical, 
low-cost plywood storage units and 
another keyed to increased dealer 
sales in the lush Christmas market. 
Hancock announced plans for intro- 
duction this fall of a new plywood 
specialty panel designed for modern 
architectural trends, and intended 
to tap markets never before reached 
with standard grades of fir plywood. 

E. W. Daniels, chairman of the 
industry’s promotion management 
committee and sales director of 
Harbor Plywood Corp., reported that 
a significant development last year 
was the increase in the sales of struc- 
tural plywood for subfloors, wall 
sheathing, and roof decking. Daniels 
said sales in this bracket jumped 
from 335 million square feet in 1951 
to 570 million square feet in 1952— 
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an increase of 70 per cent. 

Elected with Thompson as new of- 
ficers of the association were: vice- 
president: H. B. Garrison, Evans 
Products Co., Coos Bay, Ore.; secre- 
tary: R. A. Neumann, Elliott Bay 
Mill Co., Seattle, Wash.; and treas- 
urer: Arthur Berggren, Puget Sound 
Plywood, Inc., Tacoma, Wash. 

New trustees include: Monford 
Orloff, Mt. Baker Plywood, Inc.; 
George D. Jaynes, North Pacific Ply- 
wood, Inc.; Robert Beggs, Roddis 
Plywood Corp., and F. L. Foval, 
Long-Bell Lumber Co. 


Far Eastern Nations 
Learn U. S. Logging 


Thanks to a United Nations train- 
ing course, great reserves of stand- 
ing timber are now being turned 
into homes, factories, hospitals, and 
other necessary facilities in 11 Far 
Eastern countries. 

Such timber was not used pre- 
viously because of primitive logging 
methods. To help teach these nations 
American “know how,” the Insular 
Lumber Co. in Philadelphia, pro- 
ducers of Philippine mahogany, 
turned its mills and woods camp in 
the Philippines into an impromptu 
college of mechanical logging for 
part of a six-month course. 









Complete Fabrication 
of Wall Recommended 


The complete assembly of exterior 
walls on the ground before they are 
tipped into place is among cost-sav- 
ing techniques described in two new 
releases of the University of Illinois 
Small Homes Council. A 37-page 
booklet and a sound movie in color 
result from an HHFA research con- 
tract on cost-saving methods used in 
the construction of two demonstration 
houses in Champaign in ’52. Trussed 
roofs and concrete slabs with perim- 
eter heating were other time- and 
material-saving construction features 
used in the houses. 

Floor assembly and tip-up have 
previously been shown to reduce 
costs, but the further reductions 
which are possible are due to com- 
pleting the entire wall before it is 
placed—including sheathing, exterior 
siding, batten, and window trim. The 
same is true of gable ends. 

The movie, “New Techniques for 
House Construction,” was produced 
especially for small homebuilders, 
contractors, and prospective home- 
owners. It is available for group 
showings on a rental plan—$12 for 
each day it is held for showings. 

The booklet, “Construction Pro- 
cedures in Two Demonstration 
Houses” is especially for contractors 


“PLANNING FOR THE NEXT GENERATION” 


W. D. Hagenstein, chief forester for the Industrial Forestry Assn., here pre- 
sents a West Coast “Tree Farm” certificate to Leonard Nystrom, president of 
Associated Plywood Mills, Inc. This the first “Tree Farm” in Douglas county, 
covers 26,834 acres of forest lands in Douglas, Coos, and Lane counties. 


Nystrom commented that his firm is “planning for the next generation 


when he accepted his certificate. 
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and builders. It costs 50 cents. 

The cost-study project was spon- 
sored by the Housing and Home 
Finance Agency. It was carried on 
by Raymon H. Harrell, research as- 
sociate, and James T. Lendrum, di- 
rector of the Small Homes Council 
at Urbana, III. 





Moving UP! 











U. S. Gypsum Co. .. . New assistant 
to H. F. Sadler, vice-president in 
charge of sales, is ALAN B. Cook, 
former manager of USG’s Lake 
Shore Chicago district. LyLe F. 
YERGES has rejoined the firm as man- 
ager of product development for in- 
dustrial products. 

Coleman Co., Inc. . . . Tom GIBBONS 
has been elevated to head a new de- 
partment following the consolidation 
of all advertising and sales promo- 
tion activities for this home heating 
and air-conditioning equipment 
manufacturer. He has had wide ex- 
perience in advertising appliances. 
A. W. Boyer continues as a staff 
member in charge of advertising and 
sales promotion for open market 
products. 

Certain-teed Products Corp. 

JOHN R. JOHNSTON, comptroller since 


HENRY W. TAVS has been appoint- 
ed general sales manager of the Lud- 
man Corp., Miami, Fla., makers of 
awning-type windows and jalousies. 
He is in charge of both national and 
foreign sales and advertising for all 
divisions. Tavs formerly served as 
merchandising manager for the In- 
ternational Latex Corp. and for New 
Haven Clocks. 
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ROBERT SWANSON has joined the 
staff of the Wood-Treating Chemi- 
cals Co., St. Louis, Mo. He formerly 
was design engineer and wood-pres- 
ervation specialist for a Portland 
consulting timber engineer. In his 
new position, he will expand the 
company’s functions to cover all 
phases of wood preservation. 


1948, is now also a vice-president. 
Matcotm MEYER was named vice- 
president in charge of sales. He 
previously was general sales man- 
ager. 


Atlas Plywood Corp... . CHARLES D. 
THOMPSON is now sales manager of 
the panel division, with headquarters 
in Boston. 


R. D. Werner Co., Inc. . . . NORMAN 
S. GrLBerT has been made merchan- 
dising manager of a new department 
to develop new markets and plan 
special promotions of the company’s 
aluminum clothes dryers, extension 
ladders, step ladders, and stools. 


Science Research Associates ... New 
chairman of the board is Irvine B. 
Harris, former executive vice-presi- 
dent of the Toni Co. He will head 
the company’s new consulting serv- 
ices, which opened June 1 with of- 
fices in Chicago’s Merchandise Mart. 


American Radiator and Standard 
Sanitary Corp... . At a special board 
meeting, JosepH A. GRAZIER was 
elected acting president. This action 
was taken due to the continued ill- 
ness of Theodore E. Mueller. Grazier 
now serves as executive vice-presi- 
dent. 


Insulite Division . . . This division 
of the Minnesota and Ontario Paper 
Co. has a new sales representative, 
O. Nett SprincsTon, of Fairmont, W. 
Va. He will represent Insulite prod- 
ucts in southeastern Ohio, West Vir- 
ginia, and western Maryland. 


Five Southern Cities 
Plan Attack on Slums 


To determine the most effective 
machinery to enforce laws pertain- 
ing to minimum standards of health 
and safety in housing, planning is 
underway in 5 major cities—Birm- 
ingham, Ala.; Dallas and Houston, 
Texas; Memphis, Tenn., and New 
Orleans, La. 

G. Yates Cook, director of the Na- 
tional Assn. of Home Builders’ new 
Department of Housing Rehabilita- 
tion, has consulted with leaders in all 
of these cities, and is assisting special 
committees in studying local prob- 
lems and formulating plans to at- 
tack slum conditions. More than 20 
cities called on Cook for assistance 
during the first month of the new 
department’s operation. 

Work is underway to simplify 
housing laws into a single housing 
code for each city, bring about co- 
operation of all official and voluntary 
forces in the community, and estab- 
lish Housing Departments with the 
responsibility and authority to re- 
habilitate blighted sections of these 
cities. Specific proposals will be sub- 
mitted to officials of the five cities 
within 90 days. 


‘Smokey’ Offers Plenty 
of Anti-Fire Helps 


To help persuade people to ex- 
ercise more care and stop forest, 
woods, and range fires, the U. S. 
Forest Service and the state foresters 
have teamed again this year in pub- 
lishing a hard-hitting campaign of 
fire prevention. 

Through the cooperation of the 
Advertising Council and a top na- 
tional advertising agency, Foote, 
Cone and Belding of Los Angeles, 
free newspaper advertising mats, 
posters, blotters, bookmarks, and 
radio scripts are available to lum- 
ber manufacturers, distributors, and 
others who want to join in the cru- 
sade against forest fires. 

“Smokey” Bear again is the cam- 
paign symbol and he exacts a pledge 
from all: “Promise you will help 
prevent forest fires!” The campaign 
slogan is simply: “Remember—only 
you can prevent forest fires!” 

In introducing the 1953 campaign, 
“Smokey” says: 

“Thanks, folks! The number of 
forest fires is going down each year 
... and your cooperation is the rea- 
son. But forest fires (190,000 of them 
last year) are still a tremendous 
problem. Give me a hand again and 
we'll make 1953 the best year on 
record!” 

The campaign folder points up 
losses due to forest fires with these 
facts: 

1. Last year, 20,000,000 acres of 
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OCONEE Clay Products are dealers’ products. 
You have an “All-The-Way-With Clay” source of 
supply when you handle OCONEE’s FULL-LINE 
Clay Products. Clay Pipe needs no pampering. 
Clay Pipe is the only sewer and drain material 
impervious to acids, alkalies, gases, corrosion and 
rust ... can be stocked outdoors. 


Make no mistake about it. OCONEE is right here 


CONSOLIDATE YOUR ORDERS WITH 


OCONEE 
CLAY PRODUCTS COMPANY 


MILLEDGEVILLE, GEORGIA 


—OL 


STANDARD- 
STRENGTH 
CLAY PIPE 








EXTRA-STRENGTH 
CLAY PIPE 
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in the South. There is a complete line of Clay 
Products for every OCONEE dealer. 


OCONEE-ware is a natural . . . Earth’s most 
enduring substance ... clay ... as old as time 
but as modern as tomorrow. Fully vitrified in 
OCONEE kilns to serve you. STOCK OCONEE ... 
SELL OCONEE TODAY. 


SPECIFY ith b, 


PERFORATED 
CLAY PIPE 
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Promise that you 
will be careful... 

















beautiful forest playgrounds were 
burned over by fire. 

2. The timber lost in forest fires 
every year would build all the 
houses in a city of 500,000 population 
(like metropolitan Atlanta, Ga., or 
Dallas, Tex.) . 

3. Forest fires last year cost Ameri- 
cans well over one billion dollars! 

The newspaper mats offered to 
dealers range from 5 columns by 15 
or 16 inches with dramatic photo- 
graphic illustrations, through 3 


column photographic ads and 2 
column line-drawing ads, to one 
column “Smokey” help-me and “Be 
sure it’s dead out” ads. 

The four-color, 13 by 18 inch 
posters are suitable for store and 
window display, as well as for bul- 
letin-board use in yards, sawmills. 

This free material may be obtain- 
ed from the nearest regional office of 
the U. S. Forest Service, your state 
forestry department, or some local 
chapters of the American Red Cross. 


SPA Design, Essay Contests Score at Home Show 


A HOME DESIGN competition and 
an essay contest sponsored by the 
Southern Pine Assn. and the Home 
Builders Assn. of New Orleans were 
feature attractions of the recent 
home show in New Orleans. 
Thirty-six students in the fourth 
and fifth year at the Tulane Uni- 
versity School of Architecture de- 
signed modern homes for the plans 
competition. Displayed at the home 
show, their designs drew widespread 
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recognition in the New Orleans area. 
The students were awarded $450 in 
prizes. 

The general problem the students 
faced was to design a one-story, 
three-bedroom home to contain not 
more than 1,000 square feet of floor 
space on a lot 50 by 120 feet. The 
design competition was set up by 
SPA to encourage the application of 
professional talents to home design 
by combining good appearance and 


livable arrangements with sound 
structural elements and maximum 
economy. 

“How Dry Lumber Serves the 
Home Owner” was the subject for 
the essay contest. This competition 
was open to the public and proved 
to be a popular attraction of the 
show. Publicized by newspapers, 
radio, and dealers at their home- 
show exhibits, the contest called for 
a statement of not more than 50 
words. 

A New Orleans housewife, who 
said she knew from experience the 
risk of using green lumber, won first 
prize of $100 with the following 
entry: 

“DRY LUMBER HOMES LIVE 
LONG, HEALTHY LIVES! So when 
a person proudly buys a home built 
with durable dry lumber he makes 
a precious, LASTING investment in 
happiness because dry lumber al- 
ways gives maximum longevity with 
minimum repairs, making it the very 
best ‘home insurance’ money can 
buy.” 

Second prize was won by another 
woman with the following poetic 
entry: 

“For repairing or building— 

In ways without number 

Smart home-owners know 

The worth of dry lumber; 


Practical, adaptable 

For all construction needs, 
Its durable economy 
Serves to prove it leads. 


An owner profits tomorrow 
When today he follows as guide 
The wisdom of using only 

Lumber that’s properly dried 


ea 


Offers Mildew Slides 


The Scientific Section of the Na- 
tional Paint, Varnish and Lacquer 
Assn. has prepared a set of slides on 
mildew, suited for use at salesmen’s 
and dealers’ meetings. 

These 20 slides and script show 
how mildew can be identified. Paint 
discoloration is apt to be blamed on 
dirt, rather than on the real cause 
—mildew. Research has proved that 
mildew exists on a_ nation-wide 
basis, rather than in the Southern 
states alone as often believed. 

The slides can be borrowed from 
association headquarters, 1500 Rhode 
Island Ave., N. W., Washington 5, 
BC. 


Steel Cabinet Slogan 
Chosen at Meeting 


“Cabinets of Steel for Lasting Ap- 
peal” was the unanimous choice for 
a new slogan to be used by the Steel 
Kitchen Cabinet Manufacturers Assn. 
Members made this decision at their 
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SO EASY TO OPEN 


Exceptional ease of operation — proven in thousands of installations — is 


made possible by PRECISION MACHINING — overhead life-time balances 


—and FULL WIDTH metal 
DRAGGING OVER PAINTED SURFACES. 


jamb. The Thrif-T sash slide on metal — NO 


Carefully maintained clearance between sash and jamb means easy oper- 
tion in ALL KINDS OF WEATHER. 


Sell TREATED and TIME-TESTED Thrif-T Window Units for PROVEN satis- 


factory service. 


Sash "A" slides on full width, 
UNPAINTED metal weatherstrip 


“B" to insure free movement. 


SQUARE in WALL. 
ONLY TWELVE MINUTES to INSTALL WINDOW. 

WINDOW FITS FRAME in GOOD WEATHER and BAD. 

TOXIC and WATER REPELLENT TREATED for LONG SERVICE LIFE. 


Me Seniapis Planing -Thrit-T Units FIT! 





Set up — Ready to Install 

Fits over modern sinks 

Operates without reaching 
Completely weatherstripped 

Toxic and water repellent treated 


Fits various types of walls 


Distributed 
through the 
Leading Millwork *e 
Jobbers to the 
Retail Lumber 
Dealer 
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This Ready-To-Install Thrif-T 
Twin Kitchen Casement Unit 
will add attractiveness to the 
best designed modern kitchen. 
Insures plenty of cheerful 
light. Opens and closes by 
turn of crank—no reaching 
and locks AUTOMATICALLY 


when closed. 





Thrif-T CASEMENT UNITS are 
now available as follows: 


Thrif-T TWIN 
KITCHEN CASE- 
MENTS 3 Lt. and 
6 Lt. Sash glazed. 


Thrif-T SINGLE CASE- 
MENT UNIT 16” x 10” 
3 Lt. Sash glazed. 


Thrif-T TWIN 
CASEMENT UNITS 
4 Lt. and 8 Lt. 
Sash glazed 


Thrif-T SINGLE CASE- 
MENT UNIT 16” x 12” 
4 Lt. high. Sash glazed. 









































PLANT and OFFICES © MUSCATINE, IOWA 





FRAME COMES READY for EASY and FAST ASSEMBLY (NO SAWING or 
PLANING). 


WIDE BLIND STOPS offer ADDED STRENGTH and MAKE FRAME EASIER to 


DECORATOR DOORS 
RANCHO 
ROSETA 
s 
Thrif-T E-Z-VENT 
WOOD AWNING WINDOW UNITS 
a 
Thrif-T PICTURE WINDOW UNITS 
2 
Thrif-T RIBBON UNITS 
+ 
Thrif-T BASEMENT UNIT 
* 
Thrif-T RANCH TYPE TRIM 
e 
"4 in 1'' ENTRANCE FRAME 
J 
"10 in 1°' ENTRANCE FRAME 
a 
No. 1332 ATTIC LOUVRE 
* 
MT. VERNON MANTEL 
@ 
Thrif-T ''8 in 1° MANTEL 
* 
No. 960-R CORNER CHINA CASE 
” 
Thrif-T WARDROBE 
e 
E-Z-UP OVERHEAD 
GARAGE DOOR UNITS 
8-0 and 9-0 OPENINGS 
(Tip Up and Sectional) 
a 


Thrif-T DISAPPEARING STAIRS 


Write for 
Name of 
NEAREST 
JOBBER 


MtLL Woe me oN COE 2 84 
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first annual meeting, held June 4-6, 
at White Sulphur Springs, W. Va. 

Officers for the coming year are 
M. M. Miller, Miller Metal Products, 
Inc., president, and F. E. O’Connor, 
Geneva Modern Kitchens, Inc., vice- 
president. 

Directors are C. D. Alderman, 
Youngstown Kitchens; Davitt S. 
Bell, Tracy Manufacturing Co.; T. W. 
Hardy, Murray Corp.; C. Fred Hast- 
ings, American Kitchens; R. A. Mac- 
Neille, St. Charles Manufacturing 
Co., and C. S. Motter, Morton Manu- 
facturing Co. Arthur J. Tuscany Jr. 
continues as_ assistant executive 
secretary -treasurer. 


Advertising Award 
Winners Named 


Thirty building products manu- 
facturers received high awards in 
the annual Building Products Litera- 
ture Competition sponsored jointly 
by the Producers Council and the 
American Institute of Architects. 
The winners were announced in 
Seattle, Wash., on June 15 at the 
semi-annual PC meeting by Richard 
M. Bennett, Chicago architect, chair- 
man of the jury of five architects 
who judged the entries. 

Held for the purpose of acknowl- 
edging excellence in technical litera- 
ture prepared by manufacturers to 
assist architects in selecting materi- 
als and equipment, the competition 
attracted 150 entries. 

The jury voted Certificates of Ex- 
ceptional Merit to the Steel Joist 
Institute, Washington, D. C., for a 
publication entitled “Open Web 
Steel Joist Construction,” and to the 
Overly Manufacturing Co., Greens- 
burg, Pa. for an entry entitled 
“Overly Fire Doorater and Swing 
Guide.” 

Certificates of merit were awarded 
to the following: 

Acme Brick Co., Ft. Worth, Tex.; 
American Iron and Steel Institute, 
New York City; American Radiator 
and Standard Sanitary Corp., Pitts- 
burgh; Anemostat Corp., New York 
City; Armstrong Cork Co., Lancaster, 
Pa.; Crane Co., Chicago; Glen-Gery 
Shale Brick Corp., Reading, Pa.; 
Josam Manufacturing Co., Michigan 
City, Ind.; Marble Institute of 
America, Mt. Vernon, N. Y.; Tile 
Council of America, New York City; 
Universal-Atlas Cement Co., New 
York City, and Zero Weatherstrip- 
ping Co., New York City. 

Honorable mentions were voted 
to 16 other companies. 

Plans for helping architects and 
builders get new building materials 
and techniques into use more quick- 
ly were discussed at the meeting of 
the Producers Council. 

The meeting was held in conjunc- 
tion with the annual convention of 
the American Institute of Architects. 
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Modernization Market 
Appraised by Abraham 


Modernization and building repair 
projects are an increasing factor in 
the potential demand for asphalt 
roofing, asbestos-cement, and other 
building products, according to Her- 
bert Abraham, president of the 
Ruberoid Co., on the occasion of his 
50th anniversary with the firm. 

“The present maintenance and re- 
pair market which is one of the 
greatest in the history of housing has 
risen from $3.9 billion in 1940 to up- 
wards of $11 billion today, and there 
is every indication that this trend 
should continue,” Abraham said. 

“Over 44 million homes in America, 
50 per cent of which are 30 years 
old and 20 per cent of which are 20 
years old, provide a constantly ac- 
cumulating market for building 
products used for remodeling, repair, 
and upkeep. 

“A great share of this business 
will come to the asphalt roofing and 
asbestos-cement industry. Since the 
average roof is replaced every 15 
years, there are three million homes 
to be re-roofed every year. Accord- 
ing to surveys made by the Asphalt 
Roofing Industry Bureau, over 85 
per cent of all roofs installed today 
are asphalt.” 

Comparing government and pri- 
vate industry statistics, Abraham 
noted that “in 1952, manufacturers 
shipped over 57 million squares of 
asphalt roofing and shingles and ap- 
proximately 7 million squares of 
asbestos-cement siding. 

“Asphalt siding shipped during 


A NATIVE of New York City. Her- 
bert Abraham, above, is celebrating 
his 50th anniversary with the Ruber- 
oid Co. He became president of this 
national producer of building ma- 
terials in 1924. His book entitled 
“Asphalts and Allied Substances,” 
containing over 2,100 pages, is now 
in its fifth edition. 


TO TEACH IN BRAZIL 


William W. Milstead, 24, above, will 
leave on September 15 for Porto 
Alegre, Brazil. He will teach animal 
ecology and do scientific research in 
the state university there. The son 
of W. B. Milstead, president of the 
Burton Lumber Corp. of Houston 
and Galveston, Tex., Bill received 
his doctor of philosophy degree in 
zoology at the University of Texas 
May 30. He previously had earned 
his master degree there and his 
bachelor of science degree in biology 
at the University of Houston. Bill is 
a member of Alpha Phi Omega, na- 
tional service fraternity, and of 
Sigma Xi, science research honorary 
fraternity. 


the year amounted to only 1,800,000 
squares and asbestos roof shingles 
about 700,000 squares. This definitely 
shows a trend toward asphalt roofing 
and asbestos siding. Consumer ac- 
ceptance of this type of siding has 
been substantially increased lately 
by the development of many dif- 
ferent shades, textures, and finishes 
that have appealed to the style- and 
color-conscious home - owner and 
community builder. 

“New housing, of course, has con- 
tributed to industry sales. But as the 
so-called home-market ‘boom’ slack- 
ens, which appears likely this year, 
the modernization market, now rep- 
resenting approximately 60 per cent 
of our sales, should account for an 
even greater portion of sales. 

“Asbestos is now catching up with 
demand, due largely to increased 
production from foreign sources. 
Short grade fibers are more than 
adequate to meet industry needs. In 
addition, Ruberoid’s reserves are be- 
ing supplemented by the increased 
output of our asbestos mine in Ver- 
mont.” 
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Texaco is 


Two points stand out that go 
a long way to make the sale! 
No. 1 is the name —Texaco — the 
name that millions know and 
trust. No. 2 is the quality. It’s 
there because it has to meet 
Texaco’s rigid specifications. 


THERE ARE NO BETTER asphalt roofing products on the 
market today —than Texaco. There’s a reason: Texaco 
has long been one of the world’s largest producers of 
asphalt! So, T'’exaco can select the exact right grades 
of asphalt for every roofing requirement. Add to this 
—research plus manufacturing skill and experience. 

















THROUGHOUT THE SOUTH and Great Southwest, Texaco 
is well known for quality. For close to half a century, 
farm and commercial building, church, school and home 
owners have been enjoying the lasting security, protec- 
tion and economy of Texaco asphalt roofing products. 


STREETS, HIGHWAYS AND AIRPORTS all over America are 
surfaced and protected with Texaco asphalt. This is 
the vital ingredient that stands up under terrific pun- 
ishment, rugged service, exposure to weather and hard 
wear. And, this is the vital ingredient in all Texaco 
asphalt roofing products! 


... the name that millions 
know and trust 


MEMBER OF THE ASPHALT ROOFING INDUSTRY BUREAU 
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ASSOCIATION ACTIVITIES 





Employee Training 
Manuals Available 


Consisting of three parts, the new 
training manuals for dealer person- 
nel, prepared by the National Retail 
Lumber Dealers Assn., are now 
available for members through the 
state and regional affiliated associa- 
tions. 

The manual comes in three parts. 
Parts I and II are already available. 
No. I tells dealers how to conduct 
group training meetings for their 
employees. 

Part II sells employees on the 
desirability of individual study and 
tells them how to go about studying 
their job and the products they sell. 
It also contains the study outlines on 
salesmanship and estimating. 

Part III will contain the study 
guides for other subjects and for 
products. It is designed for group 
training and for individual study. 

The NRLDA Educational Commit- 
tee points out that “every employee 
can profit from a course of individual 
study on his own time. The best way 
to encourage him to undertake such 
study is for his employer to order 
the Dealer Training Manual and 
make it available to all employees 
who should be interested.” 


Texas Management Course 


Through the Institute of Manage- 
ment at Southern Methodist Uni- 
versity, Professor Cliff Shumaker is 
offering a two-week course on 
“Executive Development and Lead- 
ership.” 

The course will be held July 27- 
August 7 at Glenwood Springs, Colo. 
Nationally-known instructors. will 
conduct the course. 

Further details and application 
blanks can be obtained from Pro- 
fessor Shumaker, Caruth Engineer- 
ing Building, Southern Methodist 
University, Dallas 5, Tex. 


Flintkote’s Whittemore 


mond W. Sweeney, western division 
sales manager of the Ruberoid Co., 
was elected vice-president. 

Richard G. Breeden Jr. was re- 
elected secretary-treasurer. 

Bradley Williams, chairman of 
BMEA’s “Oscar” program reviewed 
the awards made to lumber dealers 
at the Northeastern, Ohio, Illinois, 
and Indiana conventions for their 
outstanding window displays. 


Texas Dates Set for ‘54 


The 1954 convention of the Lum- 
bermen’s Assn. of Texas will be held 
at the Coliseum in Fort Worth on 
April 11, 12, 13—Sunday through 
Tuesday, Executive Vice-President 
Gene Ebersole announced. 

Hotel reservations are to be made 
directly through the hotel managers. 
No deposit is required. The Loring 
Hotel and the Town and Country 
Motel are located within two blocks 
of the convention site. 

Accommodations in 13 other hotels, 
motels, and apartments are recom- 
mended by assn. officials. 


Dealer Directories 
Offer New Features 


The 1953 editions of the directory- 
buyer’s guides of both the Oklahoma 
Lumbermen’s Assn. and the South- 
western Lumbermen’s Assn. are off 
the press with new sections extra 
useful to dealers and suppliers alike. 

Selling for $2.50, the 1953 OLA 
manual includes a section on officials 
and the curriculum for a four-year 
course at the University of Okla- 
homa on “Merchandising of Lumber 
and Building Products”; for the one- 
year course for retail lumber yard- 
men and countermen at the Okla- 
homa A & M College technical train- 
ing school at Okmulguee; for the 
four-year course at Oklahoma A & M 
College at Stillwater on “Merchan- 
dising of Building Products,” and for 
briefer personnel training courses. 

The OLA directory includes pic- 
tures of each district director, district 
meetings, a list of all retail dealers 
in the state, directories of line yards 
and of advertisers’ representatives, 
and the complete text of the “Okla- 


LEAD KANSAS LUMBER DEALERS 


New officers and directors of the Kansas Lumbermen’s Assn. are seen 
above following their election at the recent convention in Salina. Seated, 
from left, are Dwayne C. Larson, of Salina, director and acting secretary; 
W. O. Leffingwell, Manhattan, president: Dean Newbury, Norton, past- 
president and director: Allan Flint, manager of the Southwestern Lumber- 
men’s Assn., Kansas City. 

Standing, from left, are Tom Griffith, Manhattan, director: Nick Wasinger, 
Hays, director, and Henry Wildgen, Hoisington, first vice-president. 

Not seen in the picture are Loren Wolf, Mankato, second vice-president, 
and these directors: William M. Berkeybile, Ellsworth: Carl Edwards, 
McPherson, and George Fullington, Clay Center. 


Heads Exhibitor Group 


Harold H. Whittemore, western 
division manager of the Flintkote 
Co., was elected president of the 
Building Material Exhibitors Assn. at 
its 14th annual meeting. Whittemore 
and his company are charter mem- 
bers of BMEA. He has been active 
in the association’s activities as com- 
mittee chairman and vice-president. 

Another charter member, Ray- 
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IN MIXED CARS 


Let us handle your shipments 
quickly, efficiently and economically 





Order what you want... 
We will arrange delivery 


YOU CAN NOW MEET your complete lumber material needs at 
low cost through our new Dealer Purchasing department here 
at Colonial. We are offering mixed cars of West Coast forest 
products to meet your specifications, eliminating the need to 
purchase many full cars. By ordering from us EXACT quan- 
tities of what you need you will realize increased profits from 
less warehousing, smaller tie-ups of investment capital and in- 
creased protection against market fluctuations. At the same time 
we assure you products from quality mills loaded in minimum 
time. And our FITITE price lists still apply, even though you 
order them shipped in conjunction with other lumber prod- 
ucts. We even assume the stopoff charge if you order 100 or 
more squares of FITITE SHAKES and 100 squares of under- 


coursing. We invite your further inquiry—call, write or wire— 


FITITE SHAKES 

UNDERCOURSING 

NO. 1 CEDAR SHINGLES 

NO. 2 CEDAR SHINGLES 

RUSTEX TIGHT-KNOTTED CEDAR 
(1”x8” Paneling) 

PILGRIM TIGHT-KNOTTED CEDAR 
(1”x10” Bevel Siding) 

ARISTOCRAT TIGHT-KNOTTED CEDAR 
(1%”x10” Bevel Siding) 

MAJESTIC TIGHT-KNOTTED CEDAR 
(1%2”"x12” Bevel Siding) 

TOTEM HANDSPLIT SHAKES 

K.D. FLOORING AND SIDING 

FIR AND CEDAR FINISH 

K.D. DIMENSION STOCK 

CEDAR BEVEL AND BUNGALOW SIDING 


COLONIAL CEDAR COMPANY, INC. 


600 WEST NICKERSON STREET + SEATTLE 99, WASHINGTON + GARFIELD 5611 
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homa Lumbermen’s Law.” This book 
is pocket-size and spiral bound. 

The $3.50 Directory-Buyer’s Guide 
of the Southwestern Lumbermen’s 
Assn. lists all retail dealers by states 
in Arkansas, Kansas, Missouri, Okla- 
homa, the line-yard operators, and 
SLA officers and directors. The Buy- 
er’s Guide classifies the materials 
and products commonly sold by 
dealers, and provides an alphabetical 
list of “dependable suppliers-adver- 
tisers.” 

Although it contains 200 pages, the 
SLA colorful manual is small enough 
to slip into a man’s inside coat pocket 
for easy reference. 


Oklahoma Short-Course 
Class Honors Lotz 


The Oklahoma Lumbermen’s Assn. 
completed its most successful course 
on construction and estimating at 
Oklahoma A & M Tech in Okmulgee, 
May 26-28, according to OLA Presi- 
dent Dale Carter. Over 50 lumber- 
yard employees attended the course. 

Carter announced that plans were 
under way for a repeat short course 
soon. 

The three-day course covered blue- 
print reading, free-hand drawing, 
FHA requirements and construction, 
and cost estimating. 

Herb Lotz, who again taught the 
estimating sessions, was honored at 
the graduation banquet. He was pre- 
sented a beautiful hand-tooled leath- 
er belt, created by artists in the 
Oklahoma college’s trade school of 
jewelry and leather work. 

In addition to Lotz, of the Johns- 
Manville Sales Corp., New York 
City, the instructors included Law- 
rence F. Dennis, FHA construction 
cost examiner, Tulsa; Wm. A. Scott, 
drafting department head of the col- 
lege; and Roy Belford, intensive 
business head at the college. 


Mississippi Assn. 
Increases Insurance 


Members of the Mississippi Retail 
Lumber Dealers Assn. who partici- 
pate in the association’s group in- 
surance plan recently increased their 
employee benefits. 

New benefits include double in- 
demnity in case of accidental death 
or dismemberment; increased miscel- 
laneous hospital payments; increased 
maximum surgical allowance up to 
$200 for class 3 employees; hospital 
payments even though the patient 
does not remain overnight; reduced 
waiting period to three months be- 
fore benefits are paid, and the waiv- 
ing of waiting time in the event that 
an employee should leave one or- 
ganization and join that of another 
participating dealer. 
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Miller Leaves SWLA 
for Wholesale Post 


John F. Miller Jr., who had served 
as assistant manager of the South- 
western Lumbermen’s Assn., Kansas 
City, since 1947, resigned July 1 to 
become assistant Western manager 
of the National-American Wholesale 
Lumber Assn. He joined NAWLA at 
Portland, Ore., this month. 

A letter-man in football, boxing, 
and baseball at Georgetown College, 
Ky., Miller studied physical educa- 
tion at the University of North Caro- 
lina before World War II beckoned. 
He served over five years in the U. S. 
Army, separating as a captain. He 
was director of the YMCA Men’s 
Health Club in Kansas City before 
joining SWLA six years ago. 

For SWLA he made 8,000 calls on 
dealers in Arkansas, Kansas, Mis- 
souri, and Oklahoma, and sold over 
300 new memberships in the associa- 
tion. He also coordinated all six 30- 
day courses in building material dis- 
tribution at the University of Kansas 
City. Miller served as secretary of 
the Kansas City Hoo-Hoo Club for a 
year and then became vicegerent 
snark for over three years. 


Vickers Heads Texans 


E. D. Vickers, manager of the Bur- 
ton-Lingo Lumber Co. yard, is 
the new president of the El Paso 
County Lumbermen’s Assn. He suc- 
ceeds Jim Ryan. 

Other new officers of the west 
Texas group are: Erwin Hahn, vice- 
president; Frank Mayorga, secretary, 
and John O’Sullivan, treasurer. 

The association meets monthly in 
the Pilgrim Room of Del Camino. 


Mock Heads Roofers 


I. C. Mock, of Augusta, is the new 
president of the Roofing and Sheet 
Metal Contractors Assn. of Georgia. 
He was elected at the annual meet- 
ing in Savannah on June 13. 

Other officers include Leroy Still, 
of Atlanta, vice-president, and Hugh 
Jenkins, of Savannah, secretary- 
treasurer. 

A feature of the program that at- 
tracted the group’s largest conven- 
tion attendance was a report on a 
nation-wide survey of compensation 
plans for salesmen in roofing and 
sheet-metal work. It was made by 
James McCawley, editor of National 
Roofer magazine. 


I-B-R Public Relations 


The Institute of Boiler and Radi- 
ator Manufacturers recently an- 


nounced the establishment of a pub- 
lic relations department. 

General Manager R. E. Ferry term- 
ed the new department “the most 
important step the industry has 
taken since the I-B-R research pro- 
gram was started.” 

This is part of a new broader sales 
program authorized at the recent 
38th annual meeting in New Jersey. 

New officers chosen at this meet- 
ing included Robert S. Waters, Na- 
tional Radiator Co., chairman; H. F. 
Randolph, International Heater Co., 
vice-chairman, and Ferry, treasurer. 


Sterrett Heads Atlanta 
Producers Council Unit 


HAROLD K. STERRETT, above, was 
elected president of the Atlanta 
chapter of the Producers Council, 
Inc., association of material manu- 
facturers, at the May 22 meeting. 
Vice-president and sales manager of 
the Southern Zonolite Co., Sterrett 
succeeded J. M. (Bunchy) Fowler, 
Armstrong Cork Co. 

Other new officers of the Atlanta 
PC unit are: vice-president, Russell 
F. Snyder, Libbey-Owens-Ford Glass 
Co.; secretary, W. P. D. McDowell, 
Pittsburgh Plate Glass Co.; treasurer, 
A. L. Dent, Celotex Corp. 

A motion picture on the manu- 
facture of gypsum products com- 
prised the informational program for 
architects at the meeting. Snyder 
presented a silver service to Fowler 
in behalf of the council in apprecia- 
tion of his services as president. 

Fowler presented Atlanta’s pro- 
ducers Council merit awards for out- 
standing graduates of the Georgia 
Institute of Technology. The winners 
were Harry W. Howell, of Atlanta, 
for structure and construction engi- 
neering; Carl E. Matthes Jr., Hatties- 
burg, Miss., for design; Ben R. Hall, 
Atlanta, for light construction. 
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A COOL $4 MILLION 


to jack-up your 


OT WEATHER SALES 


of profitable 


FIR PLYWOOD! 


ADS IN 1,626 DAILY NEWSPAPERS! 


The biggest, most extensive and most concentrated newspaper cam- 
paign in the history of building products sales promotion! Six sales- 


stirring ads in 1,626 daily papers—aimed right at your customers. 


ADS IN NATIONAL MAGAZINES! 

Full-page ads in Saturday Evening Post, Life, Pathfinder, Popular 
Mechanics, Home Maintenance magazines. All tuned to bring you 
immediate sales of fir plywood—the most profitable item you can stock! 


ADVERTISING MATS FOR YOU! 

Yes—tie-in ad mats so you can feature fir plywood in your own ads 
while this big sales drive is on! Watch for the special mat-service in 
your mail—or write Douglas Fir Plywood Association, Tacoma 2. 


Washington—NOW! 


a STOCK-UP—TIE-IN! 
EXT-DFPA ce Be sure you have adequate stocks of fir plywood—both Interior and 


ahaaaaieais ier Exterior-type. See your jobber now and get a balanced inventory. You'll 
be ready for the biggest July-August plywood sales you ever had. 


INTERIOR FIR PLYWOOD 


pLYPANEL For structural uses 


~ w mos* indoor uses <—These registered trademarks are your positive identification 


JULY, 1953 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





Southern Jobbers Invade, Conquer Pacific Northwest 


AN ALL-DAY TRIP to the Camp Grisdale logging 
operation of the Simpson Logging Co. near Shelton, 
Wash., concluded the three-day annual meeting of the 
Southern Sash and Door Jobbers Assn. on June 3. The 
woodwork distributors were the fifth group to be taken 
in this manner over Simpson’s own logging road. 

As the photo above shows, the Southern jobbers were 
quick to pose with the tin-hatted loggers. The city-bred 
woodsmen in the group include: 

At left, E. R. Wilson, Becker Builders Supply: James 
R. Druhan, McPhillips Mfg. Co., and K. T. Casey, Jack- 
son Sash and Door Co. 

At center background, white shirt, is Louis G. Riecke, 
Tulane Hardwood Lumber Co. 

At extreme right, top to bottom, T. I. Corddry, Morgan 


Millwork Co.; W. Horace Woods, Geo. C. Vaughan and 
Sons, and Barney Gallagher, SSDJA secretary. 

In checked jacket, right center, is C. C. Landskroener, 
Delmarva Sash and Door Co. 

Panel discussions between spokesmen for the dis- 
tributors and for the manufacturers of fir plywood and 
fir doors resulted in several promises for mutual prog- 
ress. The bottom combination of two photos shows 
panel members who discussed the problems and plans 
of producers and sellers of Douglas fir doors. They are, 
left to right: A. C. Peterson, Buffelen Manufacturing Co.: 
C. L. Emery, Simpson Logging Co.; Verne Breitenbucher, 
M & M Wood Working Co.; M. C. Davidson, Houston 
Sash and Door Co.; Joseph M. Rubens Jr., Binswanger 
and Co., and G. Holland Beasley, Beasley and Sons Co. 


jectives and problems came a review 


TO DEVELOP sales promotion plans 
for fir doors and fir plywood, South- 
ern sash and door jobbers — 279 
strong from 55 firms and 15 states — 
journeyed to Seattle, Wash., in the 
Pacific Northwest for the 18th an- 
nual meeting of the Scuthern Sash 
and Door Jobbers Assn., June 1-3. 


56 


The convention program was built 
around panel discussions of jobbers 
and manufacturers, so they could ex- 
change ideas and effect desired 
changes in their products and rela- 
tionships. 

Out of the joint manufacturer-dis- 
tributor studies of manual sales ob- 


of a new $550,000 consumer advertis- 
ing program planned for fir plywood 
this fall. This biggest plywood pro- 
motion is aimed at upping sales by 
300,000,000 feet during the period by 
creating end-of-the-line demand. The 
panel makers said they look to job- 


SOUTHERN BUILDING SUPPLIES for JULY, 1953 





double-barreled... 


a fine line of building materials 


The Barrett building materials line 


is distinguished for quality, variety and prac- 
ticality. It includes such basic, fast-selling 
building products as asphalt roofing shingles... 
mineral-surfaced asphalt roofings (in rolls) 
... rock wool insulation ... insulated sidings... 
smooth-surfaced asphalt roofings (in rolls) 


... mineral-surfaced sidings (in rolls) ... wood 


preservatives ... sheathings and building pa- 
pers... roof cements and coatings... protective 
bituminous-base paints . . . damp-proof coat- 
ings... tarred and asphalt felts... waterproof- 
ing compounds, etc. 


loaded for profit! 


f 


pine wromation in the industry 


Barrett dealer support tops ‘em all! 


Colorful window and counter displays .. . 3- 
limensional natural-color-picture selling kits 
mats and electros for local advertising .. . 
amples ... mailing pieces . . . outdoor signs 
national advertising. These are but a few of 
the many sales aids Barrett provides to help its 
dealers build their businesses. 
If you’re not yet tied in with Barrett... don’t 
delay. Write us today and we’ll send a Barrett 
man around to talk to you. 


lied ALLIED CHEMICAL & DYE CORPORATION 
Re 40 RECTOR STREET. NEW YORK 6,.N.Y 
205 W. Wacker Drive, Chicago 6, Ill. 
36th St. & Grays Ferry Ave., Philadelphia 46, Pa. 
1327 Erie St., Birmingham 8, Alabama 


‘or 
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bers to provide the primary sales 
force for the material. 

At the forum on door promotion 
and sales, the distributors urged fir- 
door makers to develop new designs 
and to unite for stronger advertising 
and promotion. The door makers 
agreed and suggested establishment 
of a joint committee of distributors 
and manufacturers for “product and 
market development.” 

The Southern sash and door job- 
bers, who held their convention 
nearly 3,000 miles from the associa- 
tion’s Memphis, Tenn., headquarters, 
re-elected W. Horace Woods, of 
Houston, Tex., president of SSDJA 
for a second term. James M. Green, 
of Orangeburg, S. C., was re-named 
vice-president. Barney Gallagher 
continues as secretary-treasurer. 

New directors, each elected for a 
three-year term include: Carl L. 
Bridenthal, Little Rock, Ark.; Jeffrey 
Folse, New Iberia, La.; Charles E. 
Hughes, Greenville, S. C.; Clarence 
C. Landskroener, Barclay, Md.; W. W. 
Logan Jr., Tampa, Fla.; H. H. Mc- 
Alister, Nashville, Tenn.; Marvin 
Miller, Charlotte, N. C.; Louis G. 
Riecke, New Orleans, La.; Joseph M. 
Rubens, Richmond, Va.; David C. 
Schaefer, Atlanta, Ga., and Carter 
Wood, Amarillo, Texas. 

C. L. Carmichael, Knoxville, Tenn., 
was named a director for a one-year 
term. 

Members of the plywood forum 
included E. W. Daniels, Harbor Ply- 
wood Corp.; H. W. McClary, Anacor- 
tes Veneer, Inc.; John B. Power, 
Vancouver Plywood Co.; Coleman 
Dever, Wm. Cameron and Co.; Louis 
G. Riecke, Tulane Hardwood Lum- 
ber Co., and Carey A. Watkins, Gulf 
States Plywood Co., Jacksonville, 
Fla. Moderators were SSDJA Presi- 
dent Woods and S. Eberly Thomp- 
son, of M & M Wood Working Co., 
and president of Douglas Fir Ply- 
wood Assn. 

The separate forums on plywood 
and doors were programmed so dis- 
tributors and producers could de- 
velop a better understanding of each 
other’s objectives and needs. In addi- 
tion to asking for new designs of 
doors, the jobbers requested door 
makers to constantly strive for bet- 
terment of product. Sales ideas 
pointed to increasing demand for 
combination screen and louvered 
doors and for jalousie doors. 

In talking to plywood makers, the 
distributors asked for select panels 
for cabinet doors and for boat plank- 
ing. They were told that such grades 
will be included in new commercial 
standards for fir plywood. 

Panel makers in turn recognized 
the jobbers as the “selling organiza- 
tions” for plywood and pointed out 
that the industry trade association, 
acting as the advertising and promo- 
tion organization for the plywood 
plants, has as a principal objective 
the enlisting of full promotion efforts 
of the distributors. 


28 


DeMuth New President 
of Southern Wholesalers 


The highlight of the 11th annual 
meeting of the Southern Wholesale 
Lumber Assn. in Birmingham, Ala., 
May 22 was a panel discussion. 

Tom DeWeese, Philadelphia, Miss., 
spoke on the future role of the manu- 
facturer in the lumber industry, and 
on the SPA trade promotion program. 

E. A Douglass, Augusta, Ga., told 
about the hardwood situation and 
holding customers in future markets. 

L. F. Nelson, Century, Fla., ex- 
pressed the belief that there will be 
plenty of saw-logs in the future. 

Walter Morgan, Columbus, Ohio, 
discussed the disparity between lum- 
ber and other materials. 

Both Murray B. McLeod, Little 
Rock, Ark., and John McPoland, 
Birmingham, Ala., covered the 
wholesaler’s position in the lumber 
industry. 

Other speakers were Col. A. R. 
Mays, chief of procurement and sup- 
ply, U. S. Engineers, Atlanta, Ga., 
and Wayne Bradley, who holds the 
same position in St. Louis, Mo. The 
audience asked many questions, in- 
cluding why %” stock could not be 
used in place of 25/32”, as frequently 
bought in West Coast species. 

The election of new officers result- 
ed in the elevation of H. L. DeMuth, 
Jacksonville, Fla., to the presidency. 

Other officers are B. A. Dukes, 
Laurens, S. C., vice-president; Virgil 
E. Porter, Newton, Miss., treasurer, 
and Robert F. Darrah, Livingston, 
Ala., re-elected secretary-manager. 


Strictly 


WHOLESALE 


DALLAS, TEX.: Lester D. Jones 
is the new district representative 
here for the Weyerhaeuser Sales Co. 
He replaced Robert L. Kiewel, who 
was transferred to the Grand Rapids, 
Mich, office. 


TAMPA, FLA.: The Logan Lum- 
ber Co. has been awarded a $74,000 
contract to supply plywood to the 
U. S. Army. 


MEMPHIS, TENN.: The Southern 
Millwork and Hardware Co. has 
been appointed exclusive Mid-South 
distributor for Formica. It also dis- 
tributes a full line of building ma- 
terials and hardware. 


ST. LOUIS, MO.: The Henges Co., 
Inc., here has been appointed district 
distributor of the Superior Shade Co. 
matchstick bamboo doors, room di- 
viders, roll-up shades, and draperies. 


MEMPHIS, TENN.: All employees 
of Central Woodwork, Inc., received 


their first tuberculosis x-ray tests on 
June 8. The mobile “clinic” of the 
Memphis and Shelby County Health 
Dept. rolled up to the wholesale 
warehouse, at 650 New York St., for 
the mass tests. 


ATLANTA, GA.: New distributor 
of Celotex insulated siding here is 
the Peaslee-Gaulbert Corp. at 300 
Peters St., S. W. 


JACKSONVILLE, FLA.: Florida 
Distributors have been appointed 
jobbers of bamboo doors and related 
specialties in this area by the Super- 
ior Shade Co. of New York City. 


WASHINGTON, D. C.: Camber L. 
Giberson is the new salesman for the 
Dant and Russell Sales Co. in the 
district and Virginia area. 


ATLANTA, GA.: John L. Cars- 
well has joined the wholesale divi- 
sion of Randall Brothers, Inc. He 
travels the central and southern part 
of Georgia visiting dealers. Harold 
Williamson, also a wholesale sales- 
man, was transferred to the northern 
part of the state. 


Wholesalers Hear of 
Merchandising Needs 


The spring meeting of the National 
Building Material Distributors Assn., 
held at Buffalo, N. Y.. May 21-22, 
drew approximately 100 distributors 
from 24 states. 

John P. Ashton, president of 
NBMDA, highlighted the need for a 
strong, national association. He as- 
serted that “in NBMDA we have the 
tool at least to attempt to bring about 
orderly distribution in our industry. 

“Actually our distribution system 
in the United States is the finest in 
the world. In our relations with the 
manufacturer, the dealer, and the 
general public, we distributors should 
explain our buying, warehousing, 
and credit functions.” 

Melvin H. Baker, chairman of the 
board of the National Gypsum Co., 
declared that “we will have ample 
buying power during the next few 
years, to consume everything we 
produce. However, to put this buy- 
ing power to work, business will 
have to roll up its sleeves and start 
selling. The extent to which we can 
maintain high production and em- 
ployment, the extent to which we 
can advance our standards of living, 
depends on the effectiveness of our 
sales efforts. 

“No sales program can be effective 
without full consideration of all 
three essential elements — the pro- 
ducer, the product, and the distrib- 
utor. This, of course, presupposes 
the product has value and serves a 
useful purpose for the consumer. 
Welding these three elements into a 
strong business is the job of sales- 
manship.” 
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Right where you want it 


*This new Certification Seal is on every bag of Tensulate Perlite. It means 
extra sales appeal and gives your customers extra assurance of satisfaction. 
This guarantee lets you sell Tensulate Perlite with confidence. Architects 
will specify certified Tensulate Perlite, and plastering contractors will look 
for the label, respect it and demand it. 

With three conveniently located plants, TENNESSEE offers you quick de- 
livery of your Tensulate Perlite needs. Complete information available upon 
request. 


MA/L COUPON 
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NEWS about MANUFACTURERS 
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SAN FRANCISCO, CALIF.: E. V. 
Gear, former assistant advertising 
manager for Pabco Products, Inc., 
has been elevated to sales promotion 
manager of the floor covering di- 
vision. This is a newly-created post. 


CHATHAM, LA.: The Tremont 
Lumber Co., of Joyce, has establish- 
ed a concentration yard here for 


processing lumber, ties, poles, piling, 
and posts. The lumber and ties are 
produced by a number of small con- 
tract mills. 


TOLEDO, OHIO: The Owens- 
Corning Fiberglas Corp. has organiz- 
ed a new industry group to sell 
Kaylo and Fiberglas industrial in- 
sulations. Hugh T. Williams, with 





The Sign of the 
complete Line 


ALL YOUR ROOFING AND SIDING FROM ONE SOURCE 
Old American 
of cade! 


Old American has a complete line of asphalt and 
asbestos-cement roofing, shingles and siding to meet every 
. superior quality ... 
order all your needs from one source — 


need. For greater variety . . 
personal service... 
Old American, of course! 


Pe LL St and roofing 
ASBESTOS SIDING and shingles 
a Cia 4 ee) Wil [t) roof to foundation. 


and ----. 


Insulating siding, asbestos-cement wall- 
boards, built-up roof materials and allied items. 


Get FREE Catalog Sheets and Sales Literature...Write TODAY to 


Old American Roofing Mills 


7600 TRUMAN ROAD 
KANSAS CITY EAST ST. LOUIS 


prompt, 


KANSAS CITY, MO. 
SALT LAKE CITY 





over 13 years’ experience in this 
field, will head this new group as 
manager of industrial insulation 
sales. 


PITTSBURGH, PA.: The Sunbeam 
Air Conditioner Division has taken 
over all operations of the American 
Radiator and Standard Sanitary 
Corporation’s former warm air heat- 
ing department. Top executives of 
the new division are Thomas W. 
MeNeill, president; H. M. Carnahan, 
vice-president for sales, and Frank 
P. Weil, vice-president for manu- 
facturing. 


NEW YORK, N. Y.: The United 
States Plywood Corp. recently 
bought two tracts of timber totalling 
124,000,000 board feet for produc- 
tion of plywood. They are located in 
Georgia and California. 


BRIDGEPORT, TEX.: The Fort 
Worth Sand and Gravel Co. recently 
held a formal opening of its new 
$500,000 stone plant here. About 650 
guests were present. It can produce 
125 tons of crushed stone an hour. 


HOUSTON, TEX.: New district 
sales manager of U. S. Steel’s Ten- 
nessee Coal and Iron Division here 
is Roy C. Rhodes, who joined the 
firm as an office boy in 1919. He was 
transferred from the Memphis office 
to succeed Frederic C. Buck, who re- 
tired after 44 years’ service with the 
firm. 


MEMPHIS, TENN.: Thomas W. 
Benton Jr. is the new district sales 
manager of U. S. Steel’s Tennessee 
Coal and Iron Division here. He was 
promoted from the New Orleans 
managership to succeed Roy C. 
Rhodes. He joined TCI in 1933. 


NEW ORLEANS, LA.: Walter V. 
Jones has succeeded T. W. Benton 
Jr. as district sales manager here for 
the Tennessee Coal and Iron Division 
of U. S. Steel. He formerly was a 
salesman in the Dallas territory. 
Jones began as a TCI clerk in Hous- 
ton in 1934, 


HAMPTON, S. C.: Horace W. Phil- 
lips, for four years president of the 
Plywoods-Plastics Corp. at Hardee- 
ville, has been elected president of 
the Hamptonite Door Mfg. Co. here. 
He succeeds E. F. Behr, who was 
reported to have joined a Michigan 
veneer firm. A new member of the 
Hamptonite board of directors, re- 
placing Behr, is Nosco Lewis, of 
Statesville, N. C. The firm has a 
daily capacity now of 1,500 flush 
doors. 


BUFFALO, N. Y.: The National 
Gypsum Co. has appointed Dr. J. 
Edward Lynn as director of basic re- 
search. Previously he was director 
of the Textile Chemicals research 
laboratory of the American Cyana- 
mid Co. 


MERIDEN, CONN.: Dealers in this 
section of the country are now serv- 
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YOUR IDEAS CREATED THIS 
NEW WINDOW 


You wanted a protecting si/t-out vent so that rain would bounce 
off, instead of coming in on your walls and furnishings. You 
wanted a /i/t-in sill vent so that drafts would be deflected 
upward, instead of hitting you. 

You wanted a window with “horizontal-line” design so your 
house would look lower and longer. 

You wanted a window that was made of steel so it would be 
strong and rigid and stay that way. Steel, so it would never 
swell or stick. Super Galvanized (if you felt it necessary) so it 
would never need painting. 

You wanted to be able to wash your windows conveniently 
from inside the house. You wanted screens designed for the 
windows so they’d always fit snugly — made of steel so they'd 
never shrink. You wanted screens that you could slip on from 
the safe, warm, comfortable inside of the house, and never 
have to crawl up a shaky ladder. 

You wanted a truly modern window—designed for modern 
living. So Fenestra* designed this new window and called it 
the “Fenestra Projected Steel Window”. 

For full information call your nearest Fenestra Repre- 
sentative (listed in the yellow pages of principal city phone 
books) or mail the coupon. Also check on the new Fenestra 
WindoWallst, Casements, Basement Windows, Swing Doors 
and Sliding Closet Doors. if 


ttrademark of DSP Company 
CNESTIA Sat invows 


Detroit Steel Products Company, 
Dept. BM-8, 2262 East Grand Bivd., Detroit 11, Mich. 

Please send me further information on: [_] Residential Projected, [] Casements, 
() WindoWalls, [} Basement Windows, (] Residential-type Swing Doors and 
() Sliding Closet Doors. 





Name —-— ——-—~--— 





Street— 
City ——— 


County 


HARDWARE «+ CASINGS + SCREENS + STORM SASH 








Fenestra* 
Is Telling Home Buyers 
About This New Window 





in 
“Better Homes & Gardens” 


and 
“LIVING for Young Homemakers“ 


Have you considered it for your new homes? 


The FENESTRA RESIDENTIAL 
PROJECTED STEEL WINDOW 


is available in these sizes: 


TYPICAL COMBINATIONS 
wo 85-1 wo. 


BASE UNITS 
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And has these advantages: 
1. Emphasizes modern architectural horizontal lines. 


. , dicta 
2. Permits ventilation in any weather—projecting 
vents shed rain and deflect drafts. 


3. Sereened and cleaned from inside. Fenestra Win- 
dows and metal screens are designed for each other 
—always fit, can’t warp or swell or shrink, 


!. Quickly and easily installed—take same fins 

° a 
casings, etc., as famous Fenestra Casements. Go in 
rough opening quickly, easily, no fitting, trimming 
or finishing. : 


9. Available Super Hot-Dip Galvanized so they do 
not need painting. 


For further information, call your Fenestra Repre- 
sentative (listed in the yellow pages of principal 
city phone books) or write Detroit Steel Products 
Company, Dept. SBS.-7, 3421 Griffin St., Detroit 
ll, Michigan. *D 
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Sealed Mustangs 


Color 


several 
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attractive co 





Color-Sealed Mustangs, under blistering 


heat, freezing cold, soaking rains. 


JULY, 1953... Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





van | 


in colors that resist time and weather 


The longer they’re on, the better you look! Of course, Mustangs are rot and vermin proof 


Yes, when you recommend and sell Color-Sealed too. Never need preservative treatment—won’t 


Mustang asbestos siding shingles, you will be burr. And for that look of real luxury, they’re 
complimented for its beauty and utility. And you textured with a vertical striated design of ex- 


cut in on more sales, more profits. ceptional beauty. 


Color-Sealed Mustangs are made color-fast by a If you want to outsell your competitors, sell the 
special Carey process that puts a tough, armor- siding that outperforms them all—Color-Sealed 
like seal on the weather side. This seal repels Mustangs. And be sure to recommend the Carey 
water, locks out dirt, grime, stains—and locks Shadow-line channel system of application. Get 
in the rich beautiful colors, protects them the full story from your Carey representative— 


from fading. or mail the coupon to us today. 


MUSTANG DIVISION ¢ THE PHILIP CAREY MFG. COMPANY 
P.O. BOX 1082, HOUSTON, TEXAS 








steer ewwcewenes 


Please rush me samples and full details on new Color-Sealed Mustang asbestos 
siding shingles 

Send information also on (©) Asbestos Roofing Shingles () Carey Fire-Chex 
Shingles Asphalt Paints () Cements () Coatings (© Carey Shadow- 
line channel system 








DIVISION 


From the House of Carey—Fire-Chex Asbestos-Plastic Shingles—Paints, Coat- 
ings and Cements—Fire-Guard Rock Wool Insulati Windmaster Shingles—Miami-Carey 
Bathroom Cabinets and Accessories—Kitchen and Attic Ventilating Fans—Other famous 
products for Home, Farm and Industry. 
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ed by a new Georgia-Pacific Ply- 
wood Co. warehouse. It is the 29th 
G-P warehouse in the nation, carry- 
ing complete stocks of Douglas fir 
plywood, GPX plastic-faced plywood, 
Wedgwood textured wall paneling, 
hardwood plywood, interior and ex- 
terior doors, and other millwork 
items. Robert T. Paradise is manager. 


MINNEAPOLIS, MINN.: J. Irwin 
(Jim) Moore is new Southern states 
district representative for the Baker- 
Lull Corp., manufacturers of ma- 
teriais-handling equipment. His ter- 
ritory includes Alabama, Arkansas, 
Florida, Georgia, Louisiana, Missis- 
sippi, Oklahoma, Texas, Tennessee, 
and New Mexico. 


ST. CLAIRSVILLE, OHIO: Curtis 
W. Wells has been transferred by 
Flintkote to a sales territory that in- 
cludes southeastern Ohio and north- 
ern West Virginia, with headquarters 
in St. Clairsville. He previously was 
in Detroit with Flintkote, roofing and 
siding manufacturers. 


ATLANTA, GA.: Fred Wehle Jr. 
is manager of a new Georgia branch 
office of the E. F. Hauserman Co. He 
formerly was sales engineer with 
the Charleston Electrical Supply Co. 
in West Virginia. Hauserman makes 
movable metal and composition par- 
titions for building interiors. 


PORT WENTWORTH, GA.: The 





BAT 
What this mark 
\ 


this mark 


WEL _ means in watches... 


means in redwood 








Yes, the grade-mark on CRA Redwood is a sign you can depend on. For the lumber that 
bears this sign has been accurately graded, uniformly milled, properly seasoned —to give 
superior on-the-job performance — every time. Feature grade-marked, trade-marked Certified 
Dry CRA Redwood in your yard —for sure sales and satisfied customers! 


CALIFORNIA REDWOOD ASSOCIATION 576 SACRAMENTO ST., SAN FRANCISCO 11 


Pacific Lumber Co * Rockport Redwood Co * Simpson Logging Co * Union Lumber Co « Warm Springs Redwood Co 
Willits Redwood Products Co * Wolf Creek Timber Co, Inc * Arcata Redwood Co « Coastal Plywood & Timber Co 
Eureka Redwood Lumber Co « Hammond Lumber Co « Holmes Eureka Lumber Co « Northern Redwood Lumber Co 


GRADE-MARKED with accuracy 
TRADE-MARKED for quality 


REDWOOD 





office buildings, plant, and motor 
vehicles of the Hinely Lumber and 
Supply Co. were destroyed in a re- 
cent $100,000 fire. The blaze en- 
veloped the main building about 
1:30 a. m. and quickly spread through 
the yard. 


PHILADELPHIA, MISS.: The A. 
DeWeese Lumber Co. recently was 
presented an award by the National 
Safety Council. Pete DeWeese said 
his firm won in the sawmills division 
of the wood products section safety 
contest. 


OKLAHOMA CITY, OKLA.: 
Vernon L. Mock has been appointed 
sales representative for the Symons 
concrete forming system in this area. 
For the last five years, Mock man- 
aged his own building supply busi- 
ness. He has contributed frequent 
articles to national concrete maga- 
zines. 


ATLANTA, GA.: Westinghouse 
Electric Corp. has announced plans 
to build a new plant here to make 
and repair electrical equipment. 
Principal products will be power 
transformers, controls, and switch- 
gears. Southeastern District Manager 
Otis O. Rae said that the new plant 
is the first step in a multi-million- 
dollar expansion in Atlanta. 


MINNEAPOLIS, MINN.: The Wil- 
son-Albrecht Co., Inc., has changed 
its name to the Waco Manufacturing 
Co. The change was made to more 
closely identify the firm with. its 
product, Waco brand steel scaffold- 
ing. The name “Waco” originally was 
a contraction of Wilson and Albrecht 
and the abbreviation of company. 


HOUSTON, TEX.: The Detroit 
Steel Products Co. opened a big new 
warehouse and office building here 
on June 1. H. K. Strock, former Dal- 
las manager, heads the new office 
and warehouse, which stocks Fenes- 
tra windows and doors. 


INDIANAPOLIS, IND.: George E. 
Stalle has joined the Per-Fit Prod- 
ucts Corp. as sales manager. Before 
joining this aluminum window firm, 
he spent 18 years with the U. S. Gyp- 
sum Co. in sales and management 
work. 


New Curtis Officers 


New officers were elected at a re- 
cent meeting of shareholders of 
Curtis Companies, Inc., makers of 
woodwork. 

They include G. L. Curtis, chair- 
man of the board; G. M. Curtis, 
president; J. K. Cozier, vice-presi- 
dent; E. J. Curtis Jr., vice-president 
and secretary; E. B. Oyaas, vice- 
president and treasurer; I. H. 
Ramsey, vice-president; G. A. Jen- 
sen, assistant treasurer, and M. R. 
Carlson, assistant secretary. 
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The “‘prescription” technique builds 


fine highways for the Arkansas traveler! 


(State Capitol—Little Rock) 


Bn Arkansas—where miles of modern 
portland cement concrete highways, play host 
to the industrial, agricultural, and vacationing 
traveler—highway construction experts agree 
with outstanding concrete men everywhere on 
the principle of air entrainment. 


They know that today’s air-entrained con- 
crete helps to build highways that are longer 
lasting, more durable and more resistant to 
extraordinary climatic conditions than ever be- 
fore. But they’ve also learned that correct air 
entrainment is no accident—that proper air 
entrainment results only when the air entrain- 


ing agent is properly proportioned to the other 

elements of the mix. 
That's why the Arkansas Depart- 
ment of Highways specifies—“In 
all cases, air entrainment in con- 
crete used in Arkansas highways 
will be achieved by adding the 
required amount of air entraining 


agent at the mixer.” 
7 
If you have any problems or questions on the 


use and mixing of air-entrained concrete, the 
Marquette Service Engineer will be glad to help 
and advise you—contact any Marquette office. 














Marquette Cement 


MANUFACTURING 


COMPANY 


SALES OFFICES: Chicago » St. lovis * Memphis * Jackson, Miss. * PLANTS: Oglesby, Ill. 
Des Moines, la. « Cape Girardeau, Mo. * Nashville, Tenn. * Cowan, Tenn. * Brandon, Miss. 


PORTLAND e HIGH EARLY STRENGTH e AIR ENTRAINING e MASONRY 
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Exhibit Space Popular 
for S. E. Dealer Show 


Judging by early contracts, all ex- 
hibit space for the first Southeast 
Material Show will be sold within 
30 days, Foster B. Steward, man- 
aging director, told SoUTHERN BUILD- 
ING SUPPLIES at press-time. 

He pointed out that only 100 ex- 
hibit spaces, of regulation BMEA 8- 
by-10 foot size, are available in the 
Convention Hall of the Biltmore 
Hotel in Atlanta, Ga., where the 
dealer show will be staged on Octo- 
ber 22 and 23. “The best locations are 
already reserved,” Steward added. 

This new regional show for dealers 
in the Southeastern states will be co- 
sponsored by the Tennessee Building 
Material Assn., Florida Lumber and 
Millwork Assn., and the Building 
Material Merchants of Georgia. 

Managing officers of these three 
dealer groups met in Atlanta July 2 
to complete the schedule for the two 
mornings of dealer forum sessions. 

Manufacturers or distributors in- 
terested in participating in this 
Southeast Building Material Show 
should communicate with Director 
Foster B. Steward, 1036 Peachtree 
Street, N. E., Atlanta 5, Ga., tele- 
phone EMerson 2083. 


J-M‘s Wood Honored 


Joseph L. Wood, assistant treasurer 
of the Johns-Manville Corp., New 
York, recently was elected president 
of the Sales Executives Club of New 
York. 

This is the first time in the club’s 


history that a financial man has held 
the office of president. Wood had 
previously served as vice-president 
and treasurer. 


New Western Pine Film 


“The Bounty of the Forest” is a 
new 28-minute, full-color docu- 
mentary film released by the West- 
ern Pine Assn. for use by lumber 
dealers, manufacturers, civic and 
educational groups. The only charge 
is one-way transportation. 

The film relates the story of wood 
from growth through its harvest, 
manufacture, and utilization in step- 
by-step fashion. It was made on 
locations in a 12-state area. 

Requests for the film should be 
made to the Western Pine Assn., 
Yeon Building, Portland 4, Ore. 


Steel Desks, Plastic Tops 


Laminated plastic is now being 
firmly bonded to steel as well as to 
conventional wood backing. Three 
major manufacturers have combined 
engineering talents to apply attrac- 
tive and durable laminates to metal 
office furniture. 

After extensive development work, 
the General Fireproofing Co., 
Youngstown, Ohio, is ready with a 
line of modern office desks, tables, 
and telephone stands surfaced with 
Textolite plastics tops produced by 
the General Electric Company’s lam- 
inated and insulating products de- 
partment. This new use of laminates 


SAW DU ST 





“Take your time; take your time. But when you decide what color 
you want, just let Sawdust and me know!” 


was accomplished with an unusual 
adhesive produced by the Armstrong 
Cork Co. 

The plastic desk tops are said to 
add years of durability and beauty 
to the GF executive line of Mode- 
Maker furniture. Glare and light re- 
flectance are minimized by the 
plastics’ satin finish, three-dimen- 
sional pattern, and gray-green color. 


TREE FAMILY! 


(From page 36) 


chance to harvest the timber at 
the current market price. He also 
pays the nominal cost of the com- 
mon labor involved in carrying out 
the various projects that are plan- 
ned and supervised by the com- 
pany foresters. 

“Company services on the own- 
er’s timber represent an invest- 
ment which can be practical to the 
company only if the good manage- 
ment is practiced continuously over 
a long period of time. Therefore, 
the owner has the assurance that 
there is no incentive whatever for 
the company to over-cut or other- 
wise mistreat his timber.” 

DeLoach announced that the 24 
land-owners in the “West Tree 
Farm Family” boosted the number 
of “Tree Farms” in Georgia to a 
total of 92, including 1,025,908 
acres. He explained that the “Tree 
Farm” sign is a symbol of recog- 
nition for timberland owners who 
have “seen the light . . . and an in- 
spiration for other owners to fol- 
low suit.” 

Although it is acquiring timber- 
land which soon will be brought 
into the “Tree Farm” status, the 
West Lumber Company placed 
only 40 of its some 1,500 acres into 
the family management plan. And, 
besides the 4,300 acres in seven 
counties that it is servicing with 
scientific forest management, this 
lumber manufacturer is managing 
some 5,000 acres for 60 other land- 
owners in the northern half of 
Georgia. The major emphases now 
are on tree planting and improve- 
ment of timber standards in these 
private tracts. 

West’s chief forester and vice- 
president, Eddie T. Hawes, obtain- 
ed his bachelor of science degree in 
forestry at the University of Maine 
and then earned his master’s de- 
gree in forestry at Yale University. 
For 17 years he was employed by 
the U. S. Forest Service, mostly in 
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the South, promoting state and 
private forest conservation and 
management. He joined West in 
September, 1950, to head up this 
firm’s aggressive forestry program. 

In January, 1951, he was joined 
in this work by L. C. (Chunk) 
Hart Jr., a forestry graduate of the 
University of Georgia. Hart had 
served for 13 years with the Geor- 
gia Forestry Commission, in charge 
of forest management and as as- 
sistant director. 

To travel to and through the 
wood tracts under West Lumber 
Company management, Hawes and 
Hart each have a jeep. The firm 
also employs a tree planter and a 
pick-up truck in the reforestation 
program. With such a progressive 
outlook, the West Lumber Com- 
pany is a fast-growing, vigorous 
enterprise in its 58th year of lum- 
ber service. 

According to Ed DeMotte, dis- 
trict manager of American Forest 
Products Industries, Inc., ‘Tree 
Farm Families” have proved so 
successful for their sponsors in 
Mississippi and Georgia that ‘“doz- 
ens of other companies throughout 
the South are planning to organize 
similar programs and the idea 
promises to become an industry- 
wide movement.” 

Companies interested in this 
program may obtain full informa- 
tion and planning assistance from 
the nearest AFPI office or from 
headquarters at 1816 N. Street, 
N. W., Washington 6, D. C. 


STEIN WINS! 


(From page 38) 


Fredericksburg is the burning of 
Easter Fires on the surrounding 
hills the night before Easter. Tyrus 
Cox, Joe Stein’s son-in-law and a 
member of the firm, was an origi- 
nator of the Easter Fires pageant 
six years ago. He is now heading 
the Easter Fires Association for the 
second year. 

Foreword to the association’s 
new booklet, entitled “Legendary 
Tales—Easter Fires of Fredericks- 
burg,” explains the origin in these 
words: 

“A pioneer mother of Fredericks- 
burg is said to have created the 
story when her children were 
frightened by Indian war fires on 
the Fredericksburg hills. She told 
the children the fires were built by 
the Easter rabbit to cook Easter 
eggs in huge kettles and that the 
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The above figures* show the amount of air infiltration ex- 
pressed incu. ft. per min. per ft. of window crack at 25 miles 
per hour wind velocity. This comparison is proof that 
Zegers Dura-Seal Combination Metal Weatherstrip & Sash 
Balance provides more than 414 times the protection 
against air infiltration than both the American Wood 
Window Institute’s and the U. S. Dept. of Commerce 
commercial Standards. 


So use the best . . . it means satisfied customers and greater 
profits for you. Send now for new folder “Facts on 
Weatherstripping.” It tells why weatherstripping is essen- 
tial in today’s home construction. 
ZEGERS Incorporated 
8090 South Chicago Avenue, Chicago 17, Illinois 


*The figure for Dura-seal is the result of tests made by Robert W. Hunt 
Laboratories, an impartial, nationwide research organization. 


Qiecaweal 
COMBINATION 
METAL WEATHERSTRIP & SASH BALANCE 





Complete, Efficient Smooth, “Finger-Tip” 
Weather Protection Window Operation 
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little rabbits of the hills gathered 
wild flowers to place into the ket- 
tles for the rich tints in which the 
eggs are dyed.” 

Senior Partner Joe Stein, his 
sons and junior partners Harvey 
and J. D. Stein, and his son-in-law 
end partner Tyrus Cox effectively 
used the celebration of the Stein 
Lumber Company’s 6lst anniver- 
sary to improve both employee and 
customer relations. Over the slo- 
gan, “Builders of Better American 
Homes since 1892,” they ran full- 
page ads in both local newspapers. 

These ads contained 14 photo- 


graphs of Stein personnel at work 
in the Stein store, office, Johnson 
City mill, waiting on customers, 
discussing jobs, making Cabwalls 
and other millwork. The main text 
of the ads read, in part: 

“To mark our 6lst anniversary 
as a Fredericksburg, Gillespie Coun- 
ty and Hill Country business insti- 
tution, we are taking you on a pic- 
torial trip through our yard and 
planing mill in the pictures that 
appear on this page. 

“The story of our firm is one of 
continuing generations of men, 
machines, and materials that have 























“Operation Inferno’’ helps you 
sell more Dickey Clay pipe 


If you could peer into that kiln, you would see an amazing 
sight. The Dickey clay sewer pipe stacked inside is glowing 
white hot—like a light bulb. At fiery temperatures that would 
melt most metals, Dickey pipe becomes hard, strong, and 
durable. No wohder it is ideal for modern house sewers. Hot 
wastes of automatic washers don't soften it; pressure of 
earth doesn’t squeeze it out of shape. This important sales 
fact makes Dickey clay pipe better for you to sell. 


If it’s made of clay it’s good...if it’s made by Dickey it’s better 


Dickey Sanitary 


SF-WOeLCJE-VA-To MONE Bim ooh ol = 
ALWAYS IN DEMAND 


More than 2000° F. in that kiln! This skilled Dickey 
technician checks pipe temperatures with a pyrometer. 











W. S. DICKEY 
CLAY MFG. CO. 


Birmingham, Ala., Chattanooga, Tenn., 
Kansas City, Mo., Meridian, Miss., 
San Antonio, Tex., 


Texarkana, Tex.-Ark. 





been combined in a spirit of co- 
operation and pride in their work, 
to bring Fredericksburg one of the 
outstanding building services in 
the Southwest. 

“At Stein’s you'll find father and 
son working together in an estab- 
lishment now being managed by 
the second and third generations 
of the founder.” 

To improve its already good em- 
ployee relationships, the Stein 
Lumber Company on January 1 is- 
sued the first edition of its em- 
ployee policies, entitled “You and 
Your Company Policies.” This six- 
page document explains pay, in- 
surance, purchasing by employees, 
service pins, vacations, bonuses, 
discipline and conduct of employ- 
ees, honesty, etiquette, and loyal- 
ty. 

The Stein contest exhibit pointed 
out that “these policies were pre- 
pared by members of the firm but 
also passed on by key employees 
before final adoption. As conditions 
and situations change, we will have 
a committee of employer and em- 
ployees to amend these policies.” 

Distribution of these policy docu- 
ments to Stein employees was fol- 
lowed by an agreement that 
monthly personnel meetings would 
be held, in addition to the annual 
service awards dinner in July. All 
this will be the subject of a subse- 
quent feature in SOUTHERN BUILD- 
ING SUPPLIES. 

In a letter to his employee as- 
sociates in January, Joe Stein 
stressed these thoughts: 

“We want an organization based 
upon faith in men, on cooperation 
through understanding, and on the 
application of the Golden Rule as 
a guide for business as well as for 
personal living. 

“In public relations we are fall- 
ing short. Perhaps we have de- 
pended too much on our reputation 
to bring us customers. Those days 
are gone. Each one of us must work 
on public relations—each of us is 
a salesman. Good public relations 
is 90% what we DO and 10% what 
we SAY... . Our jobs here in the 
years ahead will be as secure as 
you choose to make them.” 


INSULATING SIDING 


(From page 39) 


versation is the end to maintenance 
costs of exterior walls after insu- 
lating siding is applied. 

Explain how the composition of 
insulating siding offers thermal and 
acoustical insulation and a sturdy, 
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end your search with 


OLORSHAKES 


If you have been “shopping around” in search of the cedar shake line of 
least customer resistance, it will interest you to know that southeastern 
building material dealers by the hundreds have switched to Colorshakes . . . 
and not a single one has changed from Colorshakes to another brand. 

Color quality of rare dependability is the reason for this unusual 
record of dealer satisfaction. 

You need only to see and compare Colorshakes to fully appreciate 
the quality difference created by our exclusive color process. 

Write, phone or wire collect for prompt information and service. 
Once you switch to Colorshakes, you’ll never switch again. 


COLORSHAKE CORPORATION 


MEMBER STAINED SHINGLE & SHAKE ASSOCIATION 


Oregon & Airport Way, Seattle 8, Washington 
Phone MUtual 0463 


all USING CERTIGRADE CEDAR SHINGLES EXCLUSIVELY 
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long-wearing exterior wall cover- 
ing. The base is made of tough 
wood fibers, reinforced with as- 
phaltic compounds. The weather 
side of this saturated board has a 
heavy coating of high-tempera- 
ture and weather-resistant asphalt 
into which colorful mineral gran- 
ules are firmly embedded. 

Point out how its insulating 
properties will save fuel in winter, 
keep the family cooler in summer. 
Most popular brands of insulating 
siding are equal in insulating value 
to three courses of brick veneer, 
nine layers of asbestos shingles, 10 
layers of asphalt shingles, 56 lay- 
ers of slate shingles, or 18 inches of 
solid concrete. 

One manufacturer figures sav- 
ings in fuel at $16.66 a year; paint 
cost at $75 every five years; re- 
pair to damage by termites, dry 
rot, etc., at $10 a year: decrease in 
depreciation at $20 a year; and 10 
cents a day for personal comforts 
such as decreased sound and wind, 
and improved health. Over a period 
of 20 years, these savings amount 
to $1,963—considerably more than 
most insulating siding installations 
cost. 

You can develop similar esti- 
mates for your own area. Once you 


have made several applications, 
you can use their exact fuel and 
other saving figures to quote to 
job prospects. 

Last year, the Federal Housing 
Administration in Washington ap- 
proved the use of insulating siding 
for new construction. This faith by 
FHA in the product’s increased 
popularity is a factor to bring out 
in explaining how inexpensively an 
old home or other structure can be 
improved and its value increased. 

Some dealers who do not feel 
able to stock large quantities of 
this material for themselves alone 
have become “B” jobbers — they 
will re-sell at a slightly lower rate 
to other dealers in town. In many 
cases, small dealers do just the op- 
posite—buy from a local jobber 
who keeps large stocks. 

Some dealers also have worked 
out agreements to share carloads 
of this material, which is shipped 
by manufacturers in mixed designs 
and colors. 

Be sure that the local public 
knows that you stock such siding 
or can obtain it readily from 
another local source. Place samples 
or advertising placards in the win- 
dow and in conspicuous places on 
the sales floor. 


Probably the greatest boost insu- 
lating siding sales have had during 
recent years was the introduction 
of the shingle designs. These have 
rapidly proved more popular than 
the imitation brick and stone. Last 
year, shingle design sales amount- 
ed to considerably more than all 
other designs combined. 

Dealers who are making good 
profits by promoting insulating sid- 
ing often have found that the best 
approach in newspaper and radio 
advertising is to stress a down-pay- 
ment and monthly payments for a 
typical re-siding job. You may even 
want to bring in the name of 
several local banks that will ar- 
range FHA financing of such im- 
provements. 

In addition to any advertising 
you may do, the Insulating Siding 
Association is working at all times 
to promote this product for you. 

From its headquarters at 530 
Echo Lane, Glenview, IIl., the as- 
sociation sends out periodically a 
one-page news service called Mod- 
ernization. This publication goes to 
2,039 weekly newspapers, 709 daily 
newspapers, 465 farm papers, and 
other publications offering infor- 
mation on ways to obtain better 
homes through modernization. 





Low Cost 
for Industrial and Commercial Buildings 


ORDER FROM STOCK! 


TIMBER FITTINGS (© 


JOIST HANGERS — Fit closely 
on all sides! Also adapted for stair 
well, chimney, light shaft and 
similar framing. Made of best 


open hearth steel. Single or double 
styles for every size timber. 


POST BASES — Made of 
steel plates and angles, welded 
to make a tight fit on all 
standard timber sizes. Greater 
load bearing capacity than 
other types of bases. 


IDEAL STEEL POST CAPS 
made of heavy, open-hearth steel plate 
and finished complete, ready to frame 
any arrangement of timbers coming 
into a post. Accurately sized in an efh- 
cient design that forms a complete cap 
around the post. Stronger, more con- 
venient than other types of post caps. 
APPROVED BY UNDERWRITERS’ 
LABORATORIES. 


WRITE NOW for Catalog —L™Q 


The Ideal 


1290 East 53rd St. . 


Hanger Co. 


Cleveland 14, Ohio 
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How to keep them down on 


A Certain-teed Saf-T-Lok Shingle Roof solves 
the farmer’s ‘‘blow up” problem. 


These long-wearing, fire-resistant asphalt 
shingles are an investment for any property 
owner. And you'll find the attractive T shaped 


On the house—on the barn—on any farm build- 
ing—Saf-T-Lok Shingles stay down, because 
each tab of each shingle tacks under and Jocks into 


design popular with the style-conscious farmer's 
wife of today. Give the farmer Saf-T-Lok 
Shingles for one building and he'll want them 


the shingles around it, creating a tightly inter- for the rest! 


woven roof of virtually one piece that cannot Available in all the popular colors—all in 
be blown apart by high winds. grained surface. 
P\\ I /7 
.Certain-teed / 


BUILDING 
PRODUCTS 
ASPHALT ROOFING * SHINGLES + SIDINGS 
ASBESTOS CEMENT ROOFING AND SIDING SHINGLES 
GYPSUM PLASTER * LATH * WALLBOARD + ROOF DECKS 
ACOUSTICAL TILE INSULATION FIBERBOARD 


Quality made Certain .. . Satisfaction Guaranteed 


CERTAIN-TEED PRODUCTS CORPORATION 


ARDMORE, PENNSYLVANIA 
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DEALERS in the 


NEWS 





OKLAHOMA 


LAWTON: Jack Knight, manager 
of the Rounds and Porter Lumber 
Co. in Frederick, has been trans- 
ferred to the yard at Lawton. The 
new Frederick manager, B. G. 
Bunkley, was transferred from the 
company yard at Blair. 


BUFFALO: Floyd (Bus) Couch, 


assistant manager of the Home Lum- 
ber Co. and manager of the Selman 
baseball club, lost two fingers in an 
accident recently. He was pointing 
some slope stakes on a power saw 
when one stake was thrown from his 
hand and his hand pulled into the 
saw. 

BROKEN ARROW: Robert Lemon, 
a part-time employee at the Currell 
Lumber Co. under the distributive 





NOW ... 
2 factories 
trying to keep 
up with demand 


the way it arrives on the job, door already 
hung on the frame, already fitted for lock. 
The door is put together at the factory by 
EXPERTS—swings free, locks tight. Takes 
only a semi-skilled carpenter to put up a 
perfect door-fitting job in 20 minutes or 
less. When a product saves builders THAT 
much time, trouble and money, gives them 
a better-looking job to boot, demand is 
BOUND to go soaring. That’s why 2 


plants were needed to meet the demand. 


NATIONAL WOODWORKS 


Box 5416, Birmingham 7, Alaa. 


NATIONAL DOOR UNIT CORP. 
123 East Griffith St., Charlotte 3, N. C. 


Door Unit 


Quicker Jobs for Builders 
Bigger Sales for Dealers 


No Wonder Demand Soars 


This is a National Ready-Hung Door Unit 


National 


Order from your jobber, 
or write us for his address 





educational program, was notified 
recently that his merchandise man- 
ual placed eighth in the national 
competition. His manual was con- 
sidered best in Oklahoma. 


MUSKOGEE: New “boss” of the 
Muskogee Lumber Co. is Ira L. Boss. 
He served the company three years 
before being promoted to manager. 


BLANCHARD: The Carey Lum- 
ber Co. recently held “open house” 
to introduce its remodeled yard, dis- 
play rooms, and offices on South 
Main Street. Manager Clinton Dunn 
reports that the store features the 
latest ideas in modern planning for 
lumber yards. A door prize was 
awarded each hour to customers 
visiting the yard. 


LINDSAY: The Stephenson- 
Browne Lumber Co. recently cele- 
brated its 50th anniversary. It was 
established when that part of the 
state still was Indian territory and 
was known as the Carey-Lombard 
Lumber Co. It took on its present 
name in 1923. The late O. D. Wim- 
berly was first manager, and his 
wife still lives in Lindsay. C. R. 
(Charley) Miller is present manager. 


KENTUCKY 


PARIS: The Bourbon Lumber Co. 
joined two national manufacturing 
companies in playing host for a 
builders and contractors meeting re- 
cently at the vocational high school. 
Some 50 persons attended to hear 
discussions on trends toward dry- 
wall interiors, versatility of asbestos 
siding and shingles, and simplicity 
of use of gypsum sheathing. 


GEORGIA 


BLUE RIDGE: C. W. Kiker, owner 
of the Ellijay Lumber Co., has donat- 
ed a lot across from his plant for a 
forestry unit. The building to be 
built will be 30’ by 40’ and will pro- 
vide office space and storage room 
for fire fighting equipment. Funds 
for operation will be provided by 
interested local citizens. 


ATLANTA: The Service Supply 
and Lumber Co. is a new firm to be 
opened here on the Roswell highway. 
It will specialize in “help yourself” 
service. Ernie Knowles is part own- 
er and manager. 


MACON: The McNair Lumber and 
Supply Co. recently celebrated its 
20th successful year of business. 
Macon citizens were informed of the 
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Heres the name that will hep you meet competition! 
Johns-Manville 


Millions read and hear about Johns-Manville quality 
building materials every day! 


EOS HN ey 
ee » = 
guest arin m 


Week after week, month after 
month, all through the year, 
your customers see Johns- ‘i [ 
Manville Building Materials - \ Pe ; j 
advertised in all of these i ts _\|Collier's z| ' 
influential magazines with a i 
combined circulation of over 17 

million! 





fll 


On the nation’s largest network, 5 
nights each week, your customers hear 
about Johns-Manville products on 
Bill Henry’s News Program. Broad- 
cast over 450 stations covering the 
entire country, this popular program 
reaches an audience of about 14 
million every week in the year. 


|. Ask your J-M representative to show you 
” our complete line of promotional materials 
to help you capitalize on the consumer ac- 
ceptance of the J-M name. Johns-Manville, 
pee 22 E. 40th St., New York 16, N. Y. 


Johns-Manville 


PRODUCTS 
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occasion by a two-page advertise- 
ment in the newspaper that pictured 
most of the company’s personnel, six 
scenes of its yard operations, and 
listed the many materials and serv- 
ices it offers to home-owners. 


LOUISIANA 


RUSTON: Builders’ Lumber Yard, 
Inc., has been chartered here with 
capital stock listed at $100,000. 


NAMOU: L & M Building Supply, 
Inc., here has capital stock listed at 
$10,000 in its incorporation charter. 


BATON ROUGE: The Harding 
Field Lumber Co. has been granted 
a charter of incorporation, with 
capital stock listed at $3,000. 


NATCHITOCHES: The Natchi- 
toches Lumber Yard has a new 
charter. Capital stock was listed at 
$150,000. 

ALEXANDRIA: A charter of in- 
corporation has been granted the 
Cappel Lumber Co. here. 

SPRINGHILL: Webster Builders 
Supplies was granted a charter of 
incorporation, listing capital stock of 
$41,000. 





NATIONAL GUARD SCREEN 


DOOR GRILLES ARE +¥dJustable 


Yes, they fit all popular size 
doors. (Size “S” for regular 
Screen Doors. Size “C” for 
Combination Doors.) Hand- 
crafted steel scroll work fea- 
tures two coats of white enam- 
el! Life-like figurines are of cast 
aluminum — NOT stamped! 
These beautiful Grilles list from 
$6.50 to $21.50! 


MIN. 
Sup Z@ 


Ce sacs: 
MN, 
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ONE OF 
8 MODELS 


LIST PRICE 


We NATIONALLY 
—_—_— 
ADVERTISED IN 
—_——— 


BETTER HOMES 
ANDO GARDENS 


@ HOUSE BEAUTIFUL 
@ LIVING 


@ SUNSET 


SEND FOR ILLUSTRATED BROCHURE 


IF YOUR DISTRIBUTOR CANNOT SUPPLY YOU WRITE US DIRECT. 


NATIONAL GUARD PRODUCTS, INC., 540 JACKSON AVE., MEMPHIS, TENN. 





ARKANSAS 


CONWAY: Willis Watkins Jr., who 
recently returned from active duty 
in the Navy, has joined: the Adams 
Lumber Co. as sales manager. Dur- 
ing his last stay in the service, he 
was commanding officer of an auxil- 
iary minesweeper in the Atlantic. 


TUCKERMAN: The Deaux Build- 
ers Supply Co. has been incorporated 
by H. W. Deaux, Bernice Deaux, 
Claude Grable, L. J. Crabb, O. J. 
Blagg, and J. L. Young. 


WEST MEMPHIS: The Manning 
Lumber Co. has been appointed the 
dealer in this area for General Elec- 
tric air-conditioning units. 


ALABAMA 


PIEDMONT: The J. O. Bennett 
Lumber Co. has a modern new brick 
building with a general office, two 
private offices, two waiting rooms, 
with paneled interior. 


MISSOURI 


CARROLLTON: Artie R. Warren 
has bought the interest of Paul 
Sailor in the Warren-Sailor Lumber 
Co. It now is known as the Warren 
Lumber Co. Warren has taken his 
son, Kenneth, into the business. 


WELLSVILLE: W. J. Shearmier 
became manager of the LaCrosse 
Lumber Co. here recently. He moved 
here from Montgomery City, where 
he had been with the company yard 
for two years. 


SULLIVAN: Charles Slezak is 
new manager of the W. H. Powell 
Lumber Co. Ralph Van Nida was 
transferred to the company yard at 
Pacific. 


ROCK PORT: Hubert Souder, 
manager of the Rock Port Lumber 
Co. since 1950, has left for Carrollton, 
Mo., to join the J. E. Waddill Lum- 
ber Co. He was succeeded here by 
Dan Wilds, formerly employed by 
the Bentley Grain Co. 


KEYTESVILLE: The Keytesville 
Lumber Co. recently held a formal 
opening in its remodeled sales room. 
Manager R. E. Petit and staff pre- 
sented door prizes and souvenirs. 


SIKESTON: E. H. Smith has re- 
tired as yard foreman for the E. C. 
Robinson Lumber Co. He has served 
40 consecutive years under several 
owners. 


LEBANON: Charley Blakeley re- 
cently received a gold wrist watch in 
recognition of 25 years’ service with 
the Burgner - Bowman - Matthews 
Lumber Co. 


WHEATON: The Calhoon-Putnam 
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THE PROTECTIVE FINISH THAT ENRICHES THE 
COLOR, RESISTS DIRT, STAINS AND WEATHER 


ADDS NEW SALES APPEAL TO SENSATIONAL ASBESTOS-CEMENT 


Color-Grained Siding 


First, Ruberoid introduced decorator colors and “shake” texture. Now, Ruberoid 
scores again with a revolutionary protective finish for Color-Grained asbestos- 


cement Siding that keeps colors bright and clean .. . resists dirt, stains and weather. 


Only Color-Grained Siding offers you all the sales benefits of economy, beauty 
and permanent color protection. See your Ruberoid salesman. Get your order in 
now for increased siding profits. The Ruberoid Co., 500 Fifth Ave., N. Y. 36, N. Y. 


*Patent Nos. 2307733, 2307734, others pending 


The RUBEROID Co. 


ASPHALT AND ASBESTOS BUILDING MATERIALS 
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CHAMPION 


THE BONDERIZED 
BASEMENT WINDOW 
OF EXTRA VALUE 














VENTILATION 


BOTTOM 
VENTILATION 


REMOVABLE 
SASH 


14-gauge electrically welded frame, 
fins welded to jamb for quick in- 
stallation and double contact with 
leak-proof watershed sill. A plus 
value incorporates a redesigned 
latch which assures positive opera- 
tion under all conditions. 


Also ask about the extra value in: 


VENTO “THRIFTY” BASEMENT WINDOWS 

VENTO FORMED STEEL LINTELS (FOR BLOCK 
AND BRICK CONSTRUCTION) 

Vento “Champion” Barred Basement Windows 

Vento “Champion” Utility and Barn Windows 

Vento Thrifty Utility and Special Type Windows 


Write us for full information 


Some desirable territories are open 
for representatives and distributors. 
Write for particulars. 


STEEL PRODUCTS 
CO., Inc. 


253 Colorado Ave., Buffalo 15, N. Y. 


HOLY, 0932. . 0: 





Lumber Co. recently bought the 
stock of the Thomas Lumber Co. 
E. L. Thomas is retiring from busi- 
ness. 


DEXTER: John DeArman has sold 
an interest in his lumber firm here 
to Velt Hart and J. J. Hinze. Hinze, 
a local contractor, will be in charge 
of the yard. DeArman recently was 
elected pastor of the Grey Ridge 
General Baptist Church. 


ROLLA: The first 1,000 ladies 
visiting the Herrman Lumber Co. 
“open house” recently received small 
orchid corsages. The occasion cele- 
brated the firm’s second annual paint 
festival. 


KANSAS CITY: Three adminis- 
trative shifts have been announced 
by the Sweet Lumber Co. Ben R. 
Lantz was transferred from Omaha 
to manage the Kansas City plant. 
George W. Crittenden is new mill- 
work manager here. He was man- 
ager of the Wichita yard. Don B. 
Hanley, sales representative, was 
promoted to manager of the carload 
sales department. 


NORTH CAROLINA 


WINSTON-SALEM: The _ South- 
side Builders Supply, Inc., received 
a charter of incorporation from the 
state, listing capital stock at $100,000. 
Owners are T. W. Seamon, Kathleen 
P. Seamon, and Claude Hicks. 


DUNN: A new industry opened 
here late in May, the Ready-Mixed 
Concrete Co. O. W. (Billy) Godwin 
is president. The $75,000 plant is the 
first in this area and has a capacity 
of 300 yards of concrete daily. The 
firm will keep three trucks in opera- 
tion. 


KANSAS 


DUNLAP: R. C. Collins and his 
wife, Flora, recently celebrated their 
40th wedding anniversary. Collins is 
manager of the Hardman-Snowden 
Lumber Co. at Americus. He also has 
served as a Methodist preacher and 
as a state legislator. 


JETMORE: The Lindas Lumber 
Co. recently held “open house” for 
the public to see their remodeled 
building. 


WASHINGTON: The Foster Lum- 
ber Co. has bought a 40’ by 80’ metal 
warehouse to increase storage space. 
The building will be either torn 
down or remodeled in the fall. 


MARQUETTE: Because of failing 
health, L. E. Thorne has resigned as 
manager of the B. B. M. Lumber 
Co. here. He had held that position 
for 14 years. His successor is Tom 
Spunaugle, who moved here from 
Blue Rapids where he was assistant 


manager. The Thornes have left for 
a trip to the West coast. 


CONWAY SPRINGS: The Talbert 
business property here, including 
the G. A. Talbert Lumber Co. has 
been assigned by Mrs. Talbert to 
her son-in-law, Elmer Corn. Man- 
ager Phil Casselman has looked after 
the firm since Talbert’s death. No 
change has been made in company 
personnel. 


SALINA: Munson Mill Works, 
Inc., has been granted a charter. In- 
corporators are Julius Munson, 
George E. Acker, and Roland Mun- 
son. 


LeROY: Jim Horalek is new man- 
ager of the LeRoy branch of the 
Whelan Lumber Co. He moved here 
from Topeka, where he has worked 
for the Long-Bell Lumber Co. 


YATES CENTER: The Whelan 
Lumber has bought the lumber and 
hardware store here of the J. B. 
Houston and Sons Lumber Co. €al 
Patterson continues to manage the 
yard for the new owners. He says 
the firm is being remodeled to in- 
clude more office and storage space. 


LEONARDVILLE: Raymond 
Brown has moved here to manage 
the Alexander Lumber Co. 


CAWKER CITY: Raymond Briney 
is new manager of the Cawker City 
Lumber Yard. He formerly was as- 
sistant manager of the Hardman 
yard at Russell. 


ARKANSAS CITY: Archie Ed- 
wards is new manager of the Hous- 
ton Lumber Co. here, succeeding 
John Helm. He formerly was with 
the Thurston Chemical Co. in Okla- 
homa City. 


LEBO: The McdAllister-Fitzgerald 
Lumber Co. has all new display 
shelving. The improvements have 
provoked approving comments by 
regular customers. 


ASHLAND: The Home Lumber 
and Supply Co. recently held its 
48th annual banquet for employees. 
The men gathered at 4:30 p. m. for 
a business session.- Then the entire 
group enjoyed an evening of enter- 
tainment. 


NEWTON: Henry Ammann has 
been made new manager of the 
Rounds and Porter Lumber Co. here. 
He moved from Belle Plaine. 


HUMBOLDT: New manager of the 
Clark Lumber Co. here is Hubert 
Hopkins. Previously he managed the 
Finley yard in LeRoy. 


BELLEVILLE: A testimonial din- 
ner recently honored Charles Day, 
who has completed 49 years in the 
lumber business. He is retiring after 
serving 26 years with the Sanborn 
Lumber Co. Among the 35 persons 
present were Sanborn managers 
from Scandia, Chapman, Concordia, 
Deshler, and Wakefield. 
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FLORIDA 


JACKSONVILLE: The Hinson 
Lumber Co. recently opened here on 
West 33rd Street. It handles framing, 
sheathing, flooring, sidings of many 
types, plywood, gypsum board, nails, 
kitchen cabinets made to order, and 
other millwork. 


MIAMI: Two of the oldest and 
most prominent building supplies in 
the Greater Miami area have an- 
nounced a merger — Maule- Indus- 
tries, Inc., and the Alfred Destin Co. 
The transfer of assets of the Destin 
firm and its affiliates to the Maule 
interests was accomplished by issu- 
ing Maule common stock to Dan B. 
Ruskin and Max Orovitz. Both Oro- 
vitz and his brother, Major Maurice 
M. Orovitz, now hold Maule execu- 
tive positions, and Ruskin also will 
maintain an active interest in the 
consolidated firm. 


MISSISSIPPI 


NATCHEZ: The Nugent-Moffett 
Lumber Co. has been incorporated 
here with capital stock listed at 
$150,000. 


MERIDIAN: Capital stock for the 
newly-chartered Jet Lumber and 
Building Supply Co., Inc., here is 
listed at $50,000. 


VICKSBURG: The Contractors 
Lumber and Supply Co. has moved 
to a new location at the corner of 
Linn and Popular streets. 


MARYLAND 


ROCKVILLE: The Wire Hardware 
and Lumber Co., successor to Wire 
and Lanier, has bought the entire 
building so it can use the half previ- 
ously occupied by Lanier’s appliance 
department. 


TEXAS 


ROANOKE: H. M. (Mack) Howe 
has opened a new building supply 
business here on the site of an old 
lumber yard. W. E. Adams will 
manage the firm. Howe also recently 
opened up a new residential sub- 
division named the Henry Howe 
Addition, in honor of his late father. 


FREDERICKSBURG: Leo Blanch- 
ard Jr. is new manager of the 
Temple Lumber Co. yard here, suc- 
ceeding Lorenz Bading. Bading has 
joined Richards and Krueger in New 
Braunfels. 


DENISON: James D. Corcoran has 
been promoted to yard manager of 
the Lingo-Leeper Lumber Co. He 


succeeded Mike Spillman who is 
now in Irving, managing the Dallas 
County Lumber Co. 


SAN ANTONIO: The new Sunset 
Lumber Co. has brought together 
several people who have long been 
in the lumber business. Bob Burney 
is general sales manager, George 
Wolfgang, estimator and construc- 
tion advisor, and Martin H. Klenke, 
cashier. 


PAMPA: Cecil (Spud) Dalton is 
new manager of the Panhandle 
Lumber Co. here. 


SEYMOUR: The Morrison-Smith 
lumber yard recently underwent a 
“face lifting.” The entire building 
has been painted gray. Twenty 
square feet of floor space was added. 
The front is finished in eight-inch 
siding. 

SWEETWATER: The Burton-Lin- 
go Lumber Co. will have a modern 
masonry building to replace its pres- 
ent structure. The old building and 
site must be given up to make way 
for an underpass. 


BROWNWOOD: Glen Hutton has 
resigned as manager of the William 
P. Carey Lumber Co. branch here. 
His place was filled by James D. 
Bryce, who came from Stillwater. 


ARLINGTON: The Consumers 
Building Supply Co. recently opened 





CARPENTER NAIL APRONS 


No. 111-0 17” x 22” 


Made of full weight, square yard 
base duck. Lettered in any one color, 
bound up both sides. Double stitched 
neck band prevents rolling. Flared 
pockets, bar tacked at all points of 
sirain. SHIPPED PREPAID. 





50 100 
9.93 Oz. White jw .48 .43 
8.69 Oz. White .46 41 
Orange or Khaki (Specify) 54 49 


No. 112-0 8” x 18” 


Same material as No. 111-0. Bound 
and double stitched waist band across 
top. Flared pockets, bar tacked at all 














FOXWORTH 
GALBRAITH 


LUMBER CO 


ss =i” 
of ag 
Letters Both Sides 
Same Copy Add 


250 500 IM 
42 ~««Al 
39 38 = «.37 
47 «6.465 


16” x 16 
Letters Both Sides 
Same Cony Add 


.40 12" a 32” 


TRAFFIC FLAGS 


Wire loop in top for attaching to load and 
keeping fleg unfurled. SHIPPED PREPAID. 


No. 121 — Good Quality Red Cloth. — 


100 250 500 1000 2500 5000 
12%x 12" .17 .18 .14 .13% .13 .12% Ea. 
16" 216" 26 28.238 22. -: U& 
Prices include imprint one side in aluminum 


No. 12% — Red Duck—Stenciled one side in white— 


100 250 500 1M 21%4M 5M 
21 20 19.18 é ga aa 
SB Den RB ee 


03 .023%4 .02%2 .02% .02 .011%2 Ea. 


No. 126 — Plastic Film—Stenciled one side in Silver. 


100 259 500 1M 2¥4M 
AQ 17 16 BY Ms" iat 
29 (27 (26 «(2538 125 (28% 
03 0234 02% 02% 02 .01% 


No. 116-0 


CEMENT OR LEG APRON 


29” wide, 34” long. Metal fasteners on leg 
bands. Large pockets as illustrated. No charge 
for imprinting if ordered in lots of 50 or more 
or with No. 111-0 nail aprons and the same 
copy used. Otherwise, add $2.50 for imprint- 
ing any quantity. For longer length add 2c per 


points of strain. SHIPPED PREPAID. 


50 100 250 500 IM 1 
9.93 Oz. White a. Be: a ee ee 
8.69 Oz. White as S328. £6 23>. 
Orange or Khaki (Specify) 36  ~=«.31 > ee 


BONE-CROW COMPANY 


MANUFACTURERS 
WACO, TEXAS 


inch on white, 3c per inch on waterproof. 
9.93 oz. White duck ett anise _. $1.10 Ea. 
2.41 oz. Khoki waterproof 


No. 118-0 


YARD APRON 


29” Wide, 36” long. Large kets as illus- 
trated. No charge for imprinting if ordered in 
lots of 50 or more or with No. 111-0 nail 
aprons, and same copy used. Otherwise, add 
$2.50 for imprinting any quantity. For longer 
length add 2c per inch on white, 3c per inch 
on waterproof. 
9.93 oz. White duck 


Fabric Div. ° 12.41 oz. Khaki waterproof 
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No stock to buy... 
no charge for display 


e008 12 EEE 


af 


Here are displays which are 
refreshingly different—modern in 
design, traffic-stopping. And you 
pay only the cost of the applied 
hardware (as shown). There’s no 
charge for the display piece, no 
stock to buy. Order your Stanley 
Cabinet Hardware point-of-sale dis- 
play by number from your dis- 
tributor today. 


The Stanley Works, New Britain, Conn, 


Reg. U.S. Pat. Off. 


HARDWARE ® TOOLS ® ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 


78 





in a new building at 601 East Main 
St. Manager Cecil Mayfield says his 
firm offers free home-planning serv- 
ice and estimates. 


GARLAND: The Simms-Moore 
Lumber Co. has built offices and a 
warehouse here. The firm operates 
yards in Carrollton and Dallas. The 
yard here is on Kingsley Road, just 
off Highway 78. 


MUENSTER: The Muenster Ma- 
chine Shop and Community Lumber 
Co. are now separate business con- 
cerns. Originally owned by three- 
and four-way partnerships, the ma- 
chine shop is now run by Lawrence 
and Louis Roberg; the lumber yard 
by Jerome Pagel and Rody Klement. 


KERMIT: D. A. Lawson recently 
held “open house” to celebrate the 
seventh successful year of business 
for his Lawson Lumber Co. The af- 
fair was held in a new brick build- 
ing that triples his old display and 
warehouse space. 


YOAKUM: W. L. Erwin, owner of 
the Woodring-Meyer Lumber Co., 
has been elected city commissioner. 


MIDLOTHIAN: James McFarland 
is new manager of the William 
Cameron and Co. yard here. He suc- 
ceeded H. W. Fagg, who resigned to 
manage an insurance agency. 


PORT ARTHUR: The B. G. Cren- 
shaw Supply has moved into its new 
store on the Beaumont Highway. 
B. G. Crenshaw and his wife operate 
the business. . . . The Jeffco Lumber 
Co. here also has a new store. It 
held “open house” April 8. 


WACO: The Flora B. Cameron 
Foundation has made a donation to 
Baylor University here for four 
scholarships. They are available to 
children of William Cameron em- 
ployees ... F. R. Weddington, presi- 
dent of Wm. Cameron & Co., is a 
new member of the board of direc- 
tors of the Texas Central Railroad 
Co. 


HOUSTON: I. Olshan, owner of 
the Olshan Demolishing Co., local 
retail building material firm, has 
been elected president of the board 
of directors of the Houston Street 
and Newsboy Club, Inc. 


MARSHALL: Harvey Phillips is 
president of the new Phillips Lum- 
ber Co. here. He has served as gen- 
eral manager of four yards in the 
last 14 years. He entered the retail 
lumber business in 1936 as helper 
on a delivery truck. 


TENNESSEE 


MEMPHIS: The Bartlett Builders 
Supply, Inc., has amended its char- 
ter to change the name to West 
Coast Lumber Sales, Inc. A C. Rus- 
sell and F. L. Russell are president 
and secretary respectively. 


SOUTH CAROLINA 


GREENVILLE: To engage in mill- 
work and lumber manufacturing, 
W. H. McCauley and Sons, Inc., has 
been chartered here with $60,000 
capital stock limit. Henry R. Mc- 
Cauley is president. 


GREENVILLE: Harold B. McKin- 
ney and W. Roscoe Jones have open- 
ed the Builders Lumber, Hardware 
and Supply Co. here. Jones is a well- 
known.- local contractor. 


OBITUARIES 


FREDERICK WM. SCHAEFER SR., 
82, died on May 24 after two years’ 
illness at the home of a son in 
Memphis, Tenn. He moved from 
Ohio to Memphis as a youth and was 
associated with the St. Louis Lum- 
ber Co. He served as an inspector 
for the National Hardwood Lumber 
Assn., operated sawmills in Miss., 
La., and Tex., and retired in 1937. 
He was a member of the Presby- 
terian Church, the IOOF, and 
Knights of Pythias. He leaves four 
sons—all engaged in the jobbing of 
stock millwork. They include Os- 
borne, Milton P., and Fred W. 
Schaefer Jr., of Memphis, and David 
C. Schaefer, of Atlanta. 


V. F. WALLACE, of the Wallace 
Lumber Co. in Fort Stockton, Tex., 
died on May 27 following surgery at 
a Marlin hospital. 


WM. SLOAN CHAPMAN, 57, owner 
of the Chapman Lumber Co. in New- 
berry, S. C., died at his home June 7 
after a year’s illness. He was an 
Episcopalian, Mason, and Shriner. 
His wife and step-son survive. 


MILLARD ELLIS, 49, partner in the 
Ellis Building Supply Co. at Largo, 
Fla., died at his home there on June 
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8. Survivors include his wife, two 
sons, and two daughters. He moved 
to Florida from Wisconsin five years 
ago. 


WILLIAM R. BALL, 73, owner of 
the Ball Lumber Co. in Bryan, Tex., 
died late in May. He leaves four 
daughters and five sons. 


oO. C. CHAMBERS, 72, a livestock 
and lumber man and pioneer of Dal- 
las, Tex., died May 16. In 1940 he 
bought an interest in Chambers, Inc., 
a lumber firm, which he retained 
until his retirement in 1948. He 
leaves a wife, son, and two daughters. 


RALPH E. RINARD, 75, owner of 
the Elk Lumber Co. in Montgomery, 
Ala., died May 17 at his home. He 
was a trustee of the Wesley Metho- 
dist Church and headed the purchas- 
ing committee for the new church. 
His wife survives him. 


K. E. McKINZIE, 29, manager of the 
AAA Lumber Co., recently died of a 
heart attack at his home in Waco, 
Tex. He leaves a wife, two sons, and 
his father. 


I. D. MITCHELL, 60, manager of the 
Fullerton Lumber Co. in Albany, 
Mo., died following recent brain 
surgery. He had also managed a yard 
at Pocahontas, Iowa, and worked for 
several other lumber firms. The last 
of a family of two sisters and two 


brothers, he is survived by several 
cousins. 


HUGH EDGAR McCULLOUGH, 55, 
manager of the Barnes and McCul- 
lough Lumber Co. for the past 30 
years, died in Hico, Tex., of a heart 
attack. The firm includes yards in 
Hico, Stephenville, Llano, and Gold- 
thwaite. He was a member of the 
City Council and a school trustee. 
Surviving are his father, wife, and 
two daughters. 


JAMES OSCAR MOTSEMBOCKER, 
67, died of a heart attack recently. 
He had managed the Davison-Case 
Lumber Co. in McLeod, Okla., for 
18 years. He was a 32nd degree 
Mason and deacon in the Baptist 
Church. He leaves a wife, two 
daughters, and a son. 


Four WCLA Men Retire 


Four veteran lumbermen retired 
from the service of the West Coast 
Lumbermen’s Assn. on June 30, ac- 
cording to H. V. Simpson, executive 
vice-president. 

Oldest in point of service is Ralph 
D. Brown. He had been assistant 
secretary manager of WCLA for 
many years, having joined the 
association in 1913. 

A 34-year veteran, Emil Hanson 


joined the WCLA in 1919 to work 
in the traffic department. He has 
been assistant traffic manager. 

Another traffic veteran is Freight 
Claims Agent W. E. Franklin. He 
went to work for WCLA in 1918. 
After two short stays as lumber 
company traffic manager and with 
two leading steamship firms, Frank- 
lin came back to the lumber trade 
group in 1936 to stay. 

Fourth executive retired is Paul 
E. Kendall, WCLA advertising man- 
ager since 1946. He has been a na- 
tionally-known lumber promotion 
authority for over four decades. 


Gypsum Chairman Honored 


Melvin H. Baker, chairman of the 
board of the National Gypsum Co., 
was honored by Carson-Newman 
College in Jefferson City, Tenn., 
after making the commencement ad- 
dress. Dr. Harley Fite, president of 
the 102-year-old institution, con- 
ferred upon Baker the degree of 
doctor of commercial science. 

Baker spoke on achieving success 
in any line of endeavor. He used a 
Shakespearean quotation as _ his 
theme, “To thine own self be true 
and it must follow as the night the 
day, thou canst not then be false to 
any man.” 





more profit...less inventory with 
HAWKINS metal HIDE-A-STAIRS (for attic) 


OTHER HAWKINS “MONEY MAKERS” 
ADJUSTABLE WINDOW GUARDS 


Wrought steel, adjusts to fit any 
window—attractive, yet simply 
Installed or re- 
‘moved quickly with special 
jkey. No need for large stock 
with the HAWKINS guard. 


designed. 


Write for folder. 
HAWKINS ADJUSTABLE RAILINGS 
SAVE CUSTOMERS UP TO 200% 


These A, ES ser- 
vice, prefabricated rail- 
ings are guaranteed to fit 
any normal porch or step 
arrangement. You can fill 
orders from customer's 
rough sketches. Elimi- . 
nates expensive drawings 
and saves time and mon- 
ey. Use inside for stairs, 
outside for porch or ter- 


sen MAIL BOX STAND 





and straps for easy assembly. 


standard mail box. 


HAWKINS IRON COMPANY, INC. 


DEPT. SBS ° 


315 NORTH FOURTH STREET ° 


5 Ft. Stand of strong steel tubing with 
scroll of French Quarter design is 


finished in black weather-proofed 
| ie enamel. Packed Complete with bolts. 


% NEW! LIGHTWEIGHT 
% PACKED FOR EASY 


te MEETS ALL F.H.A. 
REQUIREMENTS 


% COMES COMPLETELY 
ASSEMBLED 


HANDLING & INSTALLATION 


Precision built for safety and 
durability, this HAWKINS All- 
Steel HIDE-A-STAIR is simple 


and fast to operate. Adds to the 
sales value of any home and with 
a little push can be a real profit 
maker for you. Prompt shipment 
from factory eliminates large in- 
ventory, takes up little room to 


stock. 


Can double for use as 


attic fan opening Has adjustable 
spring tension and has been pre- 


tested for poundage pull 


Fits 


BIRMINGHAM 4, ALABAMA 
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Backed by 12 years 
development and use 


- 


TYPE “A” 
PLASWOOD 
PANEL 


An extra-strength panel board, 
made from specially treated long 
wood fibers. Made in two densi- 
ties—one as sidewall sheathing 
—one as underlayment for as- 
phalt and rubber tile, linole- 

um, wall to wall carpeting. 


High resistance to indenta- 
tion — exceptional nail- 
holding power — strong 
bracing qualities — 
these, along with posi- 
tive lower cost of Plas- 
wood make it the 
answer to stronger, 

more economical 
construction. 


ca 


Southern Plaswood Corporation 
Hope, Arkansas 


Send this coupon today. ° 
Southern Plaswood Corporation 
Post Office Box 123 

Hope, Arkansas 

Please send me the facts about Plaswood 
and the name of your nearest jobber or 
dealer. 


1 om: 
0 Home Owner O Contractor 


O Moterial Dealer 0 Architect 





IT CAN HAPPEN HERE 


(From page 31) 


low socialists that they introduce 
young men into government bureaus 
where “one good man with his eyes, 
ears and wits about him, inside the 
department . . . can do more to per- 
fect the technique of control over in- 
dustry than a hundred men outside.” 
He goes on to summarize the various 
methods which had been used in the 
effort to gain control of the electric 
utility industry — recommending as 
most effective the setting up of 
power authorities such as Muscle 
Shoals, Boulder Dam, and on the St. 
Lawrence. The article closed by 
stating: 

“Our long-time aim is the abolition 
of the profit system for private use. 
Our strategy is to make and take 
every opportunity to prove that it 
works. We must force our experts on 
agriculture, trusts, coal, power, sub- 
ways, housing, milk, etc., to tell us 
correctly what the next steps are, 
and then take them and identify our- 
selves with their success.” 

Having discovered a copy of this 
blueprint, we immediately went in 
search of the author. We found him 
following out his own _ blueprint 
exactly. His location was in the De- 
partment of the Interior. He was, in 
fact, head of the Power Planning 
Division of that bureau. 

The electric utility industry sud- 
denly and violently woke up to the 
situation. We already had two strikes 
on us from the activities of the 
socialists of this country. Our natural 
allies, the rural electric cooperatives, 
had been taken over and were being 
exploited by the Federal bureaus in 
Washington. Super cooperatives had 
been formed in 1941 to build heavy 
transmission lines and generating 
plants to serve not only electric co- 
operatives but every power industry. 
Despite war-time copper limitation 
orders, the REA went blithely on, 
duplicating our existing lines and 
wasting tons of the scarce metal. 

Finally, the activities of the REA 
became the subject of a congres- 
sional investigation, as a result of 
which many of its top men were 
fired and there was a complete re- 
organization of this agency. Claude 
R. Wickard was induced to step 
down from the position of Secretary 
of Agriculture to take charge as 
administrator of REA. His good 
name was necessary to remove the 
stigma left by the preceding ad- 
ministration. 

In 1944, what was known as the 
Omnibus Flood Control Bill of 1944 
was enacted into law by Congress, 
providing for a sales agent for the 
power and energy incidentally pro- 
duced at multiple-purpose projects 
constructed by Federal funds. The 
bill named the Secretary of the In- 
terior as such sales agent. Obviously, 


BUILDING 
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“Well, ya didn’t haft insult the 
dealer’s Knotty Pine.” 


New AFPI Office for Md. 


A new field office of the American 
Forest Products Industries in Harris- 
burg, Pa., will serve Pennsylvania, 
New York, New Jersey, Maryland, 
and Delaware. The Harrisburg office 
will be headed by Harold D. Ellis, 
former Troy, N. Y. newspaperman. 

Establishment of a Harrisburg of- 
fice will make it possible to provide 
better services for the lumber, pulp 
and paper, and allied wood-products 
industries in the Middle Atlantic 
region, explained C. A. Gillett, man- 
aging director of American Forest 
Products Industries. 





this was most disturbing to the util- 
ity companies and a representative 
was selected to appear before the 
Senate Committee (the author of 
this article was so selected) to urge 
the need of suitable protection for 
both the private electric companies 
and the public. 

The committee was definitely con- 
vinced of the necessity for such pro- 
tection and, in reporting the bill out 
with a suitable amendment, made 
this statement: 

“The committee desires an amend- 
ment which provides a convenient 
and practical method of disposing 
of power at projects under the con- 
trol of the War Department without 
setting up a public power trust 
which would be unduly competitive 
with established private power com- 
panies.” 

As the bill was amended, the util- 
ity companies were well satisfied, 
since it apparently gave protection 
against willful construction of trans- 
mission lines by the Department of 
the Interior; against its using money 
derived from the sale of power and 
energy for any purpose except to 
retire the power portion of the in- 
vestment in multiple-purpose proj- 
ects; and against the expenditure of 
new funds without specific appropri- 
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ation by and approval of the Con- 
gress. Further, the act was clearly 
so worded as to protect the industry 
against the acquisition by the De- 
partment of the Interior of any ad- 
ditional power and energy, whether 
produced by steam or otherwise. At 
least, we thought it did. 

Imagine the surprise of the com- 
panies in the Southwest when in 
1946 the Southwestern Power Ad- 
ministration submitted a _ so-called 
“Comprehensive Plan” which re- 
quested appropriation of $223,000,000 
for the construction of some 18,000 
miles of high-tension transmission 
lines, duplicating wholly or in part 
the high voltage lines of the private 
companies in the six-state Southwest 
area—and, still worse, asking for the 
construction of 850,000 kilowatts of 
steam generating capacity located at 
various points in the Southwest area. 

Of course, the private companies 
immediately pointed out to the com- 
mittees of Congress that this was not 
the intent of the Flood Control Act 
of 1944. Congress was sympathetic 
to our position and denied any 
money for steam plants—though a 
small appropriation was made to tie 
Norfolk Dam, on the Norfolk River 
in northern Arkansas, to Denison 
Dam on the Red River. 

In subsequent years the Depart- 
ment of the Interior (Southwestern 
Power Administration) again and 


again made application to the Con- 
gress for funds to build transmission 
lines in the Southwest, but no funds 
were forthcoming. 

However, it became evident in 
time that the Blueprint Maker had 
worked out a new plan to circum- 
vent the will of Congress. The Rural 
Electrification Act of 1936 set up a 
blank check to the credit of the 
administrator for the purpose of 
making loans for rural electrification 
purposes to bring “electric service 
to persons in rural areas not receiv- 
ing central station service.” No 
further action by Congress was re- 
quired to make this money available 
for construction of generating sta- 
tions, transmission lines, etc. And of 
the total appropriations under the 
Act up to 1951, more than a billion 
dollars remained on the shelf, subject 
to the whims of the Administrator 
of the REA. 

Under the Flood Control Act of 
1944, the Department of the Interior 
had been forbidden any sums for the 
construction of generating plants and 
had been denied the right to con- 
struct transmission lines at any 
points where there were existing 
utilities. But under a new “continu- 
ing fund” authorization (set up for 
“use in emergencies and to provide 
for continuity of service and to pro- 
vide for payments for rental of 
transmission lines and purchase of 


electric service’) the Department of 
the Interior (SPA) and the Depart- 
ment of Agriculture (REA) got to- 
gether and not only planned but 
contracted for three generating 
plants in Missouri, one in Oklahoma 
and one in Arkansas, whereby super 
cooperatives or G&T cooperatives 
were formed with three or more dis- 
tribution cooperatives as members. 
Similar plants for the entire country 
were placed in the planning stage. 

These super cooperatives would 
borrow money, ranging from $10,- 
000,000 to $20,000,000 each, for the 
purpose of constructing a steam 
generating plant and several thou- 
sand miles of high-tension trans- 
mission lines. It was provided that 
the Department of Interior (SPA) 
would purchase the power under a 
40-year contract, and at the end of 
the contract SPA would own the 
transmission lines by payment of 
$10. 

Space does not permit of giving 
all the frightening details of the 
plan. Suffice to say that, once the 
operation had been started, it would 
not be necessary for the Department 
of the Interior to ever come back to 
Congress for an appropriation, and 
generating plants and transmission 
lines could be constructed all over 
the United States by the REA and 
the output of the plants and, ulti- 
mately, the transmission lines, sold 
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to the Department of Interior. Had 
this scheme prevailed, it could easily 
have resulted in the destruction of 
the entire electric utility industry. 

Legal action was brought by the 
utility companies in the Southwest 
to ward off their threatened destruc- 
tion. In one case the 10 companies 
in Missouri brought suit in the Dis- 
trict Court of the District of Co- 
lumbia to nullify the contracts 
entered into between SPA and REA 
and the G&T cooperatives. (As this 
is written, the case is now awaiting 
decision by the Court.) 

In another case, four companies 
serving Arkansas intervened to re- 
quest denial of a certificate which 
the super cooperative would require 
from the Arkansas Public Service 
Commission before starting construc- 
tion of either generating plant or 
transmission lines. The Commission’s 
two-to-one decision to grant the 
certificate was carried through the 
courts; and finally, in a decision 
rendered by the Arkansas Supreme 
Court on March 30, 1953, the case 
was closed in favor of the utility 
companies and the alliance between 
Interior and REA in Washington was 
outlawed. 

During the period while these 
cases were pending, negotations were 
entered into between SPA and some 
of the companies in the Southwest, 
resulting in two contracts for the 
purchase of a portion of the power 
produced at multiple-purpose proj- 
ects by private companies. A third 
contract which had been negotiated 
between SPA and a group of twelve 
companies, covering all the remain- 
ing area of the Southwest, went to 
the Secretary of the Interior on 
January 11, 1952; and on January 
19, 1953, more than a year later and 
just one day before the inauguration, 
the Secretary returned the contract 
to the Administrator of SPA with a 
very vitriolic attack on all its pro- 
visions. 

The general feeling now is that 
under the new administration there 
will be an opportunity to work out 
an honest, practical solution of the 
public power-private power feud, 
not only in the Southwest but all 
over the United States—to the bene- 
fit of the rural electric cooperatives, 
to the private electric utility com- 
panies, their customers and stock- 
holders, and above all, to the relief 
of the American taxpayer. 

Negotations are now being resum- 
ed between the department and its 
administrator, on the one hand, and 
the companies in the Southwest, on 
the other, which have great promise. 
It is hoped that a solution of the 
problem will be accomplished very 
quickly, probably by late summer 
or early fall. 

In a bill he introduced last Febru- 
ary for the creation of “A Commis- 
sion to Study Government Competi- 
tion with Private Taxpaying Enter- 
prise,” Congressman Fred E. Busbey 


named 40 Federal agencies which 
are more or less involved in competi- 
tion with private industry. His state- 
ment included a quotation from a 
speech delivered by Senator Ben- 
jamin Harvey Hill before the Senate 
on March 27, 1878, which said in 
part: 

“I do not dread these (private) 
corporations as instruments of power 
to destroy this country because there 
are a thousand agencies which can 
regulate, restrain and control them. 
But there is a corporation we may 
all dread. That corporation is the 
Federal government. From the ag- 
gression of this corporation there 
can be no safety, if it is allowed to 
go beyond the bounds, the well-de- 
fined limits of its power.” 

America has gone far to the left 
toward government ownership. Let 
us hope and pray that it is not too 
late for us to return to the principles 
of our fathers. 
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ASSOCIATION DIRECTORY 


Associations serving Building Supply Dealers in 
Southern and Southwestern states—and served 
by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange — 519 Stallings 
Building, Birmingham 3, Ala. Executive Secretary: Mrs. 
Mary K. Harless. Tel. 7-3195. President: W. Thornton 
Estes, Birmingham, Ala. 


Arkansas Association of Lumber Dealers — 727 Pyramid 
Building, Little Rock, Ark. Secretary: E. DeMatt Hender- 
son. Tel. 8283. President: Byron P. Howlett, Monticello, 
Ark. 


Carolina Lumber and Building Supply Association — | 14 
Builders Building, Charlotte, N. C. Secretary-Manager: 
E. M. Garner. Tel. 2-4921. President: T. A. Roe, Green- 
ville, S.C. 


Florida Lumber and Millwork Association — 2218 Edge- 
water Drive, Orlando, Fla. Secretary-Treas.: Mrs. Marie 
M. Bennett. Tel. 2-3761. President: B. Frank Edwards, 
Tampa, Fla. 


Kentucky Retail Lumber Dealers Association — Knott 
Building, Lebanon, Ky. Exec. Vice-President: Donald A. 
Campbell. Tel. 74. President: R. E. McConnell, Paris, Ky. 


Louisiana Building Material Dealers Association — 528 
Florida Street, Baton Rouge, La. Exec. Vice-President: 
R. Needham Ball. Tel. 2-4080. President: Harry V. 
Balcom, Bossier City, La. 


Building Material Merchants of Georgia— 1050 Ponce de 
Leon Avenue, N. E., Atlanta, Ga. Counselor: Joseph G 
Rowell. Tel. Elgin 5329. President: W. O. McNair, 
Macon, Ga. 


Lumbermen’s Association of Texas — Second National 
Bank Building, Houston 2, Tex. Executive Vice-President: 
Gene Ebersole. Tel. PReston 9157. President: John Arm- 
strong, San Angelo, Tex. 


Middle Atlantic Lumbermen’s Association— 1528 Walnut 
Street, Room 1123, Philadelphia 2, Pa. Executive Direc- 
tor: Robert A. Jones. Tel. PEnnypacker 5-5377. President: 
G. Hunter Bowers, Frederick, Md. 

Mississippi Retail Lumber Dealers A iation — 650 
South State Street, Jackson 5, Miss. Secretary-Treasurer: 
E. B. Lemmons. Tel. 3-2077. President: T. A. Rigdon, 
Forest, Miss. 

National Retail Lumber Dealers A iation — 302 Ring 
Building, 18th and M Streets, N. W., Washington 6, D. C. 
Executive Vice-President: H. R. Northup. Tel. NAtional 
6757. President: H. J. Munnerlyn, Bennettsville, S. C. 


Oklahoma Lumbermen’s Association — 815 Leonhardt 
Building, Oklahoma City, Okla. Industrial Manager: W. M. 
Morgan. Tel.: 7-0338. President: Dale Carter, Tulsa, 
Okla. 


Southern Sash and Door Jobbers Association—920 Sterick 
Building, Memphis 3, Tenn. Secretary-Treasurer: C. Bar- 
ney Gallagher, Jr. Tel. 8-4588. President: W. Horace 
Woods, Houston. 


Southern Wholesale Lumber Association—McMillan Bank 
Building, Livingston, Ala. Secretary-Manager: Robert F. 
Darrah. Tel. 3051. President: H. L. DeMuth, Jackson- 
ville, Fla. 


Southwestern Lumbermen’s Association—512 R. A. Long 
Building, Kansas City 6, Mo. Secretary-Manager: Allan T. 
Flint. Tel. Victor 2265-6. President: Fred S.~ Stephenson, 
Chickasha, Okla. 

Tennessee Building Material Association—7 |! 1 Broadway, 
N. E., Knoxville 17, Tenn. Secretary-Manager: R. O. 
Brownlee. Tel. 2-0185. President: W. S. (Red) Sexton, 
Knoxville, Tenn 

Virginia Building. Material. Dealers Association — 3305 
Monument Avenue, Richmand. 2:1; Va: Secretary-Manager: 








Harris Mitchell. Tel. 6-1749, President: William N: Neff, : 


Abingdon, Va. 


West Virginia Lumber and Builders Supply Dealers Associ- 
ation—P. O. Box 1589, Fairmont, W. Va. State Secretary: 
Sam H. Diemer. Tel. 364. President: Robert N. Swiger, 
Clarksburg, W. Va. 
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new film- 
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The whistling roar that drowns out 
“Timber!” as a big Ponderosa falls 
. the wonderful story of Western 
Pine Tree Farms... the fabulous giant 
“whittlers” that turn a tree to the 
endless uses of wood in the great 
lumber mills—these things are part 
of Western Pine’s grand new color film. 


You'll want to show it to your 
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through local clubs and other 
community organizations. Write 
Western Pine Association for a print 
today. Because of demand, we ask 
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. Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





Hal's HUNCHES 


New items dealers may find 
profitable to sell - - or use 








ALUMINUM WINDOWS. Miami 
aluminum window units are now 
dipped in acid and then sprayed with 
clear lacquer at no extra cost. This 
prevents plaster stains and excessive 
steel-wool cleaning after installation. 
A new series “54” Miami window 
has an optional “balance bar” oper- 
ator that works through the frame 
sections and allows use of standard- 
type screens. Screens and storm sash 
are interchangeable. 

Write for 252. Use coupon page 86. 


FRICTION HINGE. A new Washing- 
ton 1125 friction catch provides silent 
closing of cabinet doors. It is made 
of paraffine-based polyethelyne for 
durability and strength. 

Write for 253. Use coupon page 86. 


REINFORCED PLASTIC. Wyr-O- 
Glass 4x4-mesh wire-reinforced plas- 
tic material now is offered in a new 
28” width to meet customer’s re- 
quests. It is made in 25, 50, and 100 
lineal yard rolls. 

Write for 254. Use coupon page 86. 


NEW MARINE PAINT. Epifanes 
Dutch marine paints and varnishes 
are now being made in the United 
States, effecting price savings of up 
to $3 a gallon. These paints first at- 
tracted attention at the 1953 National 
Motor Boat Show because of the un- 
matched luster of the finish on the 
Dutch-built boat. 

Write for 255. Use coupon page 86. 


ORNAMENTAL IRON FINISH. To 
eliminate need to paint ornamental 
iron every year, the Tennessee Fabri- 
cating Co. has developed a new finish 
for use in place of ordinary paints. 
It is applied over old or new surfaces 
on ferrous or non-ferrous metals to 
prevent rust from forming or spread- 
ing. It leaves a lustre when dry. 
Write for 255. Use coupon page 86. 


GLASS FIBER INSULATION. Dura- 
mat is a new glass fiber mat, rein- 
forced with parallel strands of glass 
yarn, and coated with special water- 
proof asphaltic materials. It is used 
as a vapor barrier under basement- 
less buildings, covering for above- 
ground insulated pipes and exposed 
ducts, and lining for irrigation ditch- 





DO YOU WANT more in- 
formation on any of these 
new products? Just mail 
the coupon on page 86 
after circling the product 
number shown with item. 











es, farm stock ponds, swimming 
pools, and other uses. 


Write for 257. Use coupon page 86. 


COLORED SHAKES. Colorshakes, 
cedar sidewall material, now are 
moved slowly through a long, super- 
heated tunnel to assure the best 
obtainable coating after they are 
dipped in the paint mixture of color 
pigments and linseed oil. The dried 
shakes are inspected before packag- 
ing to assure top-quality shipments. 

Write for 258. Use coupon page 86. 


BUTT HINGE TIPS. Stanley butt 
hinges are now made with flat button 
tips instead of ball tips, at no extra 
cost. If ball tips are preferred, they 
are ordered by placing “BT” after 
the class number and size. 

Write for 259. Use coupon page 86. 


HAND TRUCK. The Magcoa mag- 
nesium hand truck weighs 18 
pounds but has a capacity of 500 
pounds. All-bolted construction per- 
mits replacement of any parts. 
Write for 260. Use coupon page 86. 


STOPS CONDENSATION DRIP. No- 
Drip tape wraps around pipes and 
joints to form a snug, sealed jacket 
that stops dripping from moisture 
condensation. Made of pliable cork- 
filled material, the tape is brown in 
color but can be painted any shade. 

Write for 261. Use coupon page 86. 


FIRE-RETARDANT COATINGS. 
Two new fire-retardant coatings for 
wood and metal surfaces, Albi 99 
and Albi PC, are said to be the first 
such coatings in which the washable, 
moisture-resistant finish of ordinary 
paints has been obtained along with 
maximum fire-retardant qualities. 
When exposed to flame, they form a 
cellular insulating “mat” that can 
later be scraped off leaving an un- 
damaged surface, ready for refinish- 
ing. 

Write for 262. Use coupon page 86. 
SLIDE-AWAY DOOR. A new Am- 
weld pocket-type door disappears 
at finger touch into a wall recess. 
This steel door and frame unit is 
finished with one baked-on prime 
coat and a choice of finger pulls or 
latch sets. 

Write for 263. Use coupon page 86. 


ALL-PURPOSE SNIPS. The Proto 
line now includes 11 new snips. They 
include three multiple-leverage snips 
—left, right, and straight cut; two 
combination pattern snips, 10” and 
12”; three duckbill or circular snips, 
7”, 10”, and 12”, and three straight 
or regular snips, 7”, 10”, and 12”. 
They all cut metals, rubber, leather, 
linoleum, canvas, and other ma- 
terials. 

Write for 264. Use coupon page 86. 


GARAGE DOOR. The El! Dorado is 
a new style recently added to the 
How-ell-dor line of residential garage 
doors. Stock sizes are 8’ and 9’ wide 
by 6’ 6” and 7’ high. It has three sec- 
tions, three panels wide. The top sec- 
tion can be glazed. 

Write for 265. Use coupon page 86. 


CHARCOAL BROILER. A new low- 
cost portable charcoal broiler per- 
mits cooking on two sides and at the 
top at one time. This all-cast broiler 
is said to be priced competitively 
with flimsy sheet-metal units. 
Write for 266. Use coupon page 86. 


PRIMER-SEALER. A new Brunning 
product is said to completely prime 
and seal wall surfaces in one coat 
and dries within 20 minutes to two 
hours. An emulsion-type primer- 
sealer, it is used on plaster, masonry, 
dry-wall construction, asbestos board, 
or any porous or non-porous surface. 

Write for 267. Use coupon page 86. 


RUBBER FLOORING. Goodyear 
rubber flooring is now made in five 
new shades called Desert Tones, 
natural shades found in deserts. It 
is made in tile and roll form and in 
three gauges, 3/32”, 1/8”, and 3/16”. 

Write for 268. Use coupon page 86. 


FOOD DISPOSER. A new Schaible 
continuous-feed, self-cleaning food- 
waste disposal unit has an unusually 
high rough-in for easy. installation 
in most drain lines regardless of the 
age of the dwelling. It features a 
1/3-HP motor with built-in overload 
protector. 

Write for 269. Use coupon page 86. 


ELECTRIC CHAIN SAW. Skil has 
introduced a new low-priced electric 
chain saw, designated model 125, for 
heavy lumber and timber cutting up 
to 14”. A push-button oiler lubricates 
the chain while in operation. It 
weighs only 16% pounds. Standard 
voltage is 115. Available for 220 volts 
at no extra cost. 

Write for 270. Use coupon page 86. 


RESIDENTIAL LOCK LINE. The 
new Russwin Stilemanor lock line 
includes standard duty, cylindrical- 
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type locks and latches. Each knob 
has dual bearings to assure rigid 
knob assembly and prevent knob 
wobble. Knob spindle has self-align- 
ing thrust bearing. 

Write for 271. Use coupon page 86. 


SLIDING DOOR HARDWARE. New 
Frantz sliding hardware for disap- 
pearing wardrobe and interior doors 
is designed for quiet, easy operation. 
Track is made in 4’, 5’, and 6’ lengths, 
which can be combined for longer 
lengths. The adjustable hanger has 
a 1%” diameter fiber wheel. 

Write for 272. Use coupon page 86. 


LIFT TRUCK ATTACHMENT. The 
Hyster load-grab attachment is now 
available as a load-grab side shift 
and remote control fork positioner. 
The attachment can now be aligned 
with the load, instead of maneuver- 
ing the truck in crowded quarters. 

Write for 273. Use coupon page 86. 


4-IN-1 SCREWDRIVER. The Fuller 
No. 40 screwdriver carries an extra 
assortment of bits in its handle, mak- 
ing it a four-in-one tool. The handle 
is of shatterproof Tenite plastic, 
grooved for easy grip. 

Write for 274. Use coupon page 86. 


WINDOW VENTILATORS. Leigh 
storm window ventilators are quick- 
ly installed to provide some ventila- 
tion and overcome window sweating 


when windows are closed. They con- 
sist of an aluminum strip, 8%” long 
and 2” wide, with four holes. Holes 
are opened or closed by pushing the 
slide valve that covers holes partially 
or completely. 

Write for 275. Use coupon page 86. 


PAINT ROLLER. Two new Wooster 
paint rollers feature fabric covers to 
carry larger paint loads. The “Long 
Boy” is used with any length handle 
up to 1%” in diameter. It has painted 
1,200 square feet an hour on a chain 
link fence. The “Twin Boy” is a 
combination long - and - short - reach 
convertible paint roller. Both are 
used to apply oil and rubber base 
paints, as well as metallic, stucco, 
aluminum, and roof coatings. 

Write for 276. Use coupon page 86. 


VISE JAW FACES. A new group of 
special Columbian vise jaw faces are 
for use with standard machinists’ 
vises. They include smooth faces of 
hardened steel to protect soft ma- 
terials; special faces, designed and 
machined out to fit irregular shapes. 
Jaw faces are quickly changed 
Write for 277. Use coupon page 86. 


CIRCULAR SAW. A new Ingersoll- 
Rand portable air-powered circular 
saw, the S-12 Air Saw, has a maxi- 
mum depth of cut of 4%”. The saw 
blade is driven through a simple 
spur gear drive, which is designed 


to reduce the arbor length between 
motor and saw blade. Simple screw 
adjustments change depth and angle 
of cut. 

Write for 278. Use coupon page 86. 


WOOD FINISH. Olympic Wood 
Blend is a new semi-transparent, 
lightly-pigmented finish that pro- 
vides a staining medium suitable for 
both hardwoods and softwoods. Used 
for interior and exterior surfaces, it 
is made in a 6-color range of softer 
pastel tones and “clear.” 

Write for 279. Use coupon page 86. 


TOOL BAG. Mechanics tools are 
protected against weather and mois- 
ture when carried in a new Nauga- 
hyde tool bag, featuring a removable 
1%” webbed strap. The 22” bag also 
permits easy carrying of tools when 
climbing ladders or carrying heavier 
implements. 

Write for 280. Use coupon page 86. 


LOW-COST STEEL KITCHENS. 
The new Walters line of steel kitchen 
cabinets is said to sell for about 40 
per cent less than most custom kitch- 
en cabinets. Base cabinets have For- 
mica tops in gray, red, or yellow; 
with white porcelain tops; or come 
without tops. They are being sold to 
home-owners to do their own install- 
ing, with complete “do-it-yourself” 
instructions. 

Write for 281. Use coupon page 86. 
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NEW LOCKSET LINE 


P and F Corbin has introduced the 
Defender line of locksets. These 
locks offer such features as dual 
bearings to prevent knobs from be- 
coming wobbly, ball-bearing latch- 
bolt retractors, and concealed attach- 
ing screws and knob retainers. 
Installation is self-aligning. The 
locks are fully reversible and adjust- 
able for doors from 1%” to 1%” 
thick. They can be master-keyed 
with other Corbin cylinder locks. 
Auxiliary items include king-size 
rose plates, backset extension units, 
flush cup for closet doors, rabbeted 
fronts and strikes, reinforcing frame 
for hollow metal doors, boring jib 
and bits, and a latch-front mortising 
tool. ‘ 
Write for 282. Use coupon below. 


ODORLESS PAINT 
Formula revisions in Du Pont’s 


“Town and Country” flat white wall 
paint have increased hiding power 


by 15 per cent and improved brush- 
ing and lapping qualities. 

A full alkyd for the past two years, 
the improved product now is odor- 
less. First produced 78 years ago, 
Town and Country paint has often 
been improved. 

Write for 283. Use coupon below. 


ALUMINUM NAILS 


The Townsend Stain-free line of 
aluminum nails includes all standard 
sizes and shapes for use on shingles 
and sidings of wood, aluminum, as- 
bestos, and composition materials. 

Use of these nails eliminates time 
and expense for puttying nail holes. 
The entire line is packaged by num- 
ber and size required to do a specific 
job, adding to convenience and econ- 
omy in buying. 

Write for 284. Use coupon below. 


VANITY-CABINET 


The Hessette Vanity is a new re- 
cessed bathroom cabinet. Measuring 
22” high and 48” wide, it is suitable 
either for the usual installation over 


lavatories or as a mirror for a bath- 
room vanity. 

It features a center mirror with 
mirrored doors on both sides, offer- 
ing separate cabinet space for both 
“Mr. and Mrs.” Small safety chests 
at the corner of the cabinet tops hold 
dangerous drugs and poisons, away 
from the reach of children. 

The white baked-on enamel finish 
is impervious to iodine and other 
chemicals. 

Write for 285. Use coupon below. 


TILT GATE HARDWARE 


The Andy Brand line of hardware 
for feed-lot gates features a channel 
hinge that slides up or down to a 
desired position. This permits quick 
adjustment of gate height so that 
smaller stock can go under while 
larger stock are kept outside. It is 
shown here in the tilted position. 
Rail steel angle irons and sturdy 
hinges assure sag-proof construction. 
Write for 286. Use coupon below. 


REFLECTIVE INSULATION 


A new Ruberoid reflective insulation 
is said to increase fuel savings up to 
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30 per cent in winter and reduce 
temperature as much as 15 degrees 
in summer time. It reflects up to 95 
per cent of radiant heat waves and 
acts as a vapor barrier against pas- 
sage of moisture. 

This new aluminum foil bonded to 
a tough kraft paper is sold in rolls 
containing 250 square feet of ma- 
terial. It is available with foil on one 
or both sides. 

Write for 287. Use coupon page 86. 


NEW KIND OF HARDBOARD 


“A” Plaswood is a new type of hard- 
wood suitable for sheathing, under- 
layment, and core stock for cabinets 
or furniture. It is made in Arkansas 
of specially-treated long wood fibers 
compressed with resin binder. 

Of high density, this board is re- 
commended for underlayment for 
asphalt and rubber tile, linoleum, 
and wall-to-wall carpeting. Plaswood 
panels are 4’x8’ and 5%” thick with 
square edges for this purpose. Their 
high resistance to indentation are 
said to make them fine for underlay- 
ment. 

Of medium density, Plaswood is 
used for sheathing. Asbestos siding 
may be nailed directly to it without 
the use of furring strips or special 
clinching nails. For this purpose, this 











hardboard comes in 4’x8’ panels, 4%” 
or %” thick, with square edges. It 
also is available in 2’x8’ shiplapped 


panels, %4” thick. 
Write for 288. Use coupon page 86. 


COUNTER-TOP CEMENT 


Armstrong’s counter-top cement per- 
mits rapid installation of plastic 
laminates to counters, sinks, tables, 
and other surfaces without use of 
presses, clamps, heavy weights, or 
long curing. 

It is made in two types. Type A is 
a tan, liquid, air-drying adhesive 
with a synthetic rubber base. Made 
for professional use, it bonds plastic 
laminates to plywood, steel, alumi- 
num, and composition bases. 

Type B, for “home handyman” use, 
is brown and heavy-bodied. It is 
made with synthetic rubber and 
synthetic resin. 

Write for 289. Use coupon page 86. 


STRIATED METAL CORNERS 


A striated metal corner has been de- 
signed for faster finishing of cedar 
shingle corners on home exteriors. 
The new Perma Jiffy Corners fit 
neatly over double-coursed cedar 
shingles, requiring only two nails in 











pre-drilled holes for finished applica- 
tion. 

These fasteners feature a spring- 
clip base, which is said to assure 
weathertight fit against the adjacent 
sidewall shingles for “lifetime pro- 
tection.” 

Jiffy Corners measure 16” long and 





AFFILIATED NATIONAL HOTELS 


WASHINGTON 
Washington, D.C. 
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HOTEL THOMAS JEFFERSON, Birminghom HOTEL EDSON......ceccsesresseeeeee Beoumont 
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y Clip this handy memo to your 
letterhead and mail today! 


Prestile Mfg. Co., 5850 Ogden Avenue 
Chicago 

Please send me free samples and Dealer's 
Merchandising Kit—“How to Make More 
Profits from Tileboard.” 





1%” wide at bottom. The paint-re- 
tentive surface takes regular shingle 
stain readily to match colors as de- 
sired. 

Write for 290. Use coupon page 86. 


DECORATIVE GRILLES 


Hawkins wrought-iron screen door 
grilles offer home-owners a variety 
of designs. 

Included are “Flower Girl,” show- 
ing a small girl with a watering can; 
“Flamingo,” water bird and cat-tail 
design; “Ship,” a sailboat on waves; 
“Dove,” bird on the wing; “Cowboy,” 
a cowboy on a bucking horse; 
“Sweethearts” together; “Flower 
Pot,” one large modern plant and 
pot, and “Simple Scroll,” decorative 
modern design that covers the door. 

These grilles are adjustable to fit 
single-panel screen doors from 2’ 8” 
to 3’ wide, in any standard height. 

Write for 291. Use coupon page 86. 


NEW AWNING WINDOW 


A new Curtis wood awning window 
is said to be completely weather- 
tight. Called Silentite, it features 
spring leaf bronze weatherstripping 
set in the head jamb. The rest of the 
unit is weatherstripped with a re- 
frigerator-type plastic. 

A single crank operates all sash. 
The hardware is zinc plated and con- 
cealed. The entire unit is treated 
with a toxic water repellent. 

Write for 292. Use coupon page 86. 


SPATCHLING COMPOUND 


Spako-Patch is a new spatchling 
compound that comes ready-mixed 
in paste form. 

It is made with a latex base and 
finely ground to a smooth consist- 
ency. It is used on plaster, wood, 
brick, concrete, and any other clean, 
dry interior surface that is self-siz- 
ing. No primer coat is needed before 
painting over Spako-Patch. 

Thinned a little with water, Spako- 
Patch makes a fine Swedish putty. 
Left-over paste can be saved for 
future use. 

Write for 293. Use coupon page 86. 


WATER HEATER-LAVATORY 


The Bowen line of lavatory and 
water-heater combinations includes 
a new unit that consists of a white 
porcelain sink with a baked-on white 
enamel steel cabinet containing the 
water heater. 

The unit measures 32” high, 18%” 
wide, and 16%” deep. 

No special wiring is required; it 
is merely plugged into any conven- 
tional electric outlet and connected 
to any cold water source and drain. 
Fiber-glass insulation keeps the 








water pipes hot for hours, minimiz- 
ing maintenance costs. 
Write for 294. Use coupon page 86. 


RESILIENT COATING 


Surco is the trade-name of two new 
tough, yet flexible and water-re- 
sistant, flooring and surface coating 
materials which bind to masonry, 
concrete, plaster, wood, glass, and 
metal. The materials are now 
marketed after three years’ of practi- 
cal research and field testing by the 
Georgia Institute of Technology. 
The new materials are similar to 





Logging Town Now 
Retirement Haven 


Ryderwood — a small California 
community that provided a depart- 
ment store, theater, community hall, 
restaurant, and hotel for a Long- 
Bell logging group — will serve a 
new purpose from now on. 

After logging operations were 
completed in that area, there was no 
need for the homes and other build- 
ings. The town was put up for sale 
last July, but no successful offer was 
made as a unit. 

But last fall, a Los Angeles real 
estate man, Harry Kem, decided 
Ryderwood was just the spot to care 
for people past the age of 65, who 
frequently have low incomes. 

With a few friends, Kem organiz- 
ed Senior Estates, Inc. Carl Simpson, 
retired Long-Bell engineer who did 
much of the original engineering 
work on Ryderwood, was put in 
charge of replanning the town. 

Only retired folk with pensions 
of between $135 and $250 can buy 
homes here. Two-bedroom houses 
are sold for $2,500, with $200 down 
and $20 a month. Three-bedroom 
homes sell for $3,500, with $300 
down and $30 a month. 

Ten acres of rich soil were set 
aside as a garden, with those wish- 
ing to garden being allotted a spot. 
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regular concretes or plasters, but are 
made with special latex-water emul- 
sion binders as combining agents. 
One of the Surco products has high 
waterproofing qualities in its ad- 
hesiveness. 

The other accentuates the quality 
of wear-resistance. But both are 
tough and have exceptional adhesive 
qualities. 

The coatings can be colored in an 
unlimited range during the mix, or 
they can be painted. Paints, shellacs, 
and varnishes are said to show no 
incompatability after a year’s ap- 
plication. 

Write for 295. Use coupon page 86. 


MASONRY SEALER 


Masonseal is an improved Nelsonite 
liquid formula that prevents seep- 
age, sweating, and dusting of ma- 
sonry, concrete, brick, and cement 
blocks. 

It is said to penetrate into the 
pores and become a part of the 
structure. Containing over 40 per 
cent of solids, it forms a moisture 
barrier under the surface that is 
said not to leach out or be affected 
by temperature extremes. It also 
blocks mildew and other fungus 
growths. 

The new formula also is useful 
for flooring, to repel grease, oils, 
and dilute acids. 

Write for 296. Use coupon page 86. 


COOLER CASEMENTS 


To eliminate the problem of high 
installation costs of air-conditioning 
units for rooms with casement win- 
dows, a new Steelcraft steel case- 


ment features a space at the bottom 
for such a cooling unit. 

Made in four standard sizes, the 
new casement accommodates nearly 
any popular make of room air-con- 
ditioner. 

Write for 297. Use coupon page 86. 





JOBBERS TOLD US- 


“Don't change if 


| Yeu have the ELT 2nd SUEY catch 
| onthe Market /" , 


Patented rension catch 

at sill holds Keystone Screen secu- 
sely in place. Just turn knob to ad- 
just for proper permanent setting. 


Liclusive tree Hating ill bar 


assures snug fit at bottom... adjusts 
screen to uneven or off-level sill. 


Growing demand for 
Keystone Aluminum 
Tension Screens has re- 
sulted in thousands of installa- 
tions throughout the nation—and 
our jobbers tell us this means thou- 
sands of satisfied users! 

Recently—in trying to make our Tension Screens 
even better—we demonstrated some new experi- 
mental models to jobbers and their salesmen in a 
number of cities. These men who know what 
dealers want told us—‘Don't change the design of 
Keystone Tension Screens! You are now using the 
best and safest catch on the market!” 

Cash in now! Display and feature these popular 
screens—the smart, new way to Cut screening costs, 
reduce maintenance and add convenience to homes 
and apartments! Ideal for all double-hung windows. 
Easily installed—no heavy frames to cut or fit. No 
painting—no rust. Easily replaced screening. Low 
first cost, low upkeep, neat appearance. Investigate! 


- 6 Cloth Co- 
Keystone Wifanover 
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JSPIREX_ 
SASH BALANCES 


* 

Quiet 
PRR special SPIREX 
coating insulates 
against noise 
and protects bal- 
ance from rust. 
SPIREX gives 
you quiet opera- 
tion with years 
and years of 
trouble-free serv- 
ice! 


Smooth 


Patented spring 
construction with 
separated coils 
eliminates rasp 
and friction... 
makes windows 
slide smooth-as- 
you-please for the 
life of the building. 


Adjustable 


Tension can be ad- 
justed after bal- 
ance is installed 
for perfect lifting 
power according to 
sash weight. Re- 
quires only 4-5 
turns for average 


\ 
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New telescope 
carton has com- 
plete unit and 
accessories for 


Manufacturers of 
precise clock spring 


Woodwork Contest Has 
400 Entries in Savannah 


Sponsored by Hoo-Hoo Club No 


entries! Over 300 white children and 
100 Negroes entered woodwork they 
made. 

The entries were exhibited at the 
separate high-school buildings on 
May 19 and prize-winners were 
selected by trios of Hoo-Hoo mem- 
bers. 

Cash prizes of $10, $5, and $3 were 
awarded to the top three winners, 
both white and Negro, in the com- 
petitions for eighth, ninth, and tenth 
grades. This made a total of 18 prizes 
aggregating $108 of Hoo-Hoo funds. 

In sponsoring this contest, the 
Savannah Cats were engaged in a 
primary activity of their fraternity 

—that of educating more people in 
the use and value of wood products. 


HOO-HOO 
LOG 


ST. PETERSBURG, FLA.: Plans 
for the annual ladies’ night party and 
a discussion of the South Florida 4-H 
Club building project comprised the 
business session of the Cats at their 
clubroom dinner here on June 3. 
Secretary J. E. Fernandez presided. 


ATLANTA, GA.: New officers were 
elected by Hoo-Hoo Club No. 1 at 
the Atlanta Athletic Club on June 
15. They include Sam E. Houston Jr., 
president; Edward L. Taylor Jr., 
vice-president; H. B. (Buck) Watson, 
secretary, and John Rudesal Jr., 
treasurer. The director of the Atlan- 
ta Boys Club explained that organi- 
zation and appealed for assistance in 
financing and operating its wood- 
work shop. The Atlanta Cats promis- 
ed to consider it as a club project. 


TAMPA, FLA.: Lt.-Commander 
Lear explained the local mineral de- 
posits and their mining to Hoo-Hoo 
members at their June 1 dinner 
meeting in the Floridan Hotel. Otho 


L. Graham, of Bartow, was program 
chairman. 








bglances since 1888. the job. 


Marion T. Davis & Company 
281 North Ave., N.E., Atlanta, Ga. 
Day: Emerson 6474; Night: Exchange 2278 


a Scobey North 
Nat'l City Bank Bldg., Dallas 1, Texas 
Phones: Propect 7251, Lakeside 0701 
CALDWELL MANUFACTURING CO. 
63 Commercial St., Rochester 14, N. Y. 





FOR SALE 


Excellent opportunity to purchase old, well 
established retail Lumber Yard with good 
earning record. Located in aggressive mid- 
western city, commanding a large trade 
area. Can be sold on several bases, with 
minimum cash purchase price of approxi- 
mately $125,000.00. For further information 





90 





134, the first annual woodwork com- 
petition for public school students 
in both the white and Negro schools 
in Savannah, Ga., drew over 400 _ ber. 


DALLAS, TEX.: An outstanding 
year under the leadership of Presi- 
dent Van Lamm was climaxed June 
19 with a picnic-barbecue at Vickery 

. Park. John R. Darnell was chairman 
of arrangements. One Cat won a free 
trip to the national Hoo-Hoo con- 
vention in Minneapolis next Septem- 


PALM BEACH, FLA.: Twenty- 
two Cats in the Palm Beach county 
area met June 4 at the residence of 
the Raymond C. Tylanders and or- 
ganized a new local Hoo-Hoo Club. 
Elected officers were Retailer Ty- 
lander, president; George D. Lain- 
hart, vice-president, and George L. 
Long, secretary-treasurer. A second 
meeting of the group was held June 
18 to plan a concatenation to be con- 
ducted in July. 


Lumber Writer Wins 


Robert Ryne, a reporter for the 
Alabama Lumberman, recently was 
presented a prize of $2,000 for sub- 
mitting the best script of the year 
for the “Dr. Christian” radio pro- 
gram, starring Jean Hersholt. 

The program for years has gotten 
its scripts from those sent in by 
listeners. A grand prize is awarded 
at the end of each year for the story 
judged best. 
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Branch lt] 
OFFICES 


i 
BALTIMORE 
BIRMINGHAM 
BOSTON 
BUFFALO 
CHARLOTTE 
CHICAGO 
CINCINNATI 
CLEVELAND 
COLUMBUS 
CORPUS CHRISTI 
DALLA 

DAVENPORT 
DENVER 

DES MOINES 
DETROIT 


Property 


improvement 
and 
modernization 
sales 
financing 
specialists 
OKLAHOMA AM 
PHILADELPHIA 

PHOENIX 
PITTSBURGH ALLIED 
BUILDING CREDITS 
mee INC. 
SOUTH BEND 

TAMPA 
TOLEDO 








write Box 38, Southern Building supatios, 
806 Peachtree St., N.E., Atlanta 5, ’ 





General Office: Box 3426 Terminal Annex, Los Angeles 54 
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OUTSIDE SALESMEN 
(From page 34) 


Robertson believes that salesmen 
must have the proper tools to pro- 
duce a good living. He helps each 
in every way to know his products, 
their price, quality, specifications, 
availability, and delivery possibil- 
ity. A loose-leaf sales book is fur- 
nished each man — and revised 
daily — so he may have all this 
information in hand. 

Developed from the accurate 
stock records of the perpetual in- 
ventory system which Robertson 
maintains, bulletins post the sales- 
man as to the merchandise in hand. 

The Robertson loose-leaf sales 
book contains sheets on standard 
sizes, packaging, and application of 
materials. It lists close-out items. 

A sales meeting is held for Rob- 
ertson personnel twice a month 
and usually at a different place and 
with varied programs. They start 
precisely at 7:30 p. m. and end at 
9 p. m. This helps to keep attend- 
ance good and interest high, Rob- 
ertson observed. 

Besides a good dinner, the meet- 
ing may include some entertain- 


ment. Motion pictures furnished by 
associations and manufacturers are 
often shown. Experts on selling and 
certain building materials are 
brought in to talk to the staff. The 
theme is always educational. 

Each salesman is provided with 
the names and addresses of all con- 
tractors, job carpenters, and other 
skilled mechanics in his territory. 
He calls on home-owners, farmers, 
and visits construction sites in an 
effort to obtain material orders. 

By visiting general stores, feed 
stores, and implement dealers in 
the community, each Robertson 
salesman learns of persons plan- 
ning to build or make repairs. 
When he finds out about jobs that 
require skilled help, the salesman 
puts the prospect in touch with the 
necessary personnel. 

The salesman is trained to advise 
customers who plan to apply or in- 
stall their own materials in new 
construction, repairs, or improve- 
ments. Many sales originate from 
the salesman observing a building 
need and stopping to show the 
prospect how easy it is to buy the 
materials, on terms if desired, and 
get the job completed. 

Big sales volumes on low inven- 


tories is a major business goal be- 
cause it will return more on the in- 
vestment. One advantage of the 
Robertson type of scheduled de- 
livery service, with maximum 
loads, is that the branch yards can 
operate at peak efficiency with low 
inventories. Stocks are replenished 
each week. 

Robertson orders all merchandise 
shipped to the main yard in 
Owensboro, where it is stocked and 
shared with the branches. Mill- 
work is made to order and sup- 
plied from stocks here, too. 

All stocks in the main yard and 
branches are kept up to date on 
the perpetual inventory file. Stocks 
for the branch stores are charged 
to the managers at retail prices— 
and there is no provision for 
shrinkage. This eliminates much 
cost detail for the branch managers 
and permits them to concentrate on 
increasing sales volume rather than 
worry about profit and loss. 

Since all inventory in stock at 
all four yards is available for fill- 
ing any orders, the smaller yards 
often make more sales per man per 
week than the larger ones, depend- 
ing on local building activity. 

Most recent addition to the Rob- 





sett Lrimity 


W hite 


the whitest white Portland cement 


Sell Trinity White Cement 
when the permanence and 
workability of a portland 
cement is needed plus the 
remarkable beauty of a 
brilliant white. So when 
you're asked for something 
that is better than the 
ordinary—you'll find that 
making it of Trinity White 
Cement is a most constructive 
suggestion. It’s a true 
portland and meets all Federal 
and ASTM specifications. 

For descriptive literature, 
write Trinity White, 

111 W. Monroe St., Chicago. 


... for the utmost beauty in architectural 
concrete units... terrazzo...stucco... 
light-reflective uses .. . and better color jobs. 


A Product of GENERAL PORTLAND CEMENT CO. = Chicago * Dallas * Chattanooga * Tampa * Los Angeles 
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AVAILABLE 
AT ALL 
TIMES 


KILN DRIED 
HARD- 
eke} p 


Lumber 


Any quantity up to carload lots for 
immediate delivery or pick-up. Wa 
nut, Cherry, Red and White Ook 
Mahogany, Northern Birch, White Ast 
Hard Maple, Butternut, Poplor, Boss 


wood, Primo Vera, Idaho White Pine 


CHESTER B. STEM, INC. 


657 Grant Line Road 
New Albany, Ind. 





ertson lines is a warm-air heating 
department, operating under a sep- 
arate manager. Alert to the needs 
of his trading area, R. L. Robertson 
is planning other innovations in 
the retailing of building supplies to 
justify further his company slo- 
gan— 

“Your Department 
Building Materials.” 


Store of 


Special Woodwork 
Association Planned 


Over 30 prominent members of the 
special woodworking industry and 
executives of associations identified 
with this industry gathered at a re- 
cent meeting in Chicago, IIl., to out- 
line objectives for and establish a 
national association. Industry mem- 
bers attending voted unanimously 
to constitute themselves a develop- 
ment committee for organizing the 
new National Assn. of Special Wood- 
working Manufacturers. 

The group reviewed the results 
of a 90-day industry survey made by 
the Byrne Marcellus Co., a profes- 
sional trade association management 
firm. Information gathered in the 
survey pointed clearly to the need 


for close and well-planned coopera- 
tion by the members of the special 
woodworking industry if the in- 
dustry and its members are to con- 
tinue to hold and develop their place 
in the building world. 

The development committee will 
be headed by Charles A. Rinehimer, 
president of the Rinehimer Brothers 
Manufacturing Co., Elgin, II. 

The Byrne Marcellus Co. has been 
retained as executive secretary to 
serve the development committee. 
Comprised of 36 prominent special 
millwork fabricators from 14 states, 
this committee plans to hold a series 
of regional meetings before October 
15, at which time the first national 
convention of the association will be 
held in Chicago. 


MOVABLE DISPLAYS 


(From page 41) 


that the smartest way to make 
good displays pay off is to change 
them frequently. 

“We have found that if the pub- 
lic sees the same merchandise in 
the same spot, week in and week 
out, customers begin to think it is 








ANCO Bag Trucks 
Pay For Themselves 


/ y 
tf [ig 
yA fa FREE 
ewe. (and easy) 
A plan for 
pallets 
furnished 


pels. Rolls under 
s with ease ond 
handling costs as 


ch a3 one-half, and 


For Bagged Goods, 
Shingles, Lath, 
Case Goods 


Mail coupon for details of 
FREE TRIAL OFFER. It’s a 
money-maker and a back-saver. 





ANTHONY TRUCK CO 
Paducah, Ky. 


Please oy us full information about 
the ANCO Pallet Trucks that do twice 
the work with half the effort. 

Firm 

Address 

City 


By 














SELL ale) gn Mele FOR 
FINISHING FLOORS! 


Floormen, builders, and suppliers everywhere are singing 

the praises of this wonderful floor sealer-finish that does 
not raise grain, dries in 20 minutes to a 
beautiful high luster! For new and old 
floors! Fresh pine scent! PROVEN su- 
perior! Let customers TRY it. 


Send for FREE SAMPLE! 


SEABOARD LACQUER CO. 
Baltimore 15, Maryland 








@ for Asbestos Siding 
@ for Lep or Bevel Siding 
@ for Wood Shingle Siding 


They save application time and 
money, to appearance and 
durability. Kokomo Korners  sim- 
plify fitting, eliminate split siding, 
and planing or cutting at corners. Corners for 
wood bevel siding are aluminum, others are zinc, 
some available in colors. Holes provided where 
they are to be nailed. For complete details and 
© free samples write— 


§ BUGHER MANUFACTURING CO. 


‘ E 211 S. Main St 


Kokomo, Ind 
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‘ “hen model houses are on display 
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BUILDING 
PAPERS 
HAVE BETTER PAPERS FOR EVERY NEED 


Here is a complete line from one source of 
supply. Order by mixed truck or carload... 
and cut freight costs to the bone. Each product 
is engineered for better service... carries the 1 f < Vian 


Leatherback brand label as your guarantee the ote we quality” 


of quality. i 


saturated building papers 


Leatherback All Purpose BUILDING PAPER 

Uniform, extra strong—not a felt. Replaces many different grades 
and types. 36” x 500 sq. ft. roll. Ideal sheathing paper. High 
vapor permeability. More than meets FHA Class D requirements. 
Leatherback SLATERS FELTS 


Available in 20 Ib., 25 Ib. and 30 Ib. per 36” x 500 sq. ft. rolls. 
Asphalt saturated paper for all around use. 





cs 
other building papers 


Leatherback RED ROSIN .. . uniform caliper. Tightly wound roll Today, more than ever, dis- 


with 3” core. Easily handled. ; criminating home buyers 
Leatherback SUB-GRADE . . . tough, asphalt saturated long-fibre ee prefer the Hidalift balance — so 


paper for use below concrete for proper curing and even density. 
Complies with all requirements — Federal and State. ; completely concealed, there's 


Leatherback REINFORCED BUILDING PAPERS nothing exposed to mar the 


Pure Kraft paper laminated with asphalt and reinforced digs tough 3 , 
fibres. Available in 36”, 48” and 72” widths. 2” x 4” and beauty of their windows. They 


"x 1” mesh. - P : 

like its smoothness, quietness 
Leatherback VAPOR BARRIER PAPERS : 4 . 
30-30-30 and 30-50-30 in 36” and 48” widths, and non-jamming action — its 
e positive lifting power. 


And builders and dealers like 


aluminum foil insulating papers 
its easy, rapid installation, 


High quality Reflective Insulation produced by laminating pure * . Pt” 4 
aluminum foil to specially processed paper. Two grades: “ee its “before and after” methods 


Leatherback Single Reflective STORM BLANKET of tensioning — just a few of 
Two types of at- _Hidalift’s sales-building features. 


Pure aluminum foil one side, bonded to specially processed paper. * 
taching brackets— 
Leatherback Double Reflective STORM BLANKET “L” and “Cup” 
Pure aluminum foil one side, bonded to pure aluminum pigment 
coated backing paper. fees — 
Keep down your inventory. Order mixed truck or Quality Products For Over # Century BS 


carload from your Distributor. Sell Leatherback. e3 _——— HIDALIFT DIVISION | 
Write for handy swatch book. ; The Tuner & Seymour Mfg. Co Torrington, Conn. : 
; | 3 Gentlemen: 
H ‘ Send lete Uteroture ond prices Hidalift. 
Protective Papers, Inc. : “cman: pr er 
General Office and Plant © © +——_-UNION, ILLINOIS Gnewenan 








Leatherback ...the complete line in Building Papers 
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moved slowly, even though we 
may replenish the stock,” Austin 
asserted. “And so we move some 
merchandise every two weeks. 

“By using adjustable display 
racks and shelves, we recently 
switched our whole tool supply 
from one side of the store to the 
other, replacing it with a display 
of household items, in virtually no 
time flat. 

“When warmer weather comes 
in the spring, we move many paints 
up to an island display in the front 


of the store, where they can be 
seen through the store-wide front 
windows. Garden tools are also 
moved up front,” he added. 

To illustrate the importance of 
location in display work, Austin 
cited the example of a manufac- 
turer-made counter display that 
held five dozen screwdrivers. This 
merchandise holder was placed on 
the center counter where sales are 
written up and change made. 
All of the 60 assorted screwdrivers 
were sold in one week. 





The Dealer 
of Quality 
..-.- sells Qualit 


This is our “‘shingle.” It’s a sign that 
the dealer who displays it carries the 
finest masonry finishes. He stocks the 
STA-DRI line. 


This doorway leads customers to the 
man who sells masonry finishes that work 
the first time. He’s proud to handle quality 
products and secure in the knowledge that 
his STA-DRI customers will not come back 
unhappy because of product failure, but 
will return smiling again and again. That’s 
the repeat business which comes naturally 
to the dealer of quality. 


y! 


Sta-Dri Masonry Paint will hold a nine 
foot wall of water without leakage and 
comes in eleven decorator colors and 
white. Sta-Dri Clear-Coat, the transparent, 
one-coat water repellent does not change 
the color or texture of naturally beautiful 
masonry and Sta-Dri Instant Water-Stop 
hydraulic cement stops running water leaks 
immediately. Guaranteed. Write now for 
free dealer literature. 


American Sta-Dri Co. 
Brentwood, Md. 








YELL PC R 
N. H. L. A. ise) DAR CLOSET LINING 


Wd WORD LUMBER CO. 


Phone 327 
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When it was placed on another 
counter, with other small tools, 
only several screwdrivers were 
sold over a period of six weeks. 

Nelson Austin has built up an 
unofficial slogan for his firm—“If 
you can’t find it, go to Austin’s.” 

Substantiating this slogan is 
Austin’s supply of hardware. Nel- 
son Austin’s father, Frank Austin, 
and a partner bought out North 
and McDuffy’s hardware firm in 
1926 and W. H. Westall and Com- 
pany’s hardware in 1928. The 
senior Austin became sole owner 
of this Morris-Austin firm in 1940, 
and now leaves most of the run- 
ning of the business to his son. 

But part of the present Frank 
Austin Company’s hardware stock 
comes from merchandise owned by 
each of the former firms. Only re- 
cently, Austin sold some items with 
a North and McDuffy pricing code 
marked on it! 

The reason for keeping such 
stock is that most firms no longer 
stock many of the items that are 
rarely called for. Yet hardly a 
month goes by now that Austin 
doesn’t get a call for some old- 
style hardware that he can sell at 
a good mark-up. He also makes a 
point of keeping up with the latest 
hardware designs, and often orders 
hinges and doorknobs with a 
motif that inexpensively adds dis- 
tinctive touches to a small home. 

Another specialty Austin has 
successfully promoted in his area 
is an electric weed chopper. It pre- 
vents weeds from short-circuiting 
electric fences that keep cattle and 
other animals in the grazing area. 


PANELS FOR BOATS 


(From page 42) 


carries marine plywood advertise- 
ments for the Pyle firm. The class- 
ified telephone directory empha- 
sizes the store as a source for 
marine plywood, and direct mail 
brings in other customers. 

“To the dealer who may con- 
sider adding this profitable ma- 
terial, I suggest stocking only 
thinner sheets from % to % inch, 
for the bulk of sales come from 
these thicknesses,’ Pyle advised. 
“IT would get a few sheets of each 
of the following lengths — 8, 10, 
12, 14, and 16 feet. As the demand 
rises, I would get thicker sheets.” 

Customers in a radius of 30 
miles have come to consider the 
Victor R. Pyle Company as the best 
source of boat-building materials. 
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Windows that SELL 


are equipped with 
Tat) 


SASH BALANCES and WEATHERSTRIPS 


UNIVERSAL 
WOOD WINDOW UNITS 


UNIVERSAL 
Panel Window Units 
UNIVERSAL 
Identified Trim 








UNIVERSAL WINDOW CORP. 


> ‘ 
% 





CHARLOTTE, N. C. AUSTELL, GA. : 


Egil 
FEATHERLIGHT 




















} “We are delighted with our easy-operating, 
D t L i V & & E e weathertight windows, thanks to our builder 


Stock and Sell who equipped them with Hettinger’s TRIPLE 
SEAL. He tells us that they meet or exceed the 


B E § § l f R requirements of the American Wood Window 


DISAPPEARING Institute. And they're featherlight, too—so vel- 


t smooth that even a child can open them.” 
STAIRWAYS Ni 


. LA ORIGINAL disap- U N iT PAC KAGE 
for over 40 years. SPEEDS INSTALLATION 


A REAL stairway. 
ee one For quicker on-the-job or mill- 


m 
- Safety-desi : . 
pn py wh assembly of window units. Every- 


conte Se Se Shen thing needed for one window 
Sessoms Sees ebeve and is packaged in a single unit 
Soe eee een, 4 —your choice of either 

the famous STANDARD 

unit or the new ONE 


PIECE full jamb cover 


FS Sex 2 wm » wp 


. Accurate architectural 
SAFE ascending and de- unit. Also available in Parc at oo 
scending. : i * ombination Sas 
" Alt metai parte are ands bulk. Write today for full infor oe Petron cy oro 
of strong. pressed mation and the name of your distributor. Weatherstripping 
. Repairs always available 
on quick notice. 
\ . | ae mate #, ae - D 9 
New Catalog! panel ‘and Gash types: Weatherproof Products Corporation ept. 198 
; hardwood doors in flush Waldo Station, P. O. Box 8498, Kansas City 14, Missouri 
Illustrates and describes com- type only. : : : ; 
plete line of seven Bessler 16. goiter mete Please send me complete information about Hettinger’s Triple Seal. 
Disappearing Stairway Mod- . Hundreds of 1 am a builder (] — decler [), interested in on-the-job 
els to meet all your needs. thousands in installati mo an ted what its 
This neat canes chewid be constant daily staliation (J mill-assembled window uni 
in your files for ready ref- use. 
eonce—wite for your copy - | pe de- NAME 
— . Meets all build- 
- pooh ADDRESS. 





























Bessler Disappearing Stairway Co., 1900 £. Market St., Akron 5, 0. ee “" ae 








JULY, 1953 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 








ADVERTISERS’. 


A 


A & F Tileboard Co. 

Adams Rite Mfg. Co. 
Advertising Council . 
Affiliated National Hotels 

Air Control Products, Inc. 
Allied Building Credits, Inc. 
Alumi-Trim. Inc. 

American Asphalt geet Corp. 
American Sta-Dri C 

Anthony Truck gs 
Armstrong Co., The 

Arvey Corporation 

Asbestone Corp. 

Associated Plywood Mills, Inc. 
Atlantic Steel Company 


B & T Metals Co. 

Baldwin & Sons, Lawrence J. 

Barclay Mfg. Co. 

Barrett Div, (Allied Chemical & Dye Corp.) 7 
Bessler Disappearing, Stairway Co. . O85 
Biglin Co., Inc., * 
Bone-Crow = - 77 
Bowers Jr.. Pr. 29 
Boyette & on Inc., Edwin C. 85 and Back Cover 
Braeckels, Inc. ry 85 
Bremer, Joseph H. bs 
Brett, John F. 

Bryner & Spranley, Inc. 
Bugher Mfg. C ; 92 
Builders Products Co. 2 
Burns Manufacturing Co. 

Burton, Robert S ; 


Caldwell Mfg. C 
California Pale Association 
Cameron & Co., Wm. 
Cameron and Richardson 
peng Forest Products, Ltd. 
Carlise, Ray ; 
Carolina Sta- Dri . 
Carter Co., H. V. 
Carey Manufacturing Co., Philip 62 and 
Casings, Inc. , : 
Cavert & EES 
Celotex Corp., The 
Certain-teed Products Corp. 
Chapman Chemical Co. 
Chiopee Mfg. Co. 
Clements, A. J. . 
Coal Chemicals Division United States Steel Corp. 17 and 
Colonial Cedar Co., Inc. 53 
Colorshake eeeesion 
Conrad Co., t H. 
Consolidated a Steel Mfg. Co. 
Conway, Jack 
Conway & Co., M. 
Coyle and rN George P. 
Cruze, Fred C 
Cumberland Portland Cement Co. 
Currie, George F. 29 and 93 
Currin Co., Inc. 8: 
Curtis Companies, Inc. 


D 


Dapco Products 

Davis Co., H. B. 

Davis, Marion T. ; 89 and § 
Davis Mfg. Co. 19 
D’Armond, D. E. 

Decorite, Inc. 

Deniston Co. 

Detroit Steel Products Co. 

Dickey Clay Mfg. Co., W. S. 

Dicks-Pontius Co. 

Dixie Lumber Co., Inc. 

Donley Bros. Co. 

Douglas Fir Plywood Assn. 

Drywall Trim, Inc. 

Duffy, J. L. 

Daniee, Se F 

Duplex Hanger Co., The 


Ericsson Jr., B. E. 

Everett & Co.. John T. ‘ 
Excell Engr. & Supply, Inc. 
Ez-Way Sales, Inc. ... 


* 
* 


Flack-Jones Lumber Co. 
Flintkote Co. 

Foldaway Stairway ‘Co. 
Foster, Q. T. 

Fuller Jr., L. G. 


Gaskin Jr., T. A. 

Gaston, Brice G. 

Gate City Sash & Door Co. 
General Plywood Corp. 


96 JULY, 1953 .. 


Gecrate Pacific Plywood Co. . 
Getty & Co., Ss. . 

Gibb, Thom ‘P. 

Gilbert Co., S. P. 

Goetze Co., Earl 1 

Goldman, S. R. Wise - ..61 and Back Cover 
Gordon & Son, Inc., Alexander ; 85 and Back Cover 
Griffin, A. W. ; has , aie 85 


H 

Hager & Son's Hinge Mfg. Co., C. 
Harloc Products Corp. .. 
Hawkins Iron Company 
Hawkins, Milton A. 

Hayes, Jack . 5 

Haymans, W. H. 

Heatilator, Inc. 

Hoffner, Harry A. ... 

Horwitz, A. L. : 
Hope’s Windows, Inc, 

Hough ~~ Corp. 

Houk, J. T. 

Howard, Summer ww, BR 
Howell Mfg. Co.., The 

Hunter Fan & Ventilating Co., Inc. 
Huttig Sash & Door Co. ; 


Ideal Brass Works, Inc. 
Insulite Div. Minnesota & Ontario Paper Co. 


J 

Jackson Mfg. Co., W. L. 
Johns- on Inc. 
Johnson & C A. J. 
Joiner Co., Roy cS. 


K 

Keasbey & Mattison Co. 
Kemp, S. H. ; 
Keystone Wire Cloth Co. 89 


L 

Leigh Building Products Div. Air Control Products Inc. 
Leonard, R. RL ch nas 
Libbey-Owens- Ford Glass Co. rir a tid 26 
Livingstain Co., Harry = R5 
Lockport Cotton Batting Co. . : <A nae * 
Lone Star Cement Corp. .. 
Longview Lime Corp. 
Loxcreen Co. 

Ludman Corporation 


M 


McCluggage Sales Co. 85 
McKnight Co. : ; 85 
Majestic Mfg. “rey pi 

Mann and Co., J. T. AP ee 85 
March, Inc., E. L af 22, 85 and Back Cover 
Marquette Cement Mfg. Co. 65 
Marsh Wall Products, Inc. .. pas geen * 
Masonite Corporation ee 23 
Mengel Co. .. 32 
Meroney Co., Cy * 
Metal Trims, Inc. wens 81 
Meyer, B. F. Ses * 
Miami Window Corp. 

Midwestern Sales Co. 

Miracle Adhesives Corp. 

Miratile Company 

Monarch Metal Weatherstrip Corp. 

Morris, L. 

Mound City Paint & Color Co. 

Murphy, D. T. 

Murray Company of Texas 

Murray, L. E. 


N 

Nachlas, Otto 

National Guard ‘Products, Inc. 
National rage Company 
National Lock C 

National Woodworks 
Newman, A. 
Nichols Wire & 
North, J. Seoby 
North, Joseph T. 


0 


O'Callaghan, W. L. 

Oconee Clay Prod. Co. 
One-Der Frame Corporation 
O'Rourke, James 
Owens-Corning Fiberglas Corp. 


P 

Pacific Lumber Co. 

Paine Lumber Co., Ltd. 

Peaslee- se Paint & Varnish Co. 
Peerless Mfg. Corp. 

Perma Products Co. 

Perrow Chemical Co. 

Piper, Joseph 

Plastergon Wallboard Co. 


“7 @ 
ee 


ze nx 
+ RA tO 


* 


Third Cover 
85 


* 


* 


Back Cover 


Aluminum Co, 


. Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 








INDEX 


Powell Co., A. T. 
Precision Parts Corp. . 
Prestile Mfg. Co. 
Prince, Albert J. 
Proctor & Co., E, W. 
Protective Papers, Inc. 
Pullman Mfg. Corp. ... 












Quietair Corporation . 


Red Cedar Shingle Bureau 
Reed Unit vom, Inc. . 
Renard, R. H. . 

Resolite Corp. 

Reynolds Metal Company, The . 
Roach & Musser Co. 

Roberts, Gerald 

Roop Co., A. = 

Ross Carrier Co., The 

R. O. W. Distributors 

Ruberoid Company 
Rudiger-Lang Co. 

Ryan Sales Corp. 


S & S Sales Co. 

Sanders, Sam G. 

Sain, Wm. T. : : ; 
Seaboard ‘Lacquer ae ee ee x nee 
Seidel Mfg. Co. 3 ate Give wwe Ries 
Selinger, Eliot R. 

Sisalkraft Co. . 

Smith, J. Paul . 

Southern Metal Products Corp. 
Southern Plaswood Corporation 
Southern States Iron R ng Co. 
Southern States Iron Koofing Co. 
Southern States Iron Roofing Co. 
Southwood Corp. ; 
Spentzos, Jim 

Stair, James A. ? 
Stanley Works, The ... 
Stem, Inc., Chester B. 
Stovall, W. H. 

Superior Wall Prod. Co. 


T 


Tennessee Coal, Iron & Railroad Div. 
Tennessee Products & Chemical 
Texas Co., The . 

Traylor- Everett & £% m 

Trimble Co., Inc. R. 

Trinity Div., chen Portland Cement Co. 
Tri-State Building Service 

Trowbridge, Lewis C. 

Turner & Seymour Mfg. Co. 

Turpentine & Rosin Factors, Inc. 

Tylac Co. 


U 


Union Aluminum Co. 

. inion Lumber Co. ‘ 
. S. Plywood Corp. (Industrial Adhesive Div.) 

U S. Plywood Corp. 

United States Steel Corp. Coal Chemicals Division 


(SSirco) 
(Barclay Mfg. Co.) 
(Perma cegogin 


United States Treasury 
Universal Window Corp. 
Upson Co. 

Utley, Inc., Withers Clay 


Vento Steel Prod. 
Vos Company 


Ww 


Wagner Mfg. Co. 

Wallace Manufacturing Co. 
Weatherproof Products anes 
Wel-Bilt Prod. Co. . 
Western Pine Assoc. 
Weyerhaeuser Sales Co. 
Whitton, R. E. L. 

Wicker Sales Co. 

Wickwire Bros., Inc. 
Williams, Grainger 
Wisconsin Door Company 
Womble Co., Murray R 
Wood Conversion Company 
Wood Treating Chemicals Co. . 
Wood Window Program 
Woods, Edwin C. 

Word aaa Co., W. J. 
Wright Co., L. K. 


Y 


Yauger & Co., Jack 
Youngstown Manufacturing, Inc. 


Z 


Zegars, Inc. 
Zimmerman, Fred H. 
Zimmerman, Wm. C. H. 


Corp. 










JULY, 1953 . 





U. S. Steel Corp. 


United States Steel Corp., Tenn., Coal, Iron & Railroad Div. 2 





21, 81 and 82 


2 be 


a+ 


x 


..70, 79 and 90 


20 and &5 


*s 


80 


17 and 1 


8 and 9 


Second Cover 


94 
47 


67 
93 
93 


. . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 

















BECAUSE OF 


OMFORT COOLING 


Built-in comfort cooling is a packaged product that makes 
people want new homes. Progressive builders recognize the 
saleability of Reed ventilating products, because of their 
quality in design, engineering and performance. 





REED ATTIC FANS 


One design for either vertical or horizontal air discharge. 
Completely packaged, easy to install, super-quiet. Six sizes, 
24” to 48”, certified air delivery from 5,000 CFM to 18,600 
CFM, for any size home. 





REED WIND-O-VENT FANS 


The only window fan “family’—three sizes, 20”, 24” and 
30” for any size home. Reversible in high or low speeds 
with single switch. Installed top or bottom of window. 
Quiet—quality design and construction. 


Reed UNIT-FANS, INC. 


1001 ST. CHARLES AVE., NEW ORLEANS, U.S. A. 
SEND COUPON FOR COMPLETE DETAILS 








Send me full information about Reed 
products. 


I am interested in WINDOW FANS [] 











So ‘4 a ATTIC FANS [] 
Name 

Address. pee es 
CU is cata 
B-7 
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NEW Weo® 


COMME 
DISPLAY BOARD 


Beautiful Die Cast 
Knobs with Brass or | 
Bronze Backplates 


only 


1] wide..." 


saves 
valuable 














counter 





a fast-sellin g addition to the 
NATIONAL LOCK 


profit line 


attractive with all types of furnishings 

selection of sizes and finishes from open 
stock 

ready for shipment 

order from your jobber 


For customers who demand the finest, the new N-60 
Display Board offers a splendid selection of Concave 
Knobs with gracious bevel-edge styling, high-accent 
finishes and smooth comfortable feel. Available with 
equally attractive matching backplates. Choice of Bright 
Brass, Dull Brass, Dull Bronze, Bright Chrome and Dull 
Chrome finishes. Board, shipped with hardware mounted 
in position, is designed so each dealer can display fin- 
ishes most popular in his area. Order knobs and back- 
plates from open stock; then easily apply to Display 
Board in finishes desired. Get National Lock N-60 NOW. 


distinctive hardware 
all from ] source 
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SELLS 
WINDOWS! 






e to home 
buyers 





Better windows, 
truly counterbalanced, 
at amazing low cost! 


Double hung windows become 
a good “talking point” when 
they’re equipped with Pull- 
man Sash Balances. Noiseless, 
trouble-free—guaranteed for 
the lifetime of the building. 
For homes, schools, hospitals 
—all kinds of commercial and 
industrial buildings. The Pull- 
man method permits quick in- 
e — (10 ag? iia per 
window), uniform mortise 

Never Needs size—wide scope in window 
Adjusting design, maximum light area. 
Write today for full specs: 
e Pullman Manufacturing Corp., 


. 325 Hollenbeck St., Rochester 
Now Nearing 70 Years 3.N.Y. 


e builders 


e architects 


Engineered Balancing 


of Service to the Industry. 


ULM LN So Balancer 














For a Faster “Jarnover tu 
ALES and PROFITS! 


Os 8 | 
o> Divine Oxy 


SPECIALTIES 


vy TRI-DENSE 


A hardener for use in concrete, mortar and stucco. 
Reduces cold weather hazards, permits faster 
placing, more rapid removal of forms. Protects 
mortar against FREEZING. Keeps winter work 
on schedule. 


vy WALL-SEAL 


A transparent silicone waterproofing for exterior 
stucco, concrete, cinder blocks, etc. Lets masonry 
breathe and renders it resistant to efflorescence 
and staining. Easily applied with brush or spray. 


o FLINT-TOP 


A penetrating surface hardener for new and old 
concrete, terrazzo flooring and other concrete 
surfaces. Protects floors against oils, acids, salts, 
alkalies and many other chemicals. Retards con- 
crete dust. Adds years to floor life. 


DETAILS 
PERROW CHEMICAL CO., Hurt, Virginia 
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ARISTOCRAT AWNINGS 
Built to last designed to please 
Adds comfort and protection to the 
home . the perfect answer to 
the buyers’ desires 


PACKAGE RECEIVERS 


A sturdy, sanitary receiver for milk 
and other packages. Engineered for 
standard wall construction with no 
fitting. 


{ ‘i 


il) 





ADJUSTABLE CLOSET RODS 


Rugged metal closet rods in electro- 
plate or wood-tone finish. Four 
adjustable sizes to fit all closets. 
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FLOWER BOXES 
ladies love ‘em for the beauty they 
give. Y6@'li find them right for cost, 
construction and color. 


SLIDING BOGE penetra 


Smooth quiet, ec 


DURABLE METAL SHUTTERS 
Add the right touch of beauty to 
all size windows. No cutting of 
fitting. Paneled or louvered designs. 


RECESSED SHOE RACK 
Engineered storage that mokes the 
most of closet space. Keeps shoes 
neat, keeps closets tidy. 
installed. 


; : . a 


MAIL BOXES 


Protection fc 
spot for ma 
Modestly pr 1. A e in bronze 
or black 


a special 
nd papers 


DUST CHUTES 
Built into baseboard or toe-cover, 
they get dirt out of the house, save 
countiess steps. A refinement fo set 
your house oport. 


Division 


a A HOME 


DOOR CANOPIES 


In red, green or bive for wide or 
norrow doors, Leigh canopies go up 
na jiffy, give year ‘round protec 
on at lowes? cost. 


CLOTHES CHUTE DOORS . 


An appealing ‘‘Step-Seaver"’ that 
ledies want. A plus feature on any 
buyers list . . . and so easy to 
install. 


— 


3 
¥ 
' 


GARBAGE CONTAINERS 
Finger-tip convenience and it swings 
owoy, out of sight Lid opens avto- 
matically when door swings ovt. Has 
tight seal when closed 


BUILDING 
PRODUCTS 


Air Control Products, Inc. 
Coopersville, Michigan 


Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





=) 
THE TREND IS TO AWNING 4—/} WINDOWS 


Seem outsells all others! 


And no wonder! Ludman Auto-Lok windows have more quality features 
that count than any other window! All hardware is concealed . . . protected 
from dirt and dust. Every sash can be cleaned from the 

inside . . . no gadgets to disengage. The operator is precision 

balanced . . . responds to finger-touch and never needs adjustment! 

And Ludman’s patented Auto-Lok hardware makes 

them the easiest operating, tightest closing windows made! 


Each sash locks at all four corners . . . seals it like a refrigerator. 


THERE’ A Your customers will prefer this 
window! Write today for com- 
yemnat plete detailed dealer informa- 
BBER tion and the name of the jobber 

NEAR YOU nearest you. 


Every Auto-Lok Window is 
manufactured in accord- 


LUD eee ance with the most exact- 
- 3 ing material and fabrica- 
Cau tion specifications. 


Box 4541, Dept. SBS-7, Miami, Florida 
UDMAN —— WORLD’S LARGEST MANUFACTURER OF AWNING WINDOWS AND JALOUSIES 
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